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is all that’s needed to 
install the new 


®) 


SLIDING DOOR 


Available in closet and passageway units. Easy to 
install, easy to handle, easy to sell. Complete includ- 
ing the door, jambs, track, and hardware packed in 
two rugged Hasko-designed packages. Saves storage 
space for the dealer, everything arrives at the building 
site at one time. Ideal for the do-it-yourself market 
since the home handyman can install Hasko Sliding 
Door Units for passageways and closets by following 
the simple step-by-step directions in each package. 
Write for more information on the “hottest” building 
package in the industry today! 











f 
j 


pig 
& 
Ea 

ie 








here’s why 
19,000,000 doorways 
wear the kwikset 


"400" line 


From its first day in 
business Kwikset has offered dealer, 
architect, builder, and home owner a top 
quality lockset at a competitive price —and 
backed its product with an unconditional guarantee. 


Dealers everywhere find it more profitable to sell 
the Kwikset “400” Line because Kwikset sells on a 
one-price basis to all its customers... offers its 
“400” Line only to selected, recognized Hardware 
Jobbers and Contract Hardware Distributors... supports 
your sales by vigorous national advertising 
and merchandising . . . safeguards you and your 
customers with an unconditional guarantee. 


For the line that’s easy to stock, easy 
to display, easy to sell —specify the 
Kwikset “400” Line. 





funksec. 


4OCKSETS 





FORDYCE 


Framing of = 


ME ARKANSAS SOFT 
= PINE.. Cuts Costs, 
Holds Customers 


Dimension, boards and sheathing dried to 
mandatory moisture required for each 
grade (they’re grade-marked). 

All stock double end-trimmed and paraf- 
fined (4-square ends, trade-marked). 

No time lost cutting out defects (there are 
none). 

Natural light weight enhanced by correct 
kiln drying (no case hardening). 

Clean, bright, straight soft-textured stock 
expedites assembling and nailing (no split- 
ting). 

No returns come back to cut into your 
mark-up (customer likes and keeps any 
surplus for his next job.) 

To cash in on these Fordyce bonus values, 
avoid the risks of lumber anonymous— 


Buy Brands You Know 


LUMBER COMPANY . FORDYCE, ARKANSAS 
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onty Miarlite’ orrers att THREE! 


Marlite— your complete answer for 





e Any room in any building 
¢ Marlite Pranks e Any decorating scheme 


10 “companion colors” ¢ Building © Remodeling 


4 wood patterns 


Soft lustre finish £ Do-It-Yourself 





New Marlite Plank and Block—easy to 
handle, easy to install, easy to sell. Smart 


7. a “companion colors” styled for every room. 
Marlite Blocks : awe Building, remodeling or do-it-yourself . . . 
16” squere | a ea ay oe there are new sales opportunities every- 

10 “companion colors” ye where for Marlite Plank and Block. 


4 wood patterns 


Soft lustre finish For details, write Marsh Wall Prod- 


ucts, Inc., Dept. 241, Dover, Ohio. 
Subsidiary of Masonite Corporation. 


4 Marlite Panels 


In sizes up to 4 x 8’. 


Plain-Color, Horizon- = = 

taline and Tile in Ww | ¢ 

Hi-Gloss finish. Also ax i t Sa 
N oF 


available in 8 


PREF 


oodpanel 
ee ee WALL and CEILING PANELING 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


RECESSION TALK HELD "POLITICAL EXPEDIENCY". That's the opinion of Rep. Jesse P. 
Wolcott (R. Mich.) speaking at the recent home builders convention at 
Chicago. "Inflation is about 80% psychological and so is depression 
or recession. It is irritating to have men who have education do 


everything they can to talk the nation into a depression,” Wolcott 
said. 


TRAIL-BLAZING AIR CONDITIONING RESEARCH. May 1 is the target date for comple- 
tion of 14 air conditioned test homes at Austin, Tex. Selling for 
$12,000, plus land, they are both single and split level, use both 
wood and masonry construction. Sponsors are the National Association 
of Home Builders, the air conditioning industry and the University of 
Texas. 

AIR CONDITIONING DATA OVERDUE. The Austin project is expected to reveal the 
effect of various size window areas on air conditioning system's effi- 
ciency, the cost of cooling, reasonable minimum standards. The impact 
of air conditioning on building materials, exterior and interior 
finishes, etc., will also be fully explored. 


AMERICA'S SORRY HOUSING STATUS. Dick Hughes, new NAHB president, revealed some 


hard facts on U.S. housing at the builder convention in Chicago. He 
said that about eight million families are new in houses unfit for 

human habitation and that another four million are in homes deterior- 
ated to a point where they lack necessary health and safety features. 


NEW-CONDITIONED HOUSES NEW BUILDER GOAL. Hughes believes we should provide 
750,000 new conditioned houses each year through conservation and re- 
habilitation. He's convinced that FHA Title 220 is necessary for re- 
habilitation wjth loans to cities on a 1/3 - 2/3 basis where cities 
can't carry the full cost of the program. 

TV GROWS AS DEALER ADVERTISING MEDIUM. As of November 1953, there were 324 
stations on the air - 112, u.h.f., and 212, v.h.f. The new u.h.f. 
stations, because they frequently cover limited areas, have rates low 
enough for many dealers. Retailers using television, especially in 
smaller cities, are urged to write us their experiences for inclusion 
in a new series of ar*icles soon to be published in this magazine. 

HOW MUCH DO THEY OWE. The nation’s home owners presently owe in excess of $65 
billion dollars on their homes, $6.8 billion was added in 1953. Banks 
and other financial groups are not a bit worried over the figure, in- 
Stead are beginning to compete for available mortgages. 

MORE ON GRADED LUMBER. The Washington, D.C., insuring offics of the FHA has had 
so mach trouble wich sub-stundard lumber that together with the VA 
they have decided to require grademarked lumber for all species of 
dimension in construction they insure. 

NEW BUBBLE HOUSES. Palm Beach, Fla., has two new, odd-looking houses built 
around large nylon and rubber bubbles, reinforced with wire, and 
sprayed with two coats of concrete (called shot crete). The houses, 
which have two bedrooms, will sell for around $6,500. 


(continued on page 9) 
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USTOMERS look for names they know and 

when you sell Cyclone “Red Tag” Hard- 
ware Products you have not just one but two 
widely-recognized names. First, there’s the 
name “Cyclone”—it has stood for quality in 
fence and wire hardware products for more 
than 50 years. 

And behind Cycione is the “United States 
Steel” name. The products of United States 
Steel are currently being brought to public 
attention through “The United States Steel 
Hour”—a program being widely acclaimed as 
one of television’s finest dramatic offerings. 
National magazine advertising is at its peak 
now too. 

This extensive advertising works hard for 
you when you handle Cyclone “Red Tag” 
Hardware Products. There’s Cyclone Lawn 
Fence, along with Gates, Trellis and Flower 
Bed Border. There’s Cyclone Insect Wire 
Screening in Galvanized, Bronze and Alu- 
minum and Cyclone Hardware Cloth with 
the welded selvage. And remember Cyclone 
Catch-All Baskets and Cyclone Flexible 
Steel Mats. 

Take advantage of the Cyclone and United 
States Steel names. If you're not handling 
complete lines of all these products, check 
with your jobber today. 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATIOV 
WAUKEGAN, ILLINOIS + SALES OFFICES COAST-TO-COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S*S ‘CYCLONE “red 707 HARDWARE PRODUCTS 


Um t T.8:e o> & ae me i) a a 
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President Eisenhower has sub- 
mitted to Congress a new housing 
program aimed at helping Ameri- 


can families acquire “decent 
homes in wholesome neighbor- 
hoods.” 


His major proposals: 


1. A new kind of government 
mortgage insurance, with very 
long repayment periods and token 
down payments, for homes costing 
under $8,000. 


2. Setting aside nearly $1 bil- 
lion in federal aid funds for “reno- 
vation” of run-down neighbor- 
hoods and elimination of slums. 


3. More liberal loan terms for 
purchase or remodeling of old 
homes. 


4. More vigorous federal action 
to insure that “minority groups 
have a fair opportunity to acquire 
adequate housing.” 


Low-Rent Units 


5. Construction of 140,000 new 
low-rent public housing units in 
the next four years at a rate of 
35,000 a year, against the present 
rate of 20,000 a year. 


6. Raising the present $16,000 
ceiling on Federal Housing Ad- 
ministration guarantees for new 
home mortgages. 


7. Stand-by authority for the 
administration to reduce interest 
rates and lengthen repayment 
schedules on government-guaran- 
teed loans, if necessary, as an eco- 
nomic pump-priming device. 


8. Reorganization of the federal 
National Mortgage Assn. to sub- 
stitute private capital for much of 
the $2% billion in Treasury funds 
now tied up in providing a “sec- 
ondary market” for mortgages. 


Plans Single Agency 

Mr. Eisenhower said he would 
soon submit a reorganization plan 
designed to bring the present 
“loosely knit federation” of gov- 
ernment housing agencies into a 
single organization under firmer 
central control. 

He said present housing pro- 
grams are designed mainly to en- 
courage building and buying of 
new homes, with too little provi- 
sion for those who want to buy or 
repair old homes. He noted that 
the nation now has 19 million non- 
farm homes more than 30 years 
old. 


ike Offers Congress 8-Point Homes Plan 


BUILDING PropucTs MERCHANDISER 


While he did not spell out his 
proposal for more liberal mort- 
gage terms on old homes, official 
sources said the administration 
wants to insure up to 95% of 
loans for purchase of such homes, 
against the present maximum of 
80%. Mr. Eisenhower said this 
would facilitate “trading in” old 
homes for new ones. 


Based On Report 

The eight-point housing pro- 
gram was based on recommenda- 
tions of a special advisory com- 
mittee on government housing pol- 
icies headed by Albert M. Cole, 
head of the Federal Housing and 
Home Finance Agency. 

Mr. Eisenhower prefaced his 
proposals by saying that while the 
federal government should pro- 
vide “aggressive and _ positive 
leadership” in the drive to make 
good housing available to all 
Americans, he wants to avoid pro- 
grams that will make citizens in- 
creasingly department on the fed- 
eral government. 

“IT am convinced that every 
American family can have a de- 
cent home if the builders, lenders, 
and communities and the local, 
state and federal government, as 
well as the individual citizens, will 
put their abilities and determina- 
eo energetically to the task,” he 
said. 

He called for “a new experi- 
mental program” authorizing the 
FHA to insure long term loans “of 
modest amounts” with low down 
payments on both new and exist- 
ing housing for low-income fam- 
ilies. 

Low Down Payment 


Mr. Eisenhower did not spell 
out details of the size of loan, the 
down payment or the terms. But 
informants said the administra- 
tion wants the FHA to insure 
mortgages running up to 40 years 
with down payments as low as 
$200 to $350 on homes costing less 
than $8,000. 

The Cole committee had sug- 
gested dropping the down payment 
requirement on smaller homes, but 
the President apparently wants 
some form of down payment re- 
tained. At present, FHA-insured 
loans require minimum down pay- 
ments ranging from 5% on homes 
costing less than $7,000 to 20% on 
homes costing $20,00 or more. The 
maximum repayment period on 
most FHA loans is 25 years. 


































































President Eisenhower 
Good housing .. . for good citisenship 


How Plan Aids in 
Buying an $8,000 Home 


ow President Eisenhower's 
new housing program for low-in- 
come families would compare with 
mortgage terms now available un- 
der Federal Housing Administra- 
tion loan insurance: 

Now a family buying a new 
home at $8,000 must up a $650 
down payment. 

At the maximum repayment pe- 
riod of 25 years, monthly charges 
would be $43.80. 

For an old home costing $8,000, 
the present minimum down pay- 
ment is $1,600, and the maximum 
repayment period is 20 years. This 
makes monthly charges come out 
of $43.05. 

Under Mr. Eisenhower's pro- 
posed program, administration 
sources said, the down payment 
for an $8,000 home, either old or 
new, would be lowered to $400. 

The maximum repayment period 
would be extended to 30 years, and 
the monthly charge would be 
$41.62. 

Informants indicated that the 
administration would seek discre- 
tionary authority to make the 
down payment still lower, and the 
repayment period longer, up to 40 
years, in case economic conditions 
warranted. 


Celotex Expects 


Sustained Market 

Celotex Corp. anticipates that 
the level of new building construc- 
tion, repair, and remodel activity 
during 1954 will continue at a rate 
which will provide a sustained 
market for its products, 0. S. Man- 
sell, president, said. 

Mr. Mansell declared the com- 
pany “expects an increased use 
for acoustical materials and great- 
er as well as more diversified de- 
mand for its products developed to 
serve the non-building field.” 

(continued on page 12) 
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for Springtime Spruce-ups 
inside, outside...everywhere 


CASHIN on THIS 


Big National Liquid Aluminum Advertising Campaign 


% MISTER PEEPERS—America’s favorite schoolmaster, and one of 
the nation’s most popular and best loved television personalities will 
tell 24 million viewers about Liquid Aluminum on his Sunday 
evening shows over NBC-TV. 

% TOP NATIONAL MAGAZINES—Full color advertisements will 
appear in the top national paint selling magazines—SATURDAY 
EVENING POST, BETTER HOMES and GARDENS and 
COUNTRY GENTLEMAN ... and POPULAR SCIENCE to the 
do-it-yourself market. These ads will show your customers how they 


can use Liquid Aluminum to paint on bright protection during 
their Springtime Spruce-up. 


FULL INDUSTRIAL MARKET COVERAGE — Powerful advertise- 
ments will appear in top industrial magazines: Factory Management 
and Maintenance, Railway Age, and Oil and Gas Journal, covering 
the big potential industrial market for Liquid Aluminum. 


% DISPLAY MATERIAL TO SPREAD THE BRIGHT IDEA— Every- 
thing you need to make Liquid Aluminum a star-seller in your 
store is available... window banners, shelf strips, display cards, 
a ‘“‘Mister Peepers’ counter card, give-away folders, radio com- 
mercials and newspaper ad mats. 


TESTED AND PROVED IN ’52 me 

ACT NOW! 

BIG NATIONAL SUCCESS IN ’53 For further information call 
your paint supplier or write for 


a list of manufacturers direct 
MAKE MORE IN ’54 "to Reynolds Metals Compony, 
2513 South Third Street; Lovis- 


ville 1, Kentucky. 
This advertisement appears in the interest of the Paint Industry of America 
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GM Sees Electronic 
Kitchen in Few Years 


General Motors’ top research 
engineers and designers peered 
into the future recently and told 
about the changes that they saw 
coming in one of the basic tools of 
modern living—the kitchen. 

New convenience and comfort 
for the servantless housewife is 
provided in a “kitchen of tomor- 
row,” which was one of the fea- 
tures of the General Motors Mo- 
torama, which was opened to the 
public in January at the Waldorf 
Astoria hotel. 


More Than Mere Dream 


The revolutionary kitchen, de- 
signed by the GM styling section, 
is more than a mere dream, ac- 
cording to Mason Roberts, GM vice 
president and general manager of 
the Frigidaire Division. Some of 
the unusual features could be 
made available to the public very 
shortly, Mr. Roberts said. 

The kitchen provides new meth- 
ods of preserving and preparing 
foods, and is aimed at relieving 
homemakers from stooping and 
stretching. 

Wall cabinets glide down at the 
wave of a hand, since the mere 


proximity of the hand is sufficient 
to activate the switch. 


Push Button Ice Cubes 


Cold water, ice cubes and 
crushed ice are supplied by an in- 
genious new device, with a push 
button control. Push-buttons also 
operate refrigerator and food 
freezer, each horizontal and at 
convenient waist height to elim- 
inate stooping. These appliances 
have automatic dispensers for 
frozen juice cans and eggs. 

All kitchen cabinet doors pop 
open with slight pressure on the 
front panel, eliminating knobs and 
handles. In the sink, a special 
valve makes it possible to control 
water temperature and flow with 
a single faucet, and the tempera- 
ture of the water is indicated by 
means of an illuminated color dial. 
Small appliances, such as the food 
mixer, disappear under a table top, 
creating new working areas. 

One of the two ovens uses elec- 
tronics to bake a potato in five 
minutes, or cook a family turkey 
in 45 minutes. Another oven has 
as one of its features a device 
which passes hickory smoke 
through the oven for flavoring 
meat. 


The electronic high-speed oven 
is in the laboratory stage, but is 
considered a possibility for future 
homes. Associated with the kitch- 
en work space is a large relaxa- 
tion area, with lounge, fireplace, 
desk, bookcases, telephone and 
television. 


U.S. Steel Forms 
Homes Subsidiary 


United States Steel Corp. has or- 
ganized 2 new subsidiary for “as- 
sisting and financing” the prod- 
ucts of its prefabricated housing 
subsidiary, United States Steel 
Homes, Inc., Clifford F. Hood, 
president, announced. 

The organization, expected to be 
in operation about April 1, will 
offer mortgage financial assist- 
ance, including construction fi- 
nancing, to builders of United 
States Steel homes who qualify for 
such assistance. 

United States Steel Homes, for- 
merly Gunnison Homes, Inc., has 
plants at New Albany, Ind., and 
Harrisburg, Pa. Its products are 
distributed through 400 franchised 
dealers throughout the U. S. 


Continued on page 16 




















THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 


SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN Forest Propucts LIMITED 
EBURNE SAWMILLS DIVISION 


VANCOUVER, B.C. 
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HERE IT IS! r NOISELESS 


* Extra-heavy * Noiseless, 
extruded Lifetime Nylon 
aluminum wheels 
track * Silent, Solid 

* Heavy gauge Brass Wheel 
Cadmium Bearing 
plated steel * Positive, no- 
hangers with jump track 
adjustable slot feature 

* Smoothest, 
quietest 
operating 


k$-— 1%” —> 
oo Se agente 

















NOISELESS, FREE-WHEELING 
TRACK AND WHEEL 


This track and wheel are made for each other! See how the wheel rolls 
on the sides of the track-not the bottom! This not only centers the 
wheel, but keeps it riding above dust and lint that may accumulate in ACTUAL SIZE 
the groove, Rustproof aluminum track, plus the lifetime nylon wheel and TRACK O7200 


solid brass wheel bearing, guarantees you quiet, smooth, trouble-free 
operation, 





U 
Built-in Protection 
AGAINST TRACK JUMPING! 





At last—sliding door hardware with built-in, positive 
protection against track jumping! And there's no 
extra work, nothing for you to do—because this 
exclusive M-D design stops track jumping with a 
built-in bumper ridge that makes it impossible for 
the whnel to lift out of the track once the door is in 
place over the floor guide. It's simple, sure, foolproof! 


40a I, -rodiacn’ jour 
MACKLANBURG-DUNCAN CO. 





E 


ATTENTION 
DEALERS! 


STOCK -DISPLAY 
CASE & ACTUAL 
WORKING 
MODEL 


FREE with tnis 


ASSORTMENT! 








TRACK 


10 PIECES - 4” EACH 
10 PIECES - 5° EACH 
10 PIECES - 6° EACH 
10 PIECES - 8’ EACH 
TOTAL TRACK - 230’ 


40 boxes of com- 
plete hardware for 
¥,”" doors. 

10 boxes of come 
plete hardware for 
1%” doors. 


te ATTRACTIVELY 
DISPLAYED 

tk INCREASES 
IMPULSE 
PURCHASES 

te TAKES SMALL 
SPACE 

















COMPLETE HARDWARE FOR 
DOORS %” TO %” OR 
DOORS 1” TO V%"” 


Hardware comes completely packaged for @ 
pair of %” doors, or for a pair of 1%’ doors, 
Each package contains 2 front door hangers and 
screws, 2 rear door hangers and screws, 2 door 
guides and screws, as well as sufficient screws 
for mounting track. Cartons ore clearly marked 
for %”’ doors or for 1¥%"’ doors. 








Urge Entries in 
PR, Promotion Contest 


Deadline for entries in the 1954 
public relations and merchandis- 
ing contest conducted by the Na- 
tional Retail Lumber Dealers As- 
sociation is March 31, 1954. Every 
retailer who’s a member of 
NRLDA’s 32 federated associa- 
tions is eligible to enter. 

About half of the entries re- 
ceived to date have described pub- 
lic relations programs alone and 
the other half deal with programs 
which combine public relations 
with good merchandising ideas. 


Any dealer activity carried out 
since April 1, 1953, is eligible. 

A maximum of 168 awards, con- 
sisting of attractive certificates, 
will be made if enough outstand- 
ing entries are received. 

The entries will be judged early 
in April by the editors of the 
building industry publications, 
and the names of the winning 
dealers will be announced in May 
during the meeting of NRLDA’s 
Board of Directors. 

It is not necessary for an entry 
to be accompanied by an official 
entry blank. A brief letter is all 





> 


o 


ETNA has every kind of 


plywood you’re likely to need 


it’s a safe bet, whatever your plywood requirements 
may be, AETNA can satisfy them for you. You don’t 
need to shop around when one source has available 


any standard grade, thickness and size you may want. 


That's not only handy, but economical. One reliable 
source; one undivided responsibility; one well-known 


standard of quality, uniformity and service. 


When you buy from AETNA you get more than 
plywood. You get speedy shipment, experienced 
handling, guaranteed quality, and all the advantages 
of dealing with a reputable, reliable supplier with 
many years of plywood know-how. Make AETNA 
your Headquarters for a World of Plywood. 


WRITE AETNA for the RIGHT PLYWOOD 


ETNA PLYWOOD & VENEER COMPANY 


1732 N. Elston Avenue °* 
ARmitage 6-7100 


Chicago 22, Ill. 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford, Detroit 


(Te obtain more data on advertised products see page 151) 





that is needed, provided it con- 
tains enough detail to enable the 
judges to evaluate the dealer’s 
program. 

Special national awards will be 
made to the 10 entries ranked 
highest by the judges. In addition, 
certificates will be awarded to the 
three best entries from each of 
the 48 states, and an honorable 
mention will be voted to each 
other entry which, in the opinion 
of the judges, represents meritori- 
ous public relations or merchan- 
dising activity. 

Entries which describe good 
promotional or merchandising pro- 
grams alone will not be eligible 
for awards. To receive an award, 
an entry based on merchandising 
must describe an activity which 
created good will or reflected spe- 
cial credit on the dealer or his 
industry, in addition to bringing 
in extra sales. 


Three Trends Boom 
Do-it-yourself Market 


Three key factors—more subur- 
banites, more babies and more 
older people—add up to a new ‘Do- 
It-Yourself’ market. 

This was pointed out Monday by 
Clarence C. Choyce, national retail 
advertising manager of Sears, Roe- 
buck & Co. 

He addressed the annual meet- 
ing of the Newspaper Advertising 
Executives Association in the 
Edgewater Beach hotel. 


“WHAT are you doing about 
this phase of our revolution?” 
Choyce asked his listeners. 

“The mother of this larger fam- 
ily in suburbia wants her family 
to dress well. Maybe the upswing 
in sewing machines indicates she 
is sewing more than was the case.” 

“She wants harmony in her 
home decorating and cannot afford 
your interior decorator,” added 
Choyce. 


“Plumbing, painting, electrical 
work, wall and floor tile, car serv- 
ice and what have you all feel the 
iniluence of this desire and need 
for do-it-yourself.” 


Choyce said Sears’ total adver- 
tising spending for retail in 1953 
was around $44 million, with be- 
tween $35 million and $36 million 
going to newspapers. 

“We learned a long time ago to 
put 80% or more of our retail ad- 
vertising budget in newspapers,” 
he said. 


Continued on page 18 
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“We wouldn't be in 


the mill-work 


business long 
without our 


DELTA [ilting 


il 
Arbor Sa RS [ =— Franklin Square Lumber Co., Franklin Square, Long Island, New York 


“‘Custom mill-work is a feeder for 
other lumber business in our yard,” 
reports Franklin Square Lumber Co. 
“‘We do high quality work at a reason- 
able cost. In spite of having all the tools 
we need to do the special cabinet, mill- 
work, alteration and counter work we 
do for architects, builders, industrial 
concerns and home owners, we have an 
investment of only from $10,000 to 
$12,000 worth of machinery in our 
nine-man shop. 

“Over the past 10 years we installed 
four Delta 10” Tilting -Arbor Saws. 
These saws average 4 hours a day use 
for a total of 1,000 hours a year each. 
When we try to figure how much pro- 
duction is increased by these versatile 
tools, we can only say that we wouldn’t 
be in this business long without them, 


Mounted on wheels, Delta table saws can be moved out of the way of big 
loads of lumber, or moved to the yard location where cutting is to be done, 


Our Delta 10” Tilting Arbor Saws in- 
crease production, as well as better the 
quality and make it possible for us to 
succeed in a highly competitive mill- 
work line. 

“Out in the yard we installed a Delta 
12” Tilting Arbor Saw which is used 
almost exclusively for ripping. We 
mounted this saw on large casters so 
it can be moved to the job. It does rip- 
ping 20 times as fast as a man can do 
in his own shop without such equip- 
ment, so it’s foolish if our customers 
don’t have us do any necessary ripping 
before che lumber leaves our yard.” 

The Franklin Square Lumber Co. 
reports similar success stories in con- 
nection with their use of Delta Band 
Saws, Drill Presses, Lathes, Scroll Saws 
and Jointers. They’re the type of stories 


DELTA QUALITY MAKES THE DIFFERENCE 


BUILDING PropucTs MERCHANDISER 


you can report, too, when you equip 
your whole yard with Delta Power 
Tools. Why not see your Delta dealer 
soon! He’s listed in your ’phone book 
under “Tools” or “Machinery.” 


DELTA QUALITY POWER TOOLS 
Another Product_of Rockwell 


Delta Power Tool Division 

ROCKWELL MAMUFACTURING COMPANY 
678B North Lexington Avenue 
Pittsburgh 8, Pennsylvania 

OC) Please send me AB catalog. 

© Please send name of nearest Delta dealer. 
Name 

Firm 


Position. 
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There's Money 


CUPRINOL FOR 
PLYWOOD 


Make an extra profit on 
every order. Stops grain 
raising and checking. 
Keeps customers happy. 


72 CUPRINOL FOR SASH, 
~ - DOORS & SCREENS 


Make an extra profit on 
every order. Stops warping 
and swelling. Avoids costly 
complaints. 


7, _ CUPRINOL FOR 
je HOME HANDYMEN 


Sell non-toxic, non-irritat- 
ing, safety-first Cuprinol to 
protect customers, and your 
goodwill, 


New Displays! 


Educate customer and clerks 
alike. No extra space needed. 
Write direct for kit. 


Triple-Acting Cuprinol is the 
modern wood preservative that 
assures a better finish, better 
service and longer life for the 
wood you sell your customers. 
Its high quality formula pro- 
vides maximum protection 
against rot, termites, warping, 
swelling, grain raising and 
checking. Also excellent as a 
primer under all finishes. 


A smart-looking wire rack stand 
takes only 15” x 21” of floor 
space, holds $49.20 worth of 
Cuprinol and can return a hand- 
some 300% on capital invested.* 
Write today for full details. 


*Based on a conservative 6-time 
a@ year turnover. 


CUPRINOL 


(To obtain more data on advertised products see page 151) 





NAM President Sees 
“No Sharp Recession" 


The country is facing nothing 
worse than a necessary adjustment 
following a long-term boom and 
expansion period, in the opinion 
of Harold C. McClellan, new pres- 
ident of the National Association 
of Manufacturers. 


He also predicted no sharp re- 
cession will occur if the Govern- 
ment continues—as the present 
Administration has started—to at- 
tend to necessary fiscal and inter- 
national affairs and withdraws 
from interference with business; 
and if it lets industry, unhampered 
by taxes so high as to choke ex- 
pansion, get on with its job of sell- 
ing and expanding to create new 
jobs. 


With excess profits taxes—which 
have hampered industrial progress 
—already out of the way, the cor- 
porate tax should be reduced from 
52% to 47% as soon as possible, 
Mr. McClellan said. “We are re- 
entering a period when the Amer- 
ican system of competition will 
obtain,” he said. 


Wood Truck Bodies 
Meeting Army Tests 


Ten months of rigorous testing 
over tortuous terrain at the 
Army’s Aberdeen, Md., proving 
grounds have failed to halt the 
continuing high service perform- 
ance by the three all-wood truck 
bodies developed and constructed 
at the laboratory of Timber En- 
gineering Company, research affili- 
ate of National Lumber Manufac- 
turers Association, according to 
C. A. Rishell, research director. 

Each of the prototype bodies, 
loaded with various cargoes, has 
been driven more than 6,000 miles 
over every conceivable type of 
road and cross-country surface 
available at or near the proving 
grounds. These range from smooth 
highways and typical gravel roads 
to the punishing Belgian block 
road, the “frame twister,” and the 
steep, rough and curving hill 
roads. 


“Despite the severe punishment 
they are receiving in the tests,” 
said Mr. Rishell, “the wood cargo 
bodies have shown no major de- 
fects which would impair their 
serviceability. All indications are 
that they will complete their 10,- 
000 service miles, required by the 
tests, about mid-April without any 
serious defects developing.” 


New Paint, er 
For Wallpaper Design 


A new material and a new tech- 
nique being introduced by Sher- 
win-Williams Co. will enable any 
amateur decorator to paint his own 
“wallpaper.” 

The new product is called Appli- 
kay. It’s a new type of translucent 
paint with a special chemical affin- 
ity for the company’s latex-based 
Super Kem-Tone. It is applied with 
one or more special rollers, which 
come in five basic patterns, to cre- 
ate thousands of wall designs. 

Applikay’s formula is patented 
and the company won’t reveal its 
ingredients, except to say that 
some of them were “laboratory 
curiosities as short a time as a 
year ago.” The special rollers, also 
patented, work like a simplified 
printing press. 

Joined on a single handle are 
two rollers, one fabric-covered, of 
the type used for most roller-paint- 
ing. In contact with it is a molded 
plastic roller on which the design 
is embossed. 

The paint is picked up from the 
tray with the fabric roller, which 
in turn “inks” the pattern roller 
for application directly to the wall 
surface. The Applikay itself comes 
in eight translucent colors, and 
the combination of patterns, colors, 
and base paints make the possible 
wall designs unlimited, the com- 
pany said. 

Designs can be applied in any 
direction the individual chooses. 
There’s no need to join the lines of 
paint—and if the painter chooses, 
he can change directions at will 
for varying effects. 


Three-Level Omaha 
Shopping Center Planned 


A $4 million three-decker shop- 
ping center — with parking space 
on each floor—will be opened in 
Omaha, Neb., in about a year. 

The center will utilize a hilly lo- 
cation for three-level parking, with 
cars shuttling up or down from 
street-level entrances, according 
to John A. Wiebe, principal devel- 
oper. Parking areas will hold 1,000 
cars. ' 

Younker Bros. Inc., Des Moines, 
Ia., department store, will occupy 
about half the space in the 195,000 
square-foot center. Some 30 shops 
will be housed in the rest of the 
space, Mr. Wiebe said. A roof-top 
restaurant also will be featured. 
Construction is expected to start 
within 60 days. 


Continued on page 20 
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BUILDING Propucts MERCHANDISER 


“We handle 50% more lumber 


with this fast, easy-to-operate 
7000-Ib. Clark’”’ 


With a consumption of 500,000 feet of lumber 
and plywood per month for making cabinets, 
office furniture, coin-operated bowling alleys 
and other wood products, Lenc-Smith needed 
a machine for fast handling and high tiering 
—and found an ideal answer in a Clark 
7000-lb. gas-powered Utilitruc. 


“That big Clark is in operation about five 
hours a day, every day,” says Mr. Smith. 
“It handles 50% more material than before, 
stacks heavy loads up to 16 feet. We can 
unload a car of fir plywood in about 414 
hours—used to take four men a whole day. 
And we can store ten freight-carloads more 
lumber in the warehouse than before. It 
surely is one of the best buys we ever made.” 


——~— WOODROW W. SMITH, 


Treasurer and Purchasing Agent, 
LENC-SMITH MFG. CO., CICERO, ILL 


Isn’t there a familiar sound to most of those 
jobs the Clark is doing for Lenc-‘Smith? Same 
operations you’d like to speed up in your 
business?—-with tidy savings! There’s an 
easy, practical step that costs nothing and 
may lead to big benefits: Consult your Clark 
dealer. You'll find a competent trained coun- 
selor who understands problems like yours. 
Listed in the directory’s classified section 
—call him. 


industrial Truck Division 
CLARK EQUIPMENT 


C Lq R M, COMPANY 


A LS Bie Sette Crook 40, michigan 


(To obtain more data on advertised products see page 151) 
































e 
a 
4 4 or 
<2) y Guaranteed a 
Stays oceckoutes 
Nery aed 
4ovcanst® 


EASY TO INSTALL 
Lightweight, strong, resilient—no flopping, no “wrestling.” 
Blankets hold fast when placed between studs and joists. 
Save time and money on every job. 


FEDERAL SPECIFICATIONS 
B-H SPUN BLANKETS meet or exceed Federal Specifications. 


MOISTURE RESISTANT 


Mineral wool fibers can’t absorb moisture; vapor barrier 
guards against condensation in walls. 


GUARANTY BY GOOD HOUSEKEEPING 


Provides for replacement or refund of money if not as 
advertised in GOOD HOUSEKEEPING 


B-H MERCHANDISING PROGRAM 





Hard hitting sales aids — Counter Display, Wall 
and Window Streamers, Decals, Newspaper Mets, 
Sales Literature, Sweet's Catalog Insert, Samples. 
All are powerful selling tools to help speed turn- 
ever and build increased insulation volume. 











Write for Complete Information 


BALDWIN-HILL COMPANY 


2002 Breunig Avenue — Trenton 2, N. J. 


Kalamazoo, Mich.. ..Huntington, Ind... .Temple, Texas 


(To obtain more data on advertised products see page 151) 





NLMA Notes Trend 
To Pigmented Stains 


Wood siding finished with pig- 
mented-stain has been gaining in 
preference in recent years among 
home buyers who want to main- 
tain the inherent charm and figure 
of natural wood grain in exterior 
walls. 


The trend toward these finishes, 
according to the National Lumber 
Manufacturers Association, has 
been influenced by their low cost, 
durability, ease of application and 
ability to enhance the natural 
charm of wood siding and trim. 

“Although various types of ex- 
terior oil stain have been avail- 
able for many years, the accept- 
ance of stains incorporating larger 
amounts of paint pigment to 
achieve durability and uniformity 
of color is comparatively recent,” 
said Leo V. Bodine, executive vice 
president, NLMA. “Such pigment- 
ed finishes, available in a wide 
range of colors, sufficiently pene- 
trate the surface of the wood so 
that its natural texture and the 
character of the grain remain vis- 
ible.” 

Pigmented-stain finishes on ex- 
terior wood have other advantages, 
Bodine pointed out. 

“In penetrating the wood sur- 
face, they provide uniformity of 
color but do not act as an imper- 
vious coating,” he said. “In other 
words, the wood siding is left free 
to release, to the outside, any 
moisture which may penetrate the 
the vapor barrier and condense 
within the wall.” 


Publish Booklet 
on "Bait" Windows 


A new booklet for the public 
entitled “Things You Should 
Know About Combination Storm 
Windows and Doors” has been 
published by the Better Business 
Bureau of New York City, Inc. 

Tt is an outgrowth of the receipt 
by the B. B. R. of more than 1,500 
consumer complaints last year 
about unsatisfactory purchases of 
these products by home owners. 

The chief cause of complaint 
was “bait” advertising. This is the 
practice of advertising extremely 
low-priced windows or doors 
which the advertiser has no inten- 
tion of selling but which he uses 
as a lure for the sale of much more 
expensive products. 

Continued on page 22 


February 8, 19054, AMERICAN LUMBERMAN & 





ECENTLY introduced by the 
Pittsburgh Plate Glass Com- 
pany, the “Decorator Bath” is get- 
ting an enthusiastic reception from 
builders and homeowners who 
want the luxury of Carrara Glass 
in the bathroom, but do not want 
a complete Carrara installation. 
Carrara is installed in the tub 
enclosure, behind the lavatory. 
and around the bottom of the wall 
as a 14-inch high baseboard. The 
remaining wall space can be 
painted or papered in a harmo- 
nizing or contrasting color, Home- 
owners appreciate the unlimited 
decorating possibilities in this 
type of installation. 


A brand-new idea 
in CARRARA GLASS installation 


Here are some advantages of the “Decorator 


Bath” : 
1. Wall areas most likely to be splashed are fully protected 
with easily-cared-for Carrara. 


. Just three simple measuring steps are necessary prior to 
ordering the Carrara Glass from the shop. 


. Installation is easy ... the necessary Carrara sections are 
shop-cut to size with proper holes drilled ready to install. 


. The finished installation is beautiful, practical—and usually 
costs less than a wainscot job of other materials, 


A NAA LLGO TT LOO OBOE 








Ask your Pittsburgh representa- 
tive for a cozy of The New “arrara 
“Decorator Bath” —a 4-page folder 
giving complete installation in- 
structions. It includes facts, fig- 
ures, and 22 step-by-step pictures. 














PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS - FIBER GLASS 
PITTSBURGH re AT CE se ee COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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1953 Housing Starts Drop 2% from ‘52 


Housing starts in 1953 fell 2% 
from the year before, but still 
topped 1 million for the fifth con- 
secutive year. 


The Bureau of Labor Statistics 
estimated total non-farm residen- 
tial starts last year at 1,102,400, 
compared with 1,127,000 in 1952 
and the record of 1,396,000 in 1950. 


Almost all the decline was in 
public housing, the B.L.S. said. At 
35,500 units, it was 39% below 
1952, while private housing, at 1,- 


Home Construction 1950-53 


Number of 
Period Dwelling Units 


1950 


October 
November 
December 

UIE ccecandiatih 


1951 


January 
February 


September 
October 
November 
December 
Total 


1952 


January 64,900 


77,700 


September 
October 

November 
December 


1953 


January 


68,000 
1,102,400 


066,900 units, was only 1,600 below 
the year before. 

The rate of starts throughout 
the year had indicated the total 
would exceed 1 million, the B.L.S. 
said. Seasonally adjusted, the an- 
nual rate was higher than 1.1 mil- 
lion \for five months of the year, 
and was above 1 million for all 
months except August. 

Although starts declined almost 
steadily from the year high in 
April, the rate of decline in the 
closing months of the year was 
less than seasonal, the report said. 
An estimated 68,000 units were be- 
gun in December, 1952. However, 
B.L.S. said this decline was due in 
part to bad weather. 





Western Pine 
New Directory 


A new membership directory for 
the Western Pine Association is 
available to all desiring it, associa- 
tion officials have announced. 

The new directory contains list- 
ings covering the association’s 320 
members scattered across the 11 
western states and the Black Hills 
of South Dakota. Also included is 
complete information on each 
member, showing production ca- 
pacities, species produced, season- 
ing methods and type of stock 
manufactured. 

The directories may be obtained 
fre of charge by writing to the 
Western Pine Association, Yeon 
Building, Portland 4, Oregon. 


Retail Sales Strong 
In Mid-January 


The much-heard talk of recession 
has very little factual support, 
thus far, on the retail selling front. 

A week-end spot check with re- 
tailers by the Wall Street Journal 
across the country, made as Janu- 
ary passed the mid-month mark, 
found most merchants doing as 
well as or better than a year 
earlier. And in January last year 
retailers sold over $13 billion of 
merchandise. That compared with 
$11.8 billion in January of 1952— 
and with only $9.7 billion as re- 
cently as 1950. 

In Detroit, where more than one 
payroll has been snipped lately, 
one of the biggest department 


stores reports 1954 sales through 
mid-January only 2% below a year 
earlier. A smaller,department store 
in the same city indicates its sales 
are up 5% from January, 1953. 

Some retailers say their January 
showing thus far would have been 
even better had not snow snarled 
it up. 





1954 CONVENTION DATES 


February 


10-11-12, Mountain States, Denver, 
Shirley-Savoy Hotel 

16-17-18, Wisconsin, Milwaukee, Au- 
ditorium 

17-18-19, Virginia, Old Point Comfort 
(no exhibits) 

24-25-26, Nebraska, Omaha, City Au- 
ditorium 


March 


1-2-3, Texas, Dallas, Nat'l Assn. 
Comm. Lbr. Salesmen, Baker Hotel 
2-8, North Dakota, Fargo, City Au- 
ditorium 

2-3-4, Indiana, 
Temple 

4-6, Intermountain, Salt Lake City, 
10-11-12, Iowa, Des Moines 

12-18, West Virginia, Charleston, 
W. Va., Daniel Boone Hotel 


16-17-18, Carolina, Asheville, N. C. 
Auditorium 


17-18. Louisiana, New Orleans, 
17-18-19, Independent Retail Associa- 


tion, Minneapolis, St. Paul Auditor- 
ium 


24-25, South Dakota, Sioux Falls, 
Coliseum 

24-25-26, New Jersey, Atlantic City, 
N.J., Hotel Claridge (No exhibits) 
25-26-27, Tennessee, Memphis, Audi- 
torium (no exhibits) 


Indianapolis, Murat 


April 


5-6, Mississippi, Biloxi, Buena Vista 
Hotel 

8-9-10, Florida, Jacksonville, George 
Washington Hotel (no exhibits) 
11-12-13, Texas, Fort Worth, Will 
Rogers Coliseum. 

20-21-22, Southern California, Los 
Angeles, Statler Hotel 

21-22, Kansas, Salina, Lamer Hotel 
(no exhibits) 
22-23-24, Arizona, 
San Marcos Hotel 
23-24, Northern California, Yosemite 
National Park, Ahwahnee Hotel (no 
exhibits) 


Chandler, Ariz., 


All conventions have exhibits unless 
noted in the listing 
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This advertisement pulled 
over 25,000 inquiries 


BEAUTIFUL, MODERN 


Bruce PREFINISHED 
Oak Floors 


Easy to lay right over 
your old floors 
9 or finishing 


nical to give your home the 
' modern oak floors *. ++ with all] 
€ nationally famous Bruce Prefinished 

Nn only a fe rs, ivi 
ing room-or that un nished room up 
-will glow with a style as modern ag tomorrow, 
‘ou can choose Block, Strip, or Ranch Plank design, 
It's EASY! These floors are completely finished—eyer, 
waxed—at the factory, Just cover old floor or smooth 
subfloorin with felt Paper and nai] down this highest 
” quality oak. No sanding or finishing , , . nO mess or 
smel]. Ready for USE aS Soon as it’s aid... and your 
home wil] have the rich style and lasting uty chosen 

y leading interior decorators, 


It’s ECONOMICAL! A 
will cost yor less th 


will last the life 
“Scratch 


MAIL For FREE LITERATURE 
BE. L. Bruce Co., Box 397-E, Memphis 1, Tenn, 


Send me complete, free information on prefinished 
Bruce Hardwood Floors, 


Name 


~ 
— — 


State 


| 
Bruce Hardwood Floors | 
Product world’s largest hordwood f, | 


eS ee se ee 


(Pee ww ee, 








PECIFYING on a “take-it-for-granted” 
basis, some architects and builders 
with their own hands sow the seeds of 
destruction inside the walls of buildings 
they are so proud of. 


A sturdy, frame house in Pennsylvania, 
for example, had to be moved. But it 
was found that the sills had rotted 
away. Inside the walls was ordinary in- 
sulation and no metallic vapor barrier. 


A large brick and steel apartment de- 
velopment in the suburbs; a huge hous- 
ing project in a big city; each caused 
great expense to its sponsors when or- 
dinary insulation inside walls failed to 
prevent excess vapor flow, excess con- 
densation formation, resulting in peel- 
ing paint and crumbling plaster. 


Reputations as well as buildings are 
guarded by the use of multiple accordion 
aluminum. Its continuous metal sheets, 
500 ft. to 750 ft. long, are impervious to 
water vapor. Infiltration under fiat, 
stapled flanges is slight. 


COST OF INFRA INSULATION INSTALLED 
in new construction between wood joists, 


material with labor, 


Type 6-S| under 91¢ sq. ft. 
Type 4-S| under 72¢ sq. ft. 


Is Destructive Condensation Jeopardizing Your Reputation ? 


The scientific construction of multiple 
layers of accordion aluminum, fiber, 
and air, minimizes condensation on or 
within this type of insulation. 


Of all heat flow through structural 
spaces, 50% to 80% is Radiation; 7% 
Conduction; the rest Convection. Mul- 
tiple accordion aluminum surfaces 
have a reflectivity of 97% for Radia- 
tion or radiant heat, and an emissivity 
of only 3%. The aluminum and fiber 
sheets retard outer and inner Convec- 
tion. The alternating layers of air spaces 
have low density and therefore slight 
Conduction. 


The improved’ multiple accordion alu- 
minum, Infra Type 6-Si and 4-Si gives 
the entire area between joists maxi- 
mum, edge to edge, uniform depth 
protection against heat loss and con- 
densation formation. Write for sample 
and description. 


*Patent applied for 


INFRA INSULATION INC. 
525 Broadway, N.Y.C.; Dept. U-2 


Please send samples of new Infra 
Information 


Name. 





Firm 





Address. 





WHFRA UNSULATION, WC, 525 Bwaoy., Mew York, M.¥. WOrth 4-2241 
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Report from 


Washington, February 5. 


Every gale sweeping from Capi- 
tol Hill, these past couple of 
weeks, has brought to our ears the 
clash of resounding finances. 

Among other things is the Federal 
budget. It’s quite a book; has 
1,302 pages and weighs five and a 
quarter pounds. However, that’s 
not much poundage for a docu- 
ment recommending public ex- 
penditures of no less than $65,- 
600,000,000. If you collect books of 
this kind you can get a first edition 
of the Eisenhower work from the 
Government Printing Office for 
$6.75. 

Public interest in this group of 
important Presidential messages 
has shifted geographically from 
the White House to the Capitol. 
The President proposes, but Con- 
gress disposes. And while we’re 
waiting for the mills of the Con- 
gressional committees to tune up, 
we might look at a question that’s 
implied but not asked in the bud- 
get message and that isn’t clearly 
answered there: Why did the 
President submit an unbalanced 
budget to Congress? 

Nothing accusatory about the 
question. No suggestion of a mis- 
deal. It’s quite safe to say the defi- 
cit figure was accepted after the 
most careful examination of the 
national economy and of what 
ought to be done about Federal 
finances. 


Deficit Budget 


There have been several an- 
swers to the question; some of 
them good, others better than that. 
Budget Director Dodge says that 
Congress might balance the ac- 
counts by cutting an additional 
$2,900,000,000 from appropriations 
but that he doubts if it will be 
done; since such reductions would 
be at the expense of essential gov- 
ernmental functions. 

Let’s go back a step or two. Esti- 
mated expenditures for the next 
fiscal year, beginning the first of 
July, are $5,300,000,000 lower than 
those for the present year. But re- 
ceipts for next year, according to 
the budget guesses, will be $4,900,- 
000,000 lower than this year’s Fed- 
eral income. How does this hap- 
pen? The economy still whoops 
along, doesn’t it? Production 
pretty high? Joe and Jane Doaks 
still buy quite a lot of stuff? 

It seems the estimated smaller 
Federal income is packaged up 
with the proposed tax program 
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consisting of 25 items. The sum 
total of this program, if Congress 
puts it into effect, will account for 
a considerable portion, if not for 
all, of that expected reduction in 
Uncle Sam’s take during the com- 
ing year. 


Why Cut Taxes 


But why should Uncle abate his 
taxes, at the cost of spending more 
than he gets? Well, a few weeks 
ago this page sat by with a group 
of fellow newshands while a high 
official of the Treasury mused out 
loud about Uncle’s finances. 

He reminded us it was a time of 
change; a shift from inflation and 
artificial expansion to a stabilized 
dollar valuation. But a lot of pro- 
duction, and hence of employment, 
has been based upon this inflation. 
No one has worked out a way of 
contracting all the factors of an 
inflated economy at an equal and 
even rate. 

So, with the possibility in mind 
that a sudden reduction in the 
amount of money Americans have 
to spend might lock the wheels 
and start an unemployment skid, 
did the newsmen think it wise, all 
at once, for the Treasury to take 
more cash out of the national econ- 
omy than it put back in? 


Take It Slow 


Nobody answered the question; 
but it was pretty clear the Treas- 
ury men thought it a doubtful 
practice to balance the budget too 
fast. A _ little later Secretary 
Humphrey, the top Treasury offi- 
cial said about the same thing; 
indicated that jamming the brakes 
on too hard might get us some by- 
products none of us would want. 

So it seems a fair guess that the 
proposed tax abatement is a plan 
to leave a few extra billions of 
purchasing power in the pockets 
of private citizens. The idea seems 
to be that this will keep the econ- 
emy active without starting any 
new inflation. 

The White House staff is sup- 
posed to be reluctant about giving 
much publicity to plans for use in 
the event of an economic sag; 
it fears a good many people might 
jump to the conclusion that the 
experts think the recession is al- 
ready with us. We’re told the ex- 
perts don’t think any such thing; 
but, like prudent military com- 
manders, they fix up plans for a 
defense against attacks they don’t 
expect. 


WASHINGTON 


Expansion by Industry 


Business spending for plant ex- 
pansion and inventory is holding 
up well; as for example General 
Motors’ announced plan for an 
added billion-dollar investment in 
production capacity these next two 
years. But the economy has been 
riding so high that spot slow- 
downs in the business pattern are 
possible. So it’s important to the 
rank and file of business men to fix 
up some fast-reference measure- 
ments to help them decide whether 
or not the changes are serious. 

Better watch department-store 
sales the next four weeks or so. If 
they hold even, as they’re doing at 
this writing, it’ll be a good sign 
that customers are not taking the 
scare stuff too seriously. Watch 
employment. The number of peo- 
ple out of work has been increas- 
ing, and the length of the work 
week has been decreasing. If the 
rumor is true, some unemployment 
figures have been cooked to make 
a better showing; such as sub- 
tracting an arbitrary number from 
the unemployment lists and call- 
ing these people “unemployables.” 
Elderly workmen, women and the 
like. 

These people have been em- 
ployed and would be now if jobs 
were available. For measuring the 
effect upon the economy, it’s the 
payroll that counts. Calling work- 
ers “unemployables” doesn’t re- 
store to the economy the wages 
they have earned and could earn. 
In any event, experts tell us that 
4,500,000 unemployed means dan- 
ger. We’re not near that point. 


Watch Production 


Watch the Federal Reserve pro- 
duction index, It was 130 in No- 
vember ; dropped a little more both 
in December and in January. The 
danger point is 120. Watch steel 
production. It’s at 75% of capac- 
ity. Below 70, there’ll be uneasi- 
ness. If housing starts dropping 
below an adjusted anrual rate of 
900,000 it’ll not be good. 

The housing industry is likely to 
get top economic billing if a na- 
tional stabilizing boost is needed. 
It’s on the job and can be expanded 
more swiftly than the general run 
of public works. The President's 
experimental plan for aiding low- 
income families to buy homes is a 
straw in the wind. (See news page 
in this issue for details.) 

If the above-mentioned check 
points are valid, we're still well 
within the safety zone. 
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"VALSPAR VELVET 1¢ THE FINEST 
WALL PAINT WEVE EVER USED...’ 


Our distributor, Nassau Paint Company, 
Brooklyn, is proud of this letter .. . and so 
are we. It’s further proof that Valspar Velvet 
offers far more than ordinary flats. 


Valspar dealers everywhere are receiving 

letters like this, testifying to the superior 

qualities of Valspar Velvet. 

1) evenoneen pring CO, Inc. 


VENUe 
ROOKLYN a.ny 


Why don’t you cash in on the extra sales, and 
extra profit assured by the Valspar line? 


be 
73 i plore an 
Pes a ae 


Interior of new branch office of the Williamsburgh Savings Bank in Brooklyn 
SEND THIS COUPON FOR FULL DETAILS 


ee Te an ap an pes eh an an ee ee ewer) 


Valentine & Company 
11 &. 36th Street, New York 16, N. Y. 


Gentlemen: 
I'd like to know more about how the 
Valspar line con help me. 


Nome 








Address 





City Zone State 








pocccc-----c 


‘iniiptintiicaniniamuscininimniiemnurmavassienial : 
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EDITORIAL 


Twenty Ways to Go Broke and Fast! 





A study of business failures in the retail lum- 
ber and building products business reveals that 
a multiplicity of small management errors over 
a period of time may add up to the collapse of 
a business. 


Further study reveals that most of these may 
be classified under the following 20 categories 
of management weaknesses. 


If your business is properly a 
against these twenty major causes of failure the 
chances of sustained satisfactory net profit are 
multiplied accordingly : 


1. Unwise extension of credit. 
(If they’re good and want a long time to 
pay why not get a discountable time pay- 
ment note?) 


. Inadequate expense accounting and budget- 
ary controls. 

Profits are seldom denied a company that 
knows where it is going, plans each step, 
works the plan, and checks periodically to 
assure budgeted results. 


8. Selling discounts instead of merchandise— 
capitulating to price competition. 
Too much price consciousness in an or- 
ganization can wreck the net profit. 


. Failure to supply local consumers with 
their current wants and needs the way they 
want them. 

The pulse of the buying public should be 
taken frequently. The what? where? why? 
how? and when? of consumer buying habits 
changes periodically. 


. Neglect of convenient payment merchandis- 
ing. 

Most of the end-use packages sold by 
dealers run into dollar totals that the con- 
sumer prefers to pay off in monthly install- 
ments. 


Failure to deeply penetrate all market po- 
tentials with continuing advertising, sales 
promotion and personal selling drives. 

The inherent nature of successful retail- 
ing requires competitive aggressiveness. 


. Failure to develop courteous, efficient and 
consumer service-minded employes. 
Retailing is a selling business. An em- 
ploye sales meeting should be held every 
week. 


. Retaining unproductive employes for fam- 
ily or sentimental reasons. 
Every garden must be weeded to grow. 


9. Permitting plant, facilities and equipment 
to run down. 
Set an example of the modernization ycu 
sell. 


Disbursing profits without retaining ade- 
quate reserves. 

Profits should be plowed back until the 
capital structure is adequate for any nor- 
mal contingencies. 


Reprints are available 


BuILDING PropucTs MERCHANDISER 


. Too heavy a percentage of sales to middle- 
men. 

Consumer sales should be built up to a 

sone of 70% consumer vs. 30% contractor 
sales. 


. Failure to take advantage of cash discount 
on purchases. 

With a four-time turnover this can equal 
your net profit. 

. Failure to a compensatory pricing. 

To make budgeted net profits every dol- 
lar conceded from average markup in sell- 
ing must be replaced by a dollar of extra 
markup on another sale. 

. Failure to provide employes with incentives 
to increased productivity and to superior 
performance. 

Proper motivation and incentives for em- 
ployes will keep the organization strong. 

. Volume for volume’s sake instead of volume 
for profit’s sake. 

Expanded sales volume that can be se- 
cured at a net profit should be the continu- 
ous goal. 

Failure to insure against all hazards and 
profit leaks, 

Insurance and fidelity programs should 
be reviewed periodically. 

. Faulty inventory policies. 

The size, type, variety and sources of in- 
ventory require intensive study and expert 
judgment. Speculative buying often gets 
dealers into trouble. 

. Failure to establish and maintain good pub- 
lic relations. 

A continuously successful company main- 
tains a reputation for being “good people 
to deal with” and a “good place to buy.” 


. Neglect to train a replacement for the boss. 
ne-executive companies where author- 
ity has not been delegated or decentralized 
may be left high and dry by sickness, acci- 
dent or other emergencies. 
. Failure to keep abreast of latest manage- 
ment techniques. 

Continuous study and refresher courses 
in the science of management are a neces- 
sity in the rapidly changing business of 
retailing. 

One or two of these weaknesses may be found 
in nearly every business, but three or more be- 
come increasingly deadly. 


It. is a good time of year to pause, review and 
reflect upon these danger poiuts to the individ- 
ual operation. 


And where any of these items threaten it is a 


good place to start preventative and corrective 
action at once. 





Dealers—Tie in now with SFRAND’S 
Bigger, Better, Stronger 


“04 ADVERTISING PROGRAM! 


an Pra 





Hard-hitting national advertising in these big-circulation nagazines . . . PLUS national 
editorial publicity ... PLUS a unique 32-page Garage Plan Book . . . PLUS Strand full-size 
Display Doors for dealers .. . PLUS plenty of newspaper ad-mats, display cards, literature 
and other dealer helps. See your Strand distributor—or mail coupon for full information, 


ALL-STEEL 


STRAND cavernsscco GARAGE DOORS 
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AM 
One-Der Frame Corp. 


Underwood Builders Supply Co, 
MONTGOMERY 
Building Products, inc. 


ARIZONA 
PHOENI 
Arizona Sash, Door & Giass Company 
TUCSON 


Arizona Sash, Door & Giass Company 
ARKANSAS 
UTTLE ROCK 


Fischer Lime & Cement 


CALIFORNIA 

FRESNO 

Building Material Distributors, inc. 

Kendall-Addington Company 

Pacific Coast Aggregates, Inc. 
ELMHURST 

Pacific Coast Aggregates, inc. 
OAKLAND 

Pacific Coast Aggregates, inc. 

Wholesale Building ply 
SACRAMENTO 

Norco Dist. Company 

Pacific Coast Aggregates, inc. 
SAN FRANCISCO 

Pacific Coast Aggregates, Inc. 
SAN JOSE 

Building Material Distributors, inc. 

Pacific Coast Aggregates, Inc. 
STOCKTON 

Building Material Distributors, inc. 

Pacific Coast Aggregates, inc. 


COLORADO 
DENVER 
C. A. Crosta, inc, 
GRAND JUNCTION 
The Biggs-Kurtz Company 
CONNECTICUT 


Contact Detroit Steel Products Company 
District Office & Warehouse, New York 


DELAWARE 
DOVER 


Layton & Co. 


DISTRICT OF COLUMBIA 
WASHINGTON 
Central Building Supply, inc. 


FLORIDA 

JACKSONVILLE 

Huttig Sash & Door Company, inc. 
MIAMI 
Huttig Sash & Door Company, inc. 

GEORGIA 

ATLANTA 

Addison-Rudesal Company 
MACON 

Binswanger & Company, Inc. 

McNair Lumber & Supply Compony 


IDAHO 


Morrison-Merrill & Company 
POCATELLO 

Morrison-Merrill & Company 
TWIN FALLS 

Morrison-Merrill & Company 


ILLINOIS 

CHICAGO 

General Garage Door Co. of Ill, 

Reserve Supply Coop. Corp. of Chicago 
DANVILLE 

Material & Fuel Co. 
E. ST. LOUIS 

Cahokia Lumbermen’s Supply 
PEORIA 

Lucas Sales Division 
SPRINGFIELD 

Material Supply Co. 


INDIANA 
EVANSVILLE 


Indiana Wholesalers, inc. 


STRAND GARAGE vapid DIVISION 


DETROIT STEEL PRODUCTS 


DISTRICT OFFICES OF DETROIT STEEL PRODUCTS COMPANY 


ill, « Cincinnati, Ohie » Cleveland, Ohio + Houston, 
+ Oakland, Calif. « Philedelphie, | es 


Atlanta, Ge. + Boston, Mass. « Chic 
Texas + Los Angeles, Celif. « New ork City, N. Y. 
Pittsburgh, Pa. « San Francisco, Calif. « Seattle, Wesh. « &. Louis, Meo. « Washington, D 
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FORT WAYNE 
international Lumber & 
er & Supply Co, 
pane Pay nee tad 
cy ‘aper Company 
HAMMOND 


Stondard E & 
rd Equipment & Supply Corp, 
E. R. Newland Company, inc. 


WICHITA 
Wichita Building Meterial Co., inc. 


KENTUCKY 
LEXINGTON 
Midsouth Supply Co. 
LOUISVILLE 
Huttig Sash & Door Company, inc. 
PADUCAH 
Puducah Sash & Door Comapny 


LOUISIANA 

ALEXANDRIA 

Davidson Sash & Door Company 
LAFAYETTE 

Davidson Sash & Door Company 
LAKE CHARLES 

Davidson Sash & Door Company 
MONROE 

Allen Millwork Manufacturing Company 
NEW ORLEANS 

Cole Manufacturing Company 

New Orleans Sash & Door 
SHREVEPORT 

Alien Millwork Manuf ing C 


ie Pony 


Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 


MARYLAND 





BALTIMORE 
Central Building Supply, inc, 
MASSACHUSETTS 


Contact Detroit Stee! Products Seaoeny 
District Office & Wareheuse, Boston 


MICHIGAN 

DETROIT 

Semmier Wholesale Co, 

Wimsatt Brothers 
GRAND RAPIDS 

Porter-Hadiey Company 
KALAMAZOO 

Miller Sash & Door Company 
SAGINAW 

Saginaw Sash & Door Co. 


MINNESOTA 


ST. PAUL 
Stott Bidg. Supply 
MISSISSIPPI 


JACKSON 
Allen Builders’ Supply Company 
Jackson Sash & Door Company, inc. 


JOPLIN 

Southwestern Sash & Door Co, 
KANSAS CITY 

Martin Material Company 


$T. LOUIS 
Bidg. Products Supply 
Farm & Home Supply Company 
MONTANA 


BILLINGS 
Building Specialties Company 


NEBRASKA 
HASTINGS 
Hansen Building Speciaities, inc. 


co 7. 2250 ft G 


Company, inc. 


Flanagan Warehouse Company 
NEW HAMPSHIRE 


Contact Detroit Steel Products 
District Office & Gobraton 


NEW JERSEY 
ELIZABETH 
Bildisco 
NEW MEXICO 
ALBUQUERQUE 
New Mexico Company 
NEW YORK 


YN 
Herb Helmus Hardware Corp. 
BUFFALO 





NORTH DAKOTA 


Contact Detroit Steel Products Ce, 
District Office, Chicago 


OHIO 
CINCINNATI 
Acme Sash & Door Company 


District Office, Cleveland 
COLUMBUS 


Huttig Sash & Door Company, 
Morris Door Company ™ 


OKLAHOMA CITY 
Long-Bell Lumber Company 
TULSA 


General Sash and Door Co, 
OREGON 
PORTLAND 
C. E. Sand Plywood Company 
PENNSYLVANIA 
BRADFORD 
A. Miller & Sons Lumber Co, 
PHILADELPHIA 
Contact Detroit Steel Products Company 
District Office & Warehouse, Philadelphia 
GH 


Contact Detroit Steel Products Company 
District Office & Warehouse, Pittsburgh 


SHEFFIELD 
McMillen Builders Supply Co. 
RHODE ISLAND 
Contact Detroit Stee! Products Co, 
District Office, Boston, Mass. 
SOUTH CAROLINA 


ger & Comp 








Santa Fe Sash & Door Company 
DALLAS 

Huttig Sash & Door Company, inc, 

PASO 


Booker- Walker Supely Company 
T WORTH ‘ 


FOR 
Texas Sash & Door Company 
HOUSTON 


Houston Sash & Door 
George C. Vaughan & Sons 


Lubbock Sesh & Door Company 
NEDERLAND 

George C. Vaughan & Sons 
SAN ANTONIO 


C. Vaughan & Sons 


A 
Me eral Sash & Door Company 


co 
Stevens Sash & Door Compony 








Jackson & Foster 
WYOMING 
Contact Strand Jobber in Denver, Colo- 
rado; Salt Lake City, Utah; or Billings, 
Montana 
* 
CANADA 


LONDON 
George H. Belton Lumber Co., Ltd, 


Belton Lumber Company, Ltd. 
Ontario Lumber & Supply 
Walter Wray, Lid. 


——————~~—~—-~-—-—---, 


Strand Garage Door Division 
Detroit Stee! Products Co. 

Dept. AL-2. 2244 E. Grand Bivd., 
Detroit 11, Mich. 


Piease send 3a- “puge booklet « of po: Plans and 
9 10c for p 


ideas. I'm 





Please send free Strond ihereture fo free Gerege 


Pian of the Month. © 
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the new B&D Saw Merchandiser, 
using proved display methods to attract your 
customers, encourage them to try the tools. Made 
of top-grade oak plywood to emphasize product 
quality and attractively lighted, it features saws, 
jig saws, and sander with accessories for continu- 
ing sales . . . carries maximum profit per square foot 
of counter space or makes an ideal window display. 
In addition, with every saw you order, you get an 
extra bonus—a big, free contest display! Want to 
hear more? Mail the coupon on the opposite page 
and get all the information. 


B&D Saws on the job... . in the 
store! To introduce Black & Decker’s new line of 
saws, to bring customers into your store, B&D’s 
exciting Saw Contest will be announced to millions 
of prospects this Spring in leading consumer and 
trade books! Your customers will have to try the 
saw and must get their official entry blanks from 
you. There’s a grand prize of $1000 and 52 other 
prizes for them. Plus big cash prizes for you and 
your salesmen! For additional information, mail 
coupon on opposite page today. 





B&D 6” HEAVY-DUTY 
ADJUSTABLE SAW—U-62 


Cuts from 0” to 2” 
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Bw. .... B&D Saws because your home- 
owner customers will read about Black & Decker 
Saws in Life, Better Homes, Popular Mechanics, other 
consumer magazines! Carpenters and builders will 
see B&D ads in American Builder, Practical Builder, 
Construction Methods, Construction Equipment, other 
trade books! They’ll all be invited to try Black & 
Decker Saws and enter the great B&D Saw Contest. 
And once they try them, they’ll buy them because 
B&D Saws are built from the job up! Black & Decker 
interviewed homeowners, carpenters, builders, right 
in the field to find what features they wanted in a Look at these features: 
saw ... and then built a saw with those features! EASY-GRIP HANDLE... at natural sawing angle .. . plus second 
That’s why Black & Decker Saw sales will mount. hand-hold . .. and cord is out of the way! 
Will they mount for you? Mail the coupon below and POWER oe SPARE . . . on toughest jobs .. . because all motors are 
get on the B&D sales bandwagon now! ; BED-bult just for these sows 
HUSKIER BUILD ... larger shoe . . . for solid base, greater stability 
at any depth or angle! 
SAFETY-LIFT GUARD .. . large guard lift-lever lets you retract lower 
guard by hand safely! 
2-POINT SUSPENSION .. . not one but two big wing nuts hold saw 
steady at every depth and angle! 
MAN-SIZE CONTROLS .. . big trigger switch, heavy wing nuts give 


PORTABLE ELECTRIC TOOLS | ‘™ [tO titer sctstment 








-——~——~—MAIL THIS COUPON TODAY! 
The Biack & Decker Mfg. Co., Dept. H640, Towson 4, Mid. 


I would like complete information about the new B&D Saw 
Line, the new B&D Saw Merchandiser, and the big ““Try-It- 
Yourself” Saw Contest. 


NEW! 
B&D 9” HEAVY-DUTY 
ADJUSTABLE SAW—U-90 


[ 

| 

| 

| 

Cuts from %”" to 3%" 
deep and bevel cuts 

from 0° te 45°, ) 

Depth of cut at 45° | 

is 2%"... with built- ] 

in depth-and-bevel | 

adjusiment... $114.50 | 

| 

| 

! 


Name 
Company 
Address 
City. 
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"EVERYTHING HINGES ON HAGER / 


PREE { 15 you enjoyed loughing ot Herb Brommeier's mirth-making cartoon this 
month, send for Hager's new book containing 28 full-size popular ‘Everything 
Hinges on Hager” cartoons! It's FREE! Just address 











C. Hager & Sens Hinge Mfg. Co. * 139 Victor Street + St. Lovis 4, Mc. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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MALT-A-MATIC Wood Window 
Units—easy, quick removal of 
sash for cleaning or painting, 
and better yet, easy finger-tip 
operation —no sticking or bind- 
ing when raising or lowering 
either sash! 


: Yes, easy is the word . . . with 
: 5 





All MALT-A-MATIC Wood Window 
Units are fully weatherstripped and 
feature the “400” line of metal. Modu- 
lar construction enables fitting in ~ 
type of wall, while by the use of jam 
liners, they can be quickly installed in 
any thickness of wall. 


Sell the MALT-A-MATIC with com- 
plete confidence—only select, kiln-dried 
woods are used in all MALTA Wood 
Window Units . . . chemically treated 

| for a longer-lived, easier to paint sur- 

face. Offer highest quality at down-to- 
earth prices, a combination demanded 
by modern home builders and buyers. 
Write for name of nearest MALTA 
jobber. 


Supreme Quality Since 1901 


the MALT-A-MATIC 
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Pack River’s North Idaho Engel- 

mann S pruce is judged the whitest 

of all softwoods by independent 

lumber research. ‘ The trees grow tall 

and straight grained ... SCIENTIFIC manu- 
facturing methods keep the lumber white, 


straight, éasy to work. For exteriors or 





interiors, paneling and furniture 


. INSIST ON ‘NORTH IDAHO ENGELMANN SPRUCE 


/ 


/ 


Screntif I 


Kiln hla’ d 


Does not split ACK RIVER SALES CO. 


nT 
ae teense OG SPOKANE, WASH. P.0.80X64 ©  TELETYPESP.105 © TEL. MAdison 0121 


Managing Sales For 
PACK RIVER LUMBER CO. NORTHWEST TIMBER CO. THOMPSON FALLS LUMBER CO. 
Sendpoint, Idoho Gibbs, Idaho Thompson Falls, Mont. 


/ 
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75% 
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CARL McDANIEL (left), president of White County Lumber Com- 


a o 
% per 






HERE MR. McDANIEL shows a pressure- 





creosoted post to one of his 
customers, Walter C. Miller of Enfield, Illinois. About 75% of all 
fence posts sold today by the White County Lumber Company are 
pressure-creosoted. 


pany, and G. H. Racster, a member of the firm and manager of the 


Carmi yard, have a combined total of 52 years in the lumber 
business 


@ White County Lumber Company, 





with yards in Carmi and Grayville, 
Ill., has been handling pressure-creo- 
soted products for only two years, 
but they have already demonstrated 
their exceptional sales possibilities. 
About 75% of all fence posts sold by 
the two yards today are pressure- 
creosoted. 

Carl H. McDaniel, president of 
White County Lumber Company, 
tells his employees to call customers’ 
attention to the longer life, the lower 
maintenance costs and the protec- 
tion against insects that pressure- 
creosoted posts afford. Newspaper 
and radio advertising promotes the 


sale of these posts. 

Mr. McDaniel finds that pressure- 
creosoted post sales often mean addi- 
tional sales of such other products as 
fence and barbed wire. By bringing 
farmers into the yards, they increase 
local traffic and help sell other build- 
ing needs, too. 

The average sale, Mr. McDaniel 
reports, is 50 to 100 pressure-creo- 
soted posts, although sales have gone 
as high as 250 to 300 posts. 

The yards maintain a fairly com- 
plete stock of all popular post sizes. 
And the pressure-treater from whom 
the posts are purchased is conveni- 
ently near. 


OFFICE and yard of the White County 
Lumber Company at Carmi. 


HERE'S HELP FOR YOU IN SELLING PRESSURE-CREOSOTED FENCE POSTS 


Turn the page to read how the producer of U 


ssc 


Creosote is helping to promote the use of pressure-creosoted fence posts in your 
area. Then mail this card (no stamp necessary) for full information on how to become a pressure-creosoted fence post dealer. 


ee a ae ded ae 


United States Steel Corporation 
Room 4268 , 525 William Penn Place 
Pittsburgh 3), Pennsylvania 


f 
; 
| 
j I’m interested in distributing pressure-creosoted fence posts. Please 
; send me additional information and put me in touch with pressure- 
j  treaters who produce this product. And, send me a copy of your new 
| guide, “Fences That Pay.” 

} 

} 

} 

j 

’ 

i 

t 

| 


MAIL 

THIS CARD 
TODAY—- 
NO STAMP 
NEEDED! _ 


Name 
Address 
City 


State 





HEE wy an ‘cere Censted Fence Posts 
PRESSURE-CREOSOTED FENCE POSTS fim |e == =ieo 2 


says WO. 


owner of Mile. 
P P Seuthers pe Awe Farms, 
a $ tod preemure. oune ‘ot 
Hp a shove cu ender en ‘uni en 
. . . ete ates S00 wens a0 ome ae ond plan 
ADVERTISING Right now—well in advance of the spring ~— 
f ; . 


encing season— United States Steel is tell- 
ing farmers about the advantages of Pres- 
sure-Creosoted Fence Posts. Advertising in 
regional and state farm papers describes the 
experiences of farmers in the reader’s own 
area with Pressure-Creosoted Fence Posts. 
These advertisements stress the savings 
in labor, savings in replacements and sav- 
ings in fence that result from using pressure- 
creosoted fence posts. They go a long way 
toward convincing farmers that pressure- 
creosoted posts are the best wood posts. 


FENCE CONSTRUCTION 


reNCE om GUIDE 


The makers of U’S’S Creosote have pre- 

pared a guide to the best approved methods 
= @6of fence construction. It deals with prob- Sate einem es x 
; lems farmers encounter in building fence, #20 Wem Penn Pane: ‘tomseee nem 

| “hs and it shows how pressure-creosoted posts 

save time and money. 

When you mail the card below, we’ll send 

you a sample of this guide, ‘“Fences That 

Pay.” Look it over. If you’d like copies 

later for your farmer customers, your pres- 

sure-treater who uses U’S’S Creosote can 

supply you. 


LOCAL If you wish to advertise pressure-creosoted 
fence posts in your local newspapers, your 
ADVERTISING pressure-treater can obtain mats like this 
for you. There’s ample space for your firm 
name and address. 


United States Steel is a major producer of Creosote used by many producers of You've heard about th 
pressure-creosoted fence posts. When your supplier tells you he uses U-S’S You’ ! 
Creosote, you can be sure a quality preservative has been used. Ou've read about them ! 


PRESSURE-CREOSOTED fence posts 


SPOR CHER OH OE Hee 





FIRST CLASS 
Permit No. 3117 
(SEC_ 34.9 P.L.AR) 


Pittsourgh, Pa. 














BUSINESS REPLY CARD 


Over the years, you'll find 
Neo Postage Stamp Necessary If Mailed in the United States 


pressure-crecsoted posta cost you 
far lew than any other wood 
post you can use. Come in and 
set prices and other information 
today. 


Your headquarters for PRESSURE-CREOSOTED posts 


DEALER SIGNATURE 











— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 


Room 4268, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 
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32” wide 
18” deep 


Sturdy metal 
construction. 
Beautiful grey finish 





NEW AMEROCK CABINET HARDWARE MERCHANDISER 


Holds 81 Amerock Quick-Service display cartons —45 in 
full view plus 36 reserve stock. Any Amerock demon- AMERICAN CABINET HARDWARE CORP. 

, Rockford, Illinois, AL 2 
Please send Merchandiser information to: 


strator will fit on Merchandiser. Complete with standard 
size printed price tags. Stimulates extra impulse sales 
in paint department, ‘do-it-yourself’ department, etc. 


No. 1725 MERCHANDISER packed with Colonial hardware, ADDRESS. 


Ask your Amerock Wholesaler 
or send coupon 


| 
| 
| 
| 
| 
| 
No. 1700 MERCHANDISER packed with Chromium hardware. NAME 
| 
| 
| CITY & STATE 
| 
| 


MY WHOLESALER ciciprasaianianneish 


BUILDING Propucts MERCHANDISER (To obtain more data on advertised products see page 151) 
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ive your customers 
J 


with new Upson 


— 


plies 
0) of specially treated wood fibers bonded 
and laminated under terrific pressure 





7s 


Proved best in every test 


Twice as strong in load tests 


Carried twice the weight of other materials 
tested. New Upson All Weather Sheathing is the 
smartest way to add strength to a home. And 
remember, the Upson Company has 45 years’ 
know-how in the handling and formulation of 
fibers into panels. 


Far stronger in racking tests 


In racking tests by the University of Buffalo 
School of Engineering, following FHA Technical 
Circular No. 12, Upson Sheathing withstood 
stresses far greater than other sheathing mate- 
rials tested . . . proof of greater bracing strength, 





More than twice as strong in impact tests 
In impact resistance tests, Upson All Weather 


Sheathing proved more than twice as strong as U PSO w A UY if 
all other %@”’ sheathing materials tested. o 
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these 4 big savings 





Weather 


Apply wood siding directly over Upson All Weather Sheathing. 
Nails won't pull or pop out. Because tests prove these Upson 
Engineered Panels have 30% greater resistance to nail with- 
drawal than all other materials tested. 


Waterproofed by exclusive Upson 
CuraSeal Process 


The new, exclusive Upson CuraSeal Process 
thoroughly waterproofs Upson Sheathing 
throughout its entire thickness. In fact, Upson 
Sheathing resists water absorption 3 times 
better than any other insulating sheathing 
tested. This means it’s absolutely safe to store 
Upson All Weather Sheathing outdoors,even in 
roughest weather. Moreover, you can resume 
work right after heavy rain or snow. 


GREATER RANGE OF SIZES 


Also Giant Size 
8’x 12’, 14’, 16’,1 8’,20’ 


Available in 
4’x 8’, 9’, 10’, 12’ 


PROVEN QUALITY YOU CAN TRUST 


dbithe | SHEATHING 


3UILDING Propucts MERCHANDISER 
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Sheathing 


SAV... costs less to buy 





Your material costs are lower because new Upson All Weather 


2 SAVE... eliminates costly corner bracing 


Sheathing is priced lower, yet offers you highest quality. 


Why pay for material and labor for corner bracing when it’s 
not needed. Super strong Upson All Weather Sheathing meets 
and exceeds requirements of FHA Technical Circular No. 12. 


3 SaAV@ ..on cost of application 


Reduce application time by over Y3 compared with wood 


nails direct to studs, saws like wood, clean. 


A SAVE ...reduce material wastage 


sheathing. Save labor costs. Upson Sheathing is easy to apply, 


A greater variety of sizes to fit your house at no extra cost. 


Virtually eliminates waste. 








Soffits cut to No extra charge 
size for longer lengths 
Think of what this means. Whether you want 8’ lengths 
No cutting on the job. or all the way up to 20’ 
Saves time. No waste. lengths, the price per sq. ft. 
Cuts costs way down. is the same. Compare, save. 




















And look at these plus features 


© Treated to resist mold, fungi, termites. 


® Smooth surface, when left exposed can be quickly. 
easily painted. 


® Adds insulation value, 
© Moisture content— 10% to 12%. 


®No wetting or special treatment 24 hours before 
application needed. 





MAIL COUPON FOR FREE FOLDER AND INSTRUCTION SHEET 
Tie Upson Company 
142 Upson Point, Lockport, ¥. Y. 


Please rush me FREE Folder and Application Instruction Sheet on new Upson 
All Weather Sheathing. 


| 
| 
! 
| 
| 
| 
| NAME 
| 
| 
| 
| 
| 
| 





NAME OF FIRM. 
ADDRESS 
city 
JOBBER'S NAME 
JOBBER'S ADDRESS 


Rionssseticemnnnncantnent 








STATE____ 











_ 
! 








39 








ANSWER TO PREFAB HOUSING is provided for lumber dealers by the modular panel system. Carpenter is framing one 
of the 4’x8’ panels on the jig set up in a shop. Solid wall, window and door panels are made on the same jig. 


Panel System Aimed at Prefab House Competition 


New construction method developed by Lumber 
Dealers Research Council and Small Homes Council saves 
25-30% on labor and 7% on framing and sheathing costs. 
Flexible panel system is adaptable for any one-story home. 





A modular panel system of con- 
struction for one-story homes, 
which will help the retail lumber 
dealer meet competition from 
manufacturers of prefab homes, 
has been developed by the Lum- 
ber Dealers Researc.: Council and 
the Small Homes Council of the 
University of Illinois. 

More than 350 building mate- 
rials dealers and small contractors 
from Canada to Texas saw the 
panel system demonstrated for the 
first time at the university’s ninth 
annual short course in residential 
construction, January 20-21. Re- 
tail lumber dealers will have a 
chance to see the pane! system 
demonstrated first-hand at many 
of their conventions this year. 


The system saves an estimated 
25-30% on labor costs and 7% on 
framing and sheathing costs, ac- 
cording to time-and-motion-stud- 
ies by the Small Homes Council. 

“The exterior wall panels con- 
sist basically of a stud wall frame- 
work covered with sheathing and 
siding,” explained James T. Lend- 
rum, director of the Small Homes 
Council. “The panels are engi- 
neered on a four-inch module and 
each measures four feet wide and 
eight feet high.” 

Using the panels, two men can 
erect the exterior walls of a house 
approximately 1,000 square feet 
in one day. 

“The panels are made on a jig 
in a lumber dealer’s or contrac- 
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ERECTION OF WALLS of an average 1,000 square foot house using the panel-by- 
panel system can be done in one day by two men. Savings of 25%-30% on labor 


costs are possible with the system. 


tor’s shop and then trucked to the 
building site. The panels, which 
are made in five types, speed erec- 
tion time because carpenters work 
with parts: of the house rather 
than with pieces of material,” says 
Rudard A. Jones, Small Homes 
Council assistant director. 

Rounding out the presentation, 
the council gave details on house 
construction with the panels for 
both small (two or three men) and 
larger crews. Plans for five houses 
that utilize the panel system were 
also released. 

The modular panel system can 
be used with one-story homes of 
virtually any architectural design, 
council officials declared. 

The system, as described during 
the sessions by assistant director 
Jones and R. H. Harrell, research 
assistant professor, includes: 


1—The Jig 
All five types of panels included 


in the system are built on the 
single jig. A 5x9’ “ping-pong 
board” is used as the jig’s working 
platform. This board is reinforced 
by 2x4’s on the bottom. Angle- 
irons (4”x4”) on the surface of the 
board form guides for fabricating 
the 4’x8’ panels. (Half-size panels, 
2’x8’, can also be made on the jig.) 
Total cost of the jig is less than 
$50—or less when hardwood units 
are used in place of angle iron for 
the guides. 

Pre-cut 2x4 panel members 
when slipped between the guides 
and nailed form perfect panels. 
Guides on the top of the jig are 
omitted to allow proper overhang 
for insulation board or other 
types of sheathing which aligns 
automatically on the jig. 

Sheet material is used for 
sheathing on the panels to elim- 
inate need for corner bracing; 
4’x8’ sheets of 25/32” fiberboard, 

(continued on page 42) 





1. 
construction. 
2. 


struction. 
3. 


placed by wood). 
4. 
5. 


6. 


house plans will be ready shortly. 





Money-Saving Panel Construction System 


Here is why this new system of panel construction may be one answer 
to competition from the prefab home manufacturer: 


Savings of 25%-30% in labor costs result over conventional tip-up 


Over-all cost reduction of 7% for wall framing and sheathing on an 
average 1,000 square foot house compared with conventional tip-up con- 


No expensive tools or machinery are needed for panel construction 
—the jig itself costs less than $50 (much less when metal parts are re- 


Waste of building materials caused by odd-sized measurements is 
reduced because the panel system is engineered on a 4-inch module to 
coincide with common material dimensions. 

Substantial additional economies are possible when the panels are 
used with pre-fab roof trusses—entire house can be built as one room 
and interior finish can be applied on walls, ceilings and floors (if wood) 
to eliminate cutting and fitting ordinarily caused by partitions. 


. Several versions of each of the five, three-bedroom house plans 
designed for use with the panel system are available now. Two-bedroom 








3UILDING Propucts MERCHANDISER 
































2x8 
VERTICAL PANELS 
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Privacy 


WINDOW PANELS 























DOOR PANELS 


MODULAR PANELS were designed in 
two types—vertical and horizontal 
depending on the type of exterior sid- 
ing to be used. The 2’x8’ half-panels 
are used where necessary. Designing 
houses on the four-inch module takes 
full advantage of the system's econ- 
omies. 


4\ 











- 


PRIVATE WINDOW PANEL assembly is examined here VIEW WINDOW PANEL is designed for use in living 
by Gordon Garretson, Garretson Lumber Co., Virden, IIl., and dining areas of the house. Use of prefabbed roof 
and John Sorbie, illustrator for the Small Homes Council. trusses is recommended to help cut construction costs. 






WALL PANELS however, it can be modified for only two types of windows—pri- 









“a » 40 studs spaced 16” o.c. where re- vate and view windows. One panel 
(Sauer pe Pe quired. is built to accommodate the pri- 
%” plywood, or %” gypsum board 2—The Panels vacy window which is placed high 


are recommended. Plywood of 


in the wall for bathroom, bed- 
5/16” thickness may be used with 


There are two basic kinds of t 
There ar nd rooms and over kitchen counters. 


panels included in the system— 













studs spaced 16” o.c. horizontal and vertical. This The other type of window panel 
If sheet materials or board and means that the center members is for a view window which in- 
battens are used for exterior fin- run either vertical or horizontal cludes a wide, fixed pane at the 
ish, these can be attached to the depending on the type of siding top and an awning or hopper pane 
panel while it’s in the jig; prime used. Use of the horizontal type of below for ventilation. The system 
coats of paint can also be applied panel construction is slightly more obviates the use of wide, “picture 
to gain further economies from expensive because each panel re- windows; but, the placing of view 
the assembly line system. quires one extra member. panels side by side gives a similar, 
The Small Home Council’s jig The houses designed for the pleasing effect. 
was designed for studs 24” o.c.; panels by the council included (continued on page 44) 























JUST ADDED: WINTER’S HERE .. . Loggers are Coming Out 
4 More Dry Kilns. of the Woods... 
ur Capacity now 
a ee ts BUT WE NEVER STOP MANUFACTURING Ponderosa 
per Charge. and Sugar Pine from our own large resources . . . top 


quality kiln-dried interior trim, jambs, frames, in- 





cense cedar venetian blind slats, glued-up panels, cut 
stock, box shook .. . 


WHAT YOU WANT, WHEN YOU WANT IT! 


RALPH L. SMITH IS YOUR 
DEPENDABLE SOURCE OF SUPPLY. 








The Ralph es 


SMITH 





ANDERSON, 


Lumber Company CALIFORNIA 





Mixed Cars to the Trade, Our Specialty 


Y | MILLS AT ANDERSON AND CASTELLA 
S SALES OFFICE AT ANDERSON, CALIFORNIA 


SUGAR PINE ° PONDEROSA PINE ° DOUGLAS FIR fa WHITE FIR * INCENSE CEDAR 
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Jaeger 5% yd. “Mix-Plus” on new White “Centipede” truck 


How to haul 6 yds. legal 
payload with 8,950 lbs. 
on the front axle 


W. E. Anderson Sons Co., Colum- 
bus, Ohio, are using 6 of these Mix- 
Plus Centipedes to haul 6 cu. yds. of 
concrete and 100 gallons of tank 
water, keep well within Ohio's 31,500 
lb. weight limit, yet carry less than 
9,000 Ibs. on a front axle that is only 
190” from midpoint of the rear duals. 

It’s done by dividing the front load 
equally between the front axle and an 
additional “steering-pusher” axle, 


equipped with single tires which steer 
in a 1-3 ratio with the front wheels. 


Gross Vehicle Weight 
GBW (mixer, 100 gals. water, 
6 cu. yds. concrete) ........ 
Truck: White WC-2284 ... 


Weight Distribution 
Tandem Axle 
Front Axle 


The mixers are latest Jaeger 514 yd. 
“Mix-Plus” model, with sealed end- 
loader and side panels. They were se- 
lected for maximum payload capacity 
and fastest possible charging, mixing 
and discharging actions. Hydraulical- 
ly actuated super-Comatic transmis- 
sion provides shock-proof drum 
operation. Mix, tempering and flush 
water are jetted through front end of 
drum at 60 gallons a minute, at 65 lbs. 
pressure. A 3-piece chute provides 5 
lengths up to 13 ft. for exact spotting 
of material. 

Jaeger “Mix-Plus” units, meeting 
industry standards and acceptable on 
all ready-mixed concrete work, are 
available with 12 optional choices of 
equipment to meet any operating re- 
quirements and local conditians, For 
full-profit payloads, and faster pay- 
load trips, talk with your Jaeger dis- 
tributor—or send for Catalog TMH-3, 


THE JAEGER MACHINE COMPANY 
160 Dublin Avenue, Columbus 16, Ohio 
TRACTOR LOADERS * PUMPS © COMPRESSORS © CONCRETE MIXERS © PAVING MACHINES 
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Council panelization study, examines a joint. Continuous 
header is made from two 2x6’s. 





WALL PANELS 


(begins on page 40) 





With additional fillers in the 
window panels, double-hung, case- 
ment and metal windows can be 
used. 

Door openings, framed in the 
same 4'x8’ panels, may be set to 
either side of a panel or centered. 


3—Erection Procedure 


Erection of panels as the wall 
of the house may take two forms 


DOUBLING OF 2X4s occurs every four feet in the wall 
because panels are butted against each other in erection. 


Prof. Rudard A. Jones, who directed the Small Homes 


” 


a 






crew: 


(1) panel-by-panel erection, 
or (2) assembly of panels into 
walls which are then tipped into 
place. 

The panels are tied together in 
the house wall by a continuous 
header (made of two 2x6’s nailed 
together) which runs around the 
perimeter of the house. Short 
lengths are used for the header 
and joints are lapped so no two 
joints occurs at the same stud. The 
double 2x6 header also acts as 
lintels for doors and windows. 
Corner posts are two 2x4’s. Cor- 
ners are tied with a “V” shaped 








DEALERS AND BUILDERS jammed the stage at every 
break during the short course to get a closer look at the 
new panel system. 





metal cap. 

In panel-by-panel erection the 
carpenters start with a corner 
panel, which they erect plumb and 
true, and brace temporarily. The 
panel is next nailed to the floor 
(or to the sill in slab construc- 
tion). Following panels are set up 
in order, each being nailed to the 
preceding panel. 

This system means that studs 
are doubled every four feet, but 
the slight, added cost of material 
is believed to be far outweighed 
by the savings on labor. 

(continued on page 46) 








your customers will buy several! . . 


selves. It’s so simple! 


open device. A large 144” 


with both jamb and soffit brackets. 


your supplier today 





Show it 


and you'll sell it! 


The Sargent “2000” 


Screen and Storm Door Closer 
...Display mount yours FREE! 


The attractive Sargent ‘‘2000” is the finest pneumatic door 
closer on the market! Quiet, powerful, low cost. 


The ‘‘2000” can be opened to 120° and has a convenient hold 
tube increases checking power 21% 
over 114" tubes. A heavy duty torsion spring produces 20% to 
25% more closing power. A regulating valve, unaffected by 
vibration and shock, gives positive control of air power. Packed 


.. ideal for 


screen, storm, light interior, and combination doors. Many of 
. and install the closers them 





NATIONALLY ADVERTISED in Better Homes 
& Gardens. This hard-selling display mount with 
a Sargent ‘‘2000”’ Screen and Storm Door Closer 
is yours for just the price of the closer. Order 
today and be ready for the big spring demand. 





Sargent and Company 


New York « NEW HAVEN, CONN. « Chicago 


Order the Sargent “2000” Screen and Storm Door Closer from 
Or write us, Dept. 3B. 


Hardware of Character 
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s “For almost 30 years we ve depended on 
AMF DeWalt to handle every cutting job!” 


Says L.R. Witman, Mill Foreman of H. M. Stauffer & Sons, Inc., 
Millwork and Lumber Yard, Leola, Pa. 


This De Walt Power Saw in the millwork shop is 
over 27 years old and still going strong as a cut- 
off saw. That's De Walt durability! 


“We have 7 De Walts used for cross-cutting, mitering, 
beveling, ripping, dadoing and shaping. De Walt® 
adjusts easily and quickly to make any of these cuts. 


De Wait Inc. Lancaster, Pa. 
“I’m really proud of one special operation De Walt 
does. That’s 45° bevel ripping %” exterior plywood. 
It’s a tough job for any machine, but our 3 H. P 

De Walt has the power and the accuracy needed to 
turn out fine looking work every time. 


POWER SAWS 


in Canada; De Walt Canada Limited, 
Guelph, Ontario 
‘ Subsidiary of 
“We've been using De Walts for almost 30 years AMERICAN macnn e rounany COMPANY 
ew Tor 
now. There’s nothing like them for speed, safety, 


long life and top performance.” 
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These are typical comments of AMF De Walt users. 
They’re reasons why you should find out how 

De Walt can fit into your operations—and save you 
time, money and labor. See your AMF De Walt dealer 
for full details. Or send coupon at right. 


AMF De Walt Inc., Department AL-54-2 
Lancaster, Pa. 


Please send full details on the De Walt Radial 
Saw line. 


NAME_ 


ADDRESS 


ciTY__ —_ZLONE___STATE_ 
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ONE OF SEVERAL HOUSE PLANS designed for use of the wall panel system can be built over a basement, slab or craw] 


space, Feature of this three-bedroom unit is a combined-play-and-utility room. Living room avoids cross traffic. Dining alcove 
affords privacy. Floor area is 1,000 square feet. 
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THE 2/12 SLOPING ROOF of this house, also designed for the panel system, is continuous over the carport which visu- 


ally increases the size of the house. Note the fixed glass in the gable end which emphasizes size within the unit. For a house 
having only 960 square feet of floor space, rooms are relatively large. 


WALL PANELS 


(begins on page #)) 


After an entire wall has been 
erected the header is installed on 
the top of the panels and fastened 
with %”"x7” lag screws spaced four 
feet on center at least 12 inches 
from the edge of each panel. Short 
sections of the header are nailed 
together after they are in place on 
the wall. 

With large crews the entire wall 
of the house is assembled on the 


46 


floor of the house and then tipped 
into place. “Muddy-ground” delays 
are minimized with the panel sys- 
tem because wall erection is ef- 
fected from the house platform. 
The council recommends use of 
the panels with pre-fab roof 
trusses to further speed and econ- 
omize construction. Using trusses, 
the entire house is enclosed as a 
single open room. Interior finish 
can be applied on walls, ceilings 
and floors (if wood) to eliminate 
cutting and fitting ordinarily 
caused by partitions. Non-load 


bearing interior 
easily installed later. (NOTE: 
Prefab roof trusses were dis- 
cussed in previous Small Homes 
Council short courses and full de- 
tails may be obtained from the 
University of Illinois, Champaign, 
Ill.) 
4—Flexible House Plans 


The council points out that vir- 
tually any architectural design for 
a one-story home can be followed 
with the modular panel system. 
Greatest construction economies 


Continued on page 144 


partitions are 
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‘In first 45 days...sales of 
GOLD SEAL LINOLEUM TILE 


—says Mr. William Levy 
of Jacob Levy and 
Brothers, Inc., Lovisville, 
Kentucky 


Here’s how it all started. In a nut- 
shell, Bill Levy was fed up with 
selling tile on price alone. He had 
an idea he could trade his cus- 
tomers up to linoleum, from less 
expensive asphalt tile, IF he could 

. ia — ; find the right kind of linoleum tile. 
He chose the 9 “Fashion-Floor” 

AME. atterns in Gold Seal Linoleum 
i Tile—<pet them right up front in 

this Gold Seal Tile-O-Matic where 


eS : his customers could see a complete 
a Wath color range. 
wae i oe Did it pay off? From the opening 
rN ; gong, it started averaging 300 sq. 
Eee _ see. . ft. a day—at full mark-up! ae quickly 
_ threw his asphalt tile in the shade, 
‘ proving once again that people 
will pay more for a demonstrably 
better product. Bill Levy says that 
“the Gold Seal name is well- 
known everywhere, and the beauty 
of the tile sells it over other names 
and other makes.” He is building 
up a full stock of the tile to be able 
to fill orders promptly. 

Gold Seal Linoleum Tile is only 
one of the many types of tile avail- 
able in the complete, fast-moving 
Gold Seal line. Others include As- 
phalt, VinylTile, Ranchtile, Rubber 
and Vinylbest. 

Are you interested in increasing 
your sales? 


SOCORRO 


Congoleum-Naira Inc. ALF 
Customer Service Dept. 
Kearny, N. J 


STALL GAD Seas UES TOURSEYY 
AMO SAVE AS MUCH AS 


Yes, | am interested in increasing my 
sales of Gold Seal Tiles with the Tile- 
O-Matic. Please send details. 


Store 


Address ... 


City. .... Zone No... State 


ese ociiliiitiniaiiieisiinia tacien daa ataiia 2 


GOLD 
SEAL 


FLOORS AND WALLS 
Bill Levy shows how easy it is to display and sell 24 patterns of 


tile in only 5 sq. ft. of hoor space with the Gold Seal Tile-O-Matic., CONGOLEUM-NAIRN INC., Kearny, N. J © 1954 
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\ LUMBE, 
«ow M4 


*, 
* enren & 
$10,000 
RURAL HOME IMPROVEMENT 
contest 


SEE YOUR 
LUMBER 
DEALER 


Official Contest Seal urges 
reader to ‘see your lumber 
dealer.”’ 


(To obtain more data on advertised products see page 151) 


Any rural home owner can enter. 
To qualify, each entrant must name 
his local lumber dealer, each must sub- 
mit invoices for wood products bought. 
Home improvement projects must 
be a permanent part of the home— 
anything from built-in cabinets to 
room additions. They must be started 
in 1954 and be completed by August 
lst. So that means business NOW! 


Make your store 
contest headquarters! 


On the way to you now is a complete 
promotion kit—with window posters, 
handbills, newspaper mats, everything 
you need to tie in. 

If you need additional kits, write 
to Promotion Dept., Country Gentle- 
man, Philadelphia 5, Pa. 
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RAL HOME 
IMPROVEMENT CONTEST 


Sponsored by Country Gentleman and National Lumber Manufacturers Association 
TO SEND MORE BUSINESS YOUR WAY! 


For National ‘For State 
Winners: Winners: 


First prize—$2500 cash First prize—$100 
US. Savings Bond 


Big-volume business 
for you in ALL lines! 


. ; Framing lumber Windows 
Second prize—$1000 cash 


Three prizes of $500 cash U.S. Savings Bond Wood flooring Paint 

Paneling Floor surfacing 
Roofing Appliances 
Siding Electrical fixtures 


Fo The dealers whose customers win the five big 
r national prizes will receive Distinguished Dealer 


Dealere: Awards PLUS national publicity among suppliers 


* and local publicity in their trade territories. 


| 
| 
| 
| 
Second prize—$50 | Millwork Doors 
| 
| 
| 
| 


Country Gentleman is announcing the contest to 
2,600,000 top-income rural families in the Feb- 
ruary issue. 


It’s bound to create widespread interest in home 
renovating among local families, giving you an 
unusual opportunity to make 1954 a great sales 
year for your business. 


Most-read magazine 
in the top-layer homes 
of'a 4O-biilion-dollar 
consumer market ! 


ag A Curtis publication 
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Are Extra Store Hours 
GOOD Company Policy? 


“NO!” says this Wisconsin dealer 
emphatically, taking a critical view of Ameri- 
can Lumberman’s recent series of exclusive 
articles on this subject. What’s your opinion? 


American Lumberman 
139 North Clark Street 
Chicago 2, Illinois 
Gentlemen: 


With disgust I have read the articles, on pages 20, 
22 and 24 in the November 30 issue of the American 
Lumberman, placed in the interest of evening, all- 
night and Sunday store hours. 

Most trade magazines that I know try to show their 
readers how to do a good job and at the same time 
take drudgery out of their work through mechanical 
and other improvements, with the thought in mind 
of making it possible to serve the public well and 
at the same time shorten the hours of work in order 
to give the owners of the business a few extra hours 
in which they, too, may then enjoy the comforts of 
modern life. 

The factory worker, the average tradesman and 
most of the professional people now work a total 
of 40 hours per week. In addition to this, most of 
these people have from two weeks to two months of 
vacation time for which they are being paid. These 
people have been released from the drudgery of 
the 60 to 70 hour week. 


New “Business Slaves” 

One of the retail dealers’ hardest nuts to crack has 
always been the giving of service that the public 
has a right to expect and at the same time not make 
slaves out of themselves and their help, particularly 
their key people. This has been fairly well accom- 
plished by most dealers by a five-and-a-half to six- 
day week, depending on the products sold in addition 
to lumber; but it has taken many years to get pub- 
lic acceptance, and now we as a nation have given 
birth to an entirely new batch of slaves and slave 
drivers. 

All over the country new business houses are start- 
ing that are open every evening and, in many cases, 
seven days a week. Are these people thinking of the 
welfare of the general public, or is it because they 
want to line their pockets that they stay open during 
the hours that experience has shown it is not neces- 
sary to stay open and still serve the public well? I 
say it’s the latter. What would happen if all yards 
the country over would stay open all hours of the 
night and Sundays? 

We have just completed ten years of the most 
intense building program this country has ever seen, 
and practically all of this was done during the day- 
light hours. Do you think for one minute, with busi- 
ness tapering off as it is today, that by staying open 
nights and Sundays (I mean by the entire industry) 
any more business would be done? I don’t. 


When Does Farmer Sleep? 

I also would like to ask when the farmer pictures 
on page 24 gets to sleep—at the stecring wheel 
while driving home ? 

The Russians tried te do away with God’s law of 
one rest day out of seven, and it did not work. I am 
confident that these business establishments won’t 
succeed for long. Men cannot disobey God’s laws and 
not bear the consequences, but shame on a magazine 
such as yours that will feature such articles! 

May I see this article in print, please, for other 
dealer reactions? 

Sincerely, 

Garrett Veenstra, President 

Veenstra Lumber & Supply Company 
Racine, Wisconsin 


DO-IT-YOURSELF CUSTOMERS find it convenient to pick 


up materials for week-end projects at night. 


Dear Mr. Veenstra: 

You were good to write us as you did on January 
4th. We are honestly glad to get both brickbats and 
bouquets from our thoughtful readers. 

Not to argue the matter, because as salesmen we 
know better than to argue with the customer, but 
simply to let a little more light in on the subject, we 
would like to make three points: 

1. Over 50% of building materials today are by- 
passing the lumber dealer in distribution, and one of 
the reasons, though by no means the only one, is that 
the lumber dealers do not compete in shopping hours 
with outfits like Sears Roebuck. Incidentally, Sears 
Roebuck are the largest retail distributors of build- 
ing materials in the world. 


No Employe Exploitation 

2. There is no reason why any retail employe 
should work more than 40 hours a week, even though 
the retailer kept open every evening and Sunday. He 
could rotate his employes on the job and keep them 
on a 40-hour a week basis, so there is no employe 
exploitation involved in this new development. 

3. The underlying principle in this matter is, of 
course, “the consumer is king.”” We must serve him 
as retailers with what he wants, in the way he wants 
to buy it, and at the time he wants to buy it; and, in 
our opinion, our own wishes will have very little to 
do with the matter if we want to continue to make 
a profit and grow in business. 

God forbid that the day shall ever come that the 
American Lumberman will not fight for distribution 
of building materials through the retail lumber 
dealer and in doing so advocate that the dealer do 
everything that is necessary to keep this business out 
of the hands of competition, even though he may 
have to stay open one or two evenings a week to 
do so. 

Threat of Outside Competition 


One final thought—it is not only the competition 
from other than dealer building material distributors 
that the dealer bas to worry about—but he must also 
worry about the discretionary expenditures of con- 
sumers who can shop evenings for other items that 
compete for the consumer’s dollar with building 
materials. 

We can understand, and to a degree sympathize, 
with your viewpoint and resistance to change of 
shopping hours that your customers want, but in our 
opinion if you continue this resistance and have com- 
petitors like the great mail order branches near you 
selling building materials during hours that you are 
not open, you may lose important volume and profits. 


—The Editors 
American Lumberman 
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#...in INDUSTRY 


Shortages have plagued thealuminum building f he MARKET’S ther 4 


materials market long enough . . . now Quaker 
State Metals Company is ready to supply you 
with what you need in this superior line... 





Quaker State Aluminum 
Roofing and Siding 


Plain, Embossed and Cross Crimped. Corrugated or 
5-V crimp, 26 and 24 gauges, lengths 6 to 12 feet. 
Heavy Aluminum Industrial Roofing and Siding— 
2%” corrugation, 22 gauge, lengths 6 to 12 feet. 


pearly ye Aluminum ! 


Flashing and Roll Valley, Nails, Ridge Roll, Outside 
and Inside Corners for Composition Siding, Door and 
Window Trim and Roof Edges—14 types. 


Quaker State Aluminum 
Rain Carrying Equipment 


Gutter and Down Spouting, Elbows, Mitres and rma—--Make QsmM your HQ for Aluminum!=--— 
Other Rain Carrying Equipment and Accessories. 


QUAKER STATE 





Write for PRICE LISTS on Aluminum Building Products... 
Address: Quakers State Meta!s Company, Monheim 
Pike, P.O. Box 1138, Lancaster, Pa. 


COMPANY 


(Successor to NEW HOLLAND Metals COMPANY) 
Lancaster, Pennsylvania 


Gs cub Gn can cum aus cus Ge en Gt on ee a a ean een an enanenatenand 
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the “Dutch Boy” Color Gallery: 


Simple system — easy for your customers to under- 
stand and use. 


The colors you need to meet today’s demands, either 
traditional or modern... glamorous pastels, in- 
between shades, deep tones. But not so many colors 
that customers are confused, sales slowed down. 


Shopper stopper display case — exquisitely beau- 
tiful “showpiece” that draws people to it and makes 
them buy. 


Brings in new customers — once they get the word 
from your old customers, lots of new ones will be in 
to see this marvelous Color Gallery. And to buy paint! 


(To obtain more data on advertised products see page 151) 


“The ‘Dutch Boy’ 
e number 


“Take-home” chips that make it easy for customers 
to match up colors with home furnishings 
tell them which colors go together. 


that also 


Pocket edition — a special “tool” for selling big- 
volume prospects, such as real estate developments, 
factories, hotels, schools, etc. 

Big name brand that’s nationally advertised . . . that 
people know and have confidence in. 


Outstanding paint value — every Color Gallery 
paint has the top quality all “Dutch Boy” products are 
famous for. The interior finishes are modern alkyd 
resin enamels . .. with all this means in easy applica- 
tion, uniformity of finish, long service. 


Priced right — customers pay no premium for Color 
Gallery paints. They’re popularly priced, to appeal to 
the widest market. 
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Color Gallery has made our store 


one paint seller 


in this community!” 


In spite of severe competition, too! 


“Eleven other paint dealers 
plus... metropolitan Memphis... 


less than an hour’s drive away.” 


— Veitle E. Peeler, 


Peeler Hardware, Covington, Tennessee 


He’s a great hand for giving credit where credit 
is due, Mr. Veitle E. Peeler of Peeler Hardware, 
Covington, Tennessee. 


After writing that “Our total sales fcr the first 
six months of 1953 are 129 per cent over those 
for the same period of 1952,” he adds: “Credit 
for this record belongs entirely to the ‘Dutch 
Boy’ Color Gallery.” 


“Orchids are in order,” writes Mr. Henry A. 
Rinker, Rinker Paint Company, Augusta, 
Georgia, who has an equally warm spot in his 
heart for the “Dutch Boy” Color Gallery. He says 


this because the Color Gal‘ery accounts for a 
higher ratio of sales to mone. ‘vested than the 
two other full line products c. ::ied in his store. 


And from Providence, R. I, Mr. W. H. Mc- 
Laughlin, W. H. McLaughlin Company, is simi- 
larly enthusiastic in crediting the Color Gallery 
in helping sell “more than one thousand gallons 
(after opening our business eight months ago). 
Inasmuch as our initial purchase totaled approx- 
imately a hundred gallons, this is certainly a 
most remarkable turnover.” 


Convincing proof... this ... that the “Dutch 
Boy” Color Gallery is worth looking into 
whether or not you now have a color system, 


Just write or phone our nearest branch office. 
A “Dutch Boy” salesman will be glad to show 
you the Color Gallery in your own store... 





Why you make extra profit 


on every gallon sold: 


No Complicated Mixing — you save time. The 
Color Gallery is a simple “one-shot” system. You use 
only one blender for each gallon or quart cf paint. 


Small Investment — you don’t tie up a lot of money 
in inventory. All you stock is a few bases, plus the 
necessary color blenders. 

Little Shelf Space Required — your entire stock of 
color blenders fits into an area the size of an average 
door. 

Exceptional Turnover — as you carry only a few 
base paints, you get much faster turnover with the 
Color Gallery than with regular paints. 
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glad to explain how it can help make you the 
number one paint seller in your community. 
No matter what your competition is! 





How this Pocket Gallery helps sell 





Big-Volume Prospects 


“I merely gave the faculty” (it was a 

large vocational school), “a ‘Dutch Boy’ 

Color Gallery handbook,” writes Gimpleman 

Brothers, Perth Amboy, N. J. “... there were approx- 

imately one hundred and fifty gallons of paint used 
on this job...” 


+ 
NATIONAL LEAD COMPANY: New York 6; Atlanta; 


Buffalo 3; Chicago 8; Cincinnati 3; Cleveland 13; Dallas 3; 
Philadelphia 25; Pittsburgh 12; St. Louis 1; San Francisco 


10; Boston 6 (National Lead Co. of Mass.). *Reg. U.S. Pat. Of. 
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Help your customers 


and help yourself with 


LOGKWOOID’S 


new SPEEDRIL 


ADAPTER BUSHING 





“C’ CLAMP SCREW 


EDGE HOLE JIG 


ADJUSTING 
CLAMP SCREW 





There’s never been anything like 

SPEEDRIL before. It takes the hard labor out 

of hand-boring of doors for lockset installation...speeds 
boring of doors up to 75% over previous hand methods. 
It’s foolproof, too, even an unskilled amateur can 
make smooth, clean holes in perfect alignment every time. 


SPEEDRIL is booming sales of Lockwood’s new ‘C’ 
Series the quality line in the low-price field be- 
cause every economy-minded home builder wants to get 
rid of his headaches on lock installations. It will help 
you increase your LOCKWOOD sales in the do-it- 
yourself market, too. 


SPEEDRIL is available in two models Model No. 
540 for installation of LOCKWOOD ‘C’ Series only. . . 
Mode! No. 541 (as illustrated) is a Universal model and 
is equipped with adaptors for use with all types and 
sizes of LOCKWOOD cylindrical locks. 


NEVER BEFORE SUCH PERFORMANCE! 


@ Actual timed speeds .. . 25 to 40 seconds (depend- 
ing on door thickness) for hole through stile; 15 seconds 
for hole in edge of door. 


@ Clean cut edges both sides .. . breakthrough ring 
ensures clean edges, no splinters. 


@ Holes in perfect alignment . . . threaded bit shank 
ensures a perfect bore, exactly at right angles to door 
stile, 


(Pat. Pending) 


BREAK THROUGH 
RING 


FEEDER BUSHING 


EASY TO USE, FOOLPROOF 


. Clamp SPEEDRIL to door with adjusting screw. 


Tighten with ‘C’ Clamp Screw. 


. Insert threaded bit shank. Close split Feeder Bush- 


ing with Wing Nut. 


. Turn crank to bore hole. 
. Remove bit by releasing Feeder Bushing and push- 


ing shank forward through hole, with handle re- 
moved, 


. Bore edge hole with regular auger bit. 








SPEEDRIL will help you sell more 
LOCKWOOD ‘C’ SERIES... 


The top quality lockset in the 
low-price field eee 


@ All braas or steel parts, no substitute metals 

@ Full-size, solid brass 5-pin cylinders 

@ Reversible without change 

@ Complete functions, all field-tested and 
proved under severest conditions 

@ Quick, fool-proof installation 





Send for descriptive literature giving complete details on new Lockwood SPEEDRIL. 





Y / LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Massachusetts 


(To obtain more data on advertised products see page 151) February 8, 1954, AMERICAN LUMBERMAN & 











Another lifetime roof of 


\l 


Wt 
® 


ASBESTOS-CEMENT SHINGLES 





Franklin County Childrens Home, Columbus, Ohio. Roofed with “Century” No. 5 black asbestos-cement shingles. Architect: Inscho, Brand & Inscho, 


Because they are made from asbestos 
fiber and portland cement, “Century” 
shingles resist fire, weather, and decay. 
Thus they give years of dependable ser- 
vice with almost no maintenance. They 
are made in various styles and colors to 
suit them to every kind of residence as 


well as many other types of structures. 


Columbus. General Contractor: George Sheaf & Co., Columbus. Applicator: Romig Roofing Co., Springfield. 


Even with all these clear advantages, 
nationally-advertised “Century” shingles 
are surprisingly low in cost. Home owners 
recognize them as a sound buy—for a 
new home, for a remodeled one. 

Ask your K&M distributor for more 
information about “Century” shingles. Or 


writedirectly to us for detailed information. 


KEASBEY & MATTISON company «+ AMBLER * PENNSYLVANIA 


America’s first maker of asbestos-cement shingles 
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you're satisfied.” 


“TRY THE PAINT OUT on a small area,” says the salesman, 
“then come back and buy enough for your entire kitchen if 


4 


MASS ASPHALT TILE DISPLAY doubled sales of 
floor covering within a week. Salesmen found cus- 
tomers hesitated to buy if they had to await delivery 
from the warehouse. 


MUNFORD 


wi 








How a Do-It-Yourself Chain Operates 


Guaranteeing customers work, utilizing mass display 
and encouraging cooperative buying are among the methods 
that brought an eight-fold increase to Do-It-Yourself stores in 


the south. 


With a dynamic merchandising 
approach to the whopping do-it- 
yourself market, the Munford Co., 
Atlanta, Ga., mushroomed one out- 
let into eight in 2% years. Opening 
of more of the firm’s do-it-yourself 
stores will occur “before spring.” 
Here’s how they do it: 


Guarantee Homeowner's Work 


“Probably our main appeal to 
the homeowner is that we tell him 
that we guarantee the work that 
HE does,” says Murphy Claxton, 
manager. “We tell our customers 


that we will give them their money 
back or send a man out to finish a 
job for them if they are dissatis- 
fied with their results. Describing 
the guarantee is about all that’s 
needed to clinch even the tough- 
est sales,” he says. 

“We started the guarantee be- 
cause after a year of selling floor 
coverings, paint, insulation and 
other materials to thousands of do- 
it-yourself customers, we had less 
than 10 complaints. Although we 
always had a trouble-shooter avail- 
able to help out a homeowner—we 


Editors’ Note: Because it is one of the responsibilities of American Lumberman 
to report on competition that affects building materials dealers, here is the 
account of the rise of do-it-yourself chain stores. The stores are in competition 
with retail lumber yards. Therefore, the firm’s merchandising techniques seem 


56 


worthy of close study. Dealer comments are invited. 


SCHOOL CROSSING SIGN 
Murphy Claxton, general manager. Each of the 200 
signs around the city carries the firm’s name. 
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is checked over by 


never had a single call for this 
service. The record spoke for itself 
—so we started the guarantee and 
we are positive that it has had 
much to do with the success of our 
operations,” Claxton states. 


Mass Display Doubled Sales 


The manager points out that 
when the first store was opened 
they sold from samples on such 
items as floor tile and linoleum. 
“Customers were hesitant to buy 
when we couldn’t put the merchan- 
dise in their hands immediately,” 
he says. “We moved our stocks 
from warehouses to our showroom 
floor. We had neat stacks of 77 dif- 
ferent colors of asphalt and plastic 
floor tile on hand. 

“The psychology paid off,” says 
Claxton, “and our sales of floor 
covering materials doubled almost 
immediately and they are still our 
biggest sellers. 


Encourages Group Buying 


“When store salesmen find that 
(continued on page 59) 








NEW FORD SERIES F-100, 614 -ft. 
Pickup. Your choice of new 
115-h.p. Six or all-new 130-h.p. 
V-8. Fordomatic Drive and 
Power Brakes at extra cost for 
faster, surer control. 


Te 


4 


4 
«@ 


, “4 
New FORD TRUCKS...54 
featuring TRIPLE ECONOM 


Big new savings in 


the 3 most important 


truck saving areas 


NEW Gas-Saving, Low- 
A Friction, Overhead-Valve, 


High-Compression, Deep- 
Block Engines in all Models! 


Now, you get a gas-saving Low- 
FRICTION engine in any Ford Truck 
you choose—from 115- to 170-h.p.! 
New short-stroke design cuts inter- 
nal friction loss up to 33%, liberates 
up to 23% more usable power. 


NEW Ford Driverized 

Cabs! NEW Power Steer- 

® ing! NEW Power Brakes! 
Fully Automatic Fordomatic Drive! 


Ford’s 3-man Driverized Cabs cut 
fatigue! New Master-Guide Power 
Steering standard on T-800 Series, 
optional on most other Bic Joss, 
Power Braking* for '4-ton, Ford- 
omatic* for all light duty models! 


o> NEW Money-Saving Capac- 
ities! Over 220 Models! 

* NEW 6-wheel tandems! 

The one right truck for your job! 


Ford’s expanded new truck lines in- 
clude brand-new Ford Tandem- 
Axle Bic Joss, up to 60,000 lbs. 
G.C.W., and two more giant new 
Ford Cab Forward Bic Joss rated 
up to 55,000-lbs. G.C.W.! 


170-h.p. Cargo King V-8 *Available al extra coat. 


152-h.p. Cargo King V-8 


now! 


138-h.p. Power King V-8 


Mightiest concentration of power 
per cubic inch ever built into any 
truck engine linei Only FORD has it! 


For the power they develop, Ford’s new truck 
engines have less cubic inch displacement 

than any other truck engine line. The Ford 
239 cu. in. Power King V-8 develops its 
130-h.p. from as much as 43 cubic inches less 
displacement. Smaller-displacement engines 
normally need less gas! That’s why Ford 
concentrated power is a big factor in 

new Ford Truck TRIPLE ECONOMY! 


130-h.p. Power King V-8 


115-h.p. Cost Clipper Six 


and SIX! 


5 GREAT 
TRUCK ENGINES! 


All Low-Friction! 

All High-Compression! 
All Overhead Valves! 
All Deep-Block design! 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
manufactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. *Mowbray & —e Lbr. Co., Cincinnati, Ohio 
Appalachian Hardwoods, petee, OS Planing Mill Products, and West Irvine, Ky. 


Mills at Combs, 
Giued Dime Complete fine of Keetindites Hardwoods. "Maple 
and Oak Flooring 


*Bemis Hardwood Lbr. Co.. . .Robbinsville, N. C. 


Hemlock, Hardwoods, Flooring, Dimension 


*j. P. Hamer Lbr. Co Kenova, W. Va. 


Manufacturers 
Appalachian Hardwood Lumber 


*Christian Lumber Co Monticello, Ky. 


Appalachian Hardwoods Exclusively *The Mower Lbr. Co Charleston, W. Va. 
pping Point: Burnside, Kentucky West Virginia Hardwoods, Fi nd Glued-up Dimens 


looring a: jon. 
Dry Kiln and Planing Mil! facilities. Mills: Cass, Nallen, Dailey, 
Durbin, Colcord and Pettus, W. Va. 


The M. B. Farrin Lbr. Co Cincinnati, Ohio 


Kiln Dried d Air Dried Appalachian Hardwoods * ¥ 
stag; “Century” Oak and Maple Flooring Wood-Mosaic Co., Inc Louisville, Ky. 


“Parkay” Ready-Finished Hardwood Flooring, Lumber, 
Veneers, Dimension 


*M. E. Crisp Lbr. Co Welch, W. Va. 


West Virginia and Kentucky Appalachian Hardwoods, Oak. *McCracken 1 
Poplar, Beech, Maple, Ash, Hickory, Chestnut and other & McCall, Inc Lexington, Ky. 
hardwoods. All facilities. Appalachian Hardwoods POPLAR BEVEL SIDING 
Band Saw and Planing Mill at Flat Lick, Ky. 


Always Specity 
Appalachian Hardwoods 


* Member Appalachian Hardwood Manufacturers, Inc. 
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CHAIN STORE 


begins on page 56 





a customer is slow about purchas- 
ing an expensive power tool we ask 
him if he has a neighbor who 
might be willing to go 50-50 on the 
purchase. Quite often, when one 
homeowner plans do-it-yourself 
home improvements his neighbors 
also become interested. We point 
out that a power hand saw, for ex- 
ample, will more than pay for it- 
self in time and labor savings on 
porch and room remodeling jobs. 


Selling on Try-Out Basis 
“We often pick up steady cus- 
tomers by first encouraging them 
to buy a small quantity of mate- 
rial, like a roller and enough paint 
to finish a closet or a hall, and then 
we tell them to come back if the 
job goes successfully. Once cus- 
tomers gain confidence in them- 
selves, they come back beaming, to 
report on their success and to 
order additional materials. About 
75% of our customers return to 

buy again after the first sale.” 


Appeal to ‘Carriage Trade’ 

“We recognize that the do-it- 
yourself movement is aimed mostly 
at average homeowners who are 
avoiding high costs for improve- 
ments,” adds Claxton, “but we 
have also successfully promoted 
sales to higher income customers 
with a different merchandising ap- 
proach. In appealing to doctors, 
lawyers, businessmen, etc., our 
salesmen and advertising point out 
-‘Get your mind off pressing busi- 
ness problems by making your 
home your hobby.’ 

“It’s amazing how many of these 
professional people in our area 


Continued on next page 





Munford Founded Stores 


Dillard Munford, president of 
the Munford Co., Inc., founded 


the chain of “Do-It-Yourself 
Factory Stores”* in Atlanta, Ga., 
in August, 1952. The firm also 


manufactures rock wool insula- 
tion and installs floor coverings, 
weatherstripping and insulation. 

The retail stores are located in 
Atlanta, Macon, Marietta, Deca- 
tur and Augusta, Ga., and Chat- 
tanooga, Tenn. Plans are under- 
way to establish many more 
branches in southern and mid- 
western cities. Inventories 
usually include: floor coverings; 
paint and accessories; power and 
hand tools; wallboards and hard- 
boards; plywood; insulation; and 
other do-it-yourself items. 

Murphy Claxton, general man- 
ager, says, “There are no text- 
books on the do-it-yourself busi- 
ness. You just let your customers 
train you.” 


*Formerly called ‘“‘Install-Ur-Own Stores.*’ 

















BUILDING PrRopUCcTS 


MERCHANDISER 


Here’s Your New 


Best Seller 


Nationally Advertised 


SPALLMALIER 


Folding Doors 


Here’s a building specialty your 
customers are going to be de- 


manding soon. It’s the nationally 
advertised ‘‘Spacemaster’’—a 
quality folding door that saves 
space, adds beauty in any home... 
yet even with a full mark-up you 
can offer it at the lowest price in the 
history of quality folding doors, 


Here’ s Why 


Your Customers Want ‘SPACEMASTER 


o It saves space.. 
swing. 


e It costs so little—builders find they can install 
it for less than a wood door and necessary 


extras. 


e It’s so easy to install—the homeowner can do 
No fitting, no sanding, 





it himself in 15 minut 
no planing needed. 


. There's no area lost to door 














































































































































































e It’s so easy to maintain—viny\-fabric cleans 
with soap and water—steel frame requires 
practically no maintenance. 


« It fits most standard ope 
6’ 6” and 6’ 8A" 


nings—two heights; 
. Three widths from 2’ 6” to 


4’ 0". Doors can be used as pairs. 


elt’s a quality product—by the makers 
of famous “Modernfold" doors. 


Strong advertising and promotion help you sell "Spacemaster” 


When you handle ‘“Spacemaster,” 
you get the benefit of national adver- 
tising—to homeowners in BETTER 
HOMES AND GARDENS, AMERI- 
CAN HOME, POPULAR ME- 
CHANICS, to builders in PRACTI- 


Call your “Modernfold” distributor 
or mail coupon for full information. 


SLATER “04° 
NEW CASTLE PRODUCTS, INC. ® 
asa 
Montreal é / 


Coyprighted New Castle Products, Inc., 1954 









CAL 


BUILDER, AMERICAN 


BUILDER, LIVING, HOUSE AND 


HOME.. 


. PLUS free ad mats, radio 


and TV scripts, literature, publicity 
stories, mailing pieces, low-cost 
high-powered displays. 


—— ee 4 


(To obtain more data on advertised products see page 151) 


New Castle Products, Inc. 
P.O. 


Box 980, New Castle, Indiana 


Gentlemen: Give me full information on 
“Spacemaster” doors, 











CHAIN STORES 
(begins on page 56) 





have installed their own basement 
recreation rooms. Some of the most 
beautiful floor tile jobs I have ever 
seen have been done by these men 
and women. Selling to these pro- 
fessional people is highly reward- 
ing because in most cases price is 
not important. 


Premeditated Package Selling 


Post-war years in Atlanta and 
environs saw the construction of a 
great number of story-and-a-half 
houses. Because price was a prime 
consideration, many of the homes 
were sold with the top floors un- 
finished. 

“Recognizing this situation,” 
Claxton continued, “we started a 
campaign of package selling for 
people who wanted to complete the 
homes. We talked packaged price 
—what it would cost a homeowner 





It’s New 
in Macon 


A Munford “Install-Ur-Own” Factory Store as adver- 


tised on television and radio. 
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to finish off an average room. This 


is still an extremely profitable 
market.” 


Provides Free Tools 


Whenever the firm sells enough 
floor covering for a room, a free 
kit of tools is included. Claxton 
points out, “We feel we can easily 
afford to include the $1 kit needed 
to install tile or linoleum because 
it builds good will and makes an 
excellent self-advertiser. The kit 
includes a paste spreader, scriber 
(cutter), chalk, chalk line and lin- 
oleum knife. Cartop carriers are 
loaned to customers. 


Consumer Store Hours 
Do-It-Yourself stores’ hours are: 
Monday through Thursday, 9 a.m. 
to 6:30 p.m.; Friday, 9 a.m. to 


9 p.m.; and Saturday, 9 a.m. to 
4:30 p.m. 


“Our week-day hours until 6:30 
give customers a chance to stop by 
the store on their way home from 
work,” says Claxton. Do-it-your- 
self customers do most of their 


NOW you can have beautiful walls, floors, and ceilings 


shopping on Friday afternoons 
and evenings and on Saturday 
mornings. Frankly, our stores are 


as well as a more comfortable home for less than half 
the regular price. Join the thousands doing their 


own work, We furnish you complete instructions, 


FREE TOOLS and GUARANTEE YOUR WORK. 





Installation Kit 
* Cement Spreader 
* Handy Cutting 





Knife 
© Steel Seriber 
* Chalk and Line 
* Instruction Material 


WHEN YOU INSTALL - UR - OWN 


Complete Lines of 
FAMOUS NAME 
PAINT, WALLBOARD, 
WALL COVERING, 
RUBBER, ASPHALT, CORK. 
VINYL TILE, INSULATION 
PLASTIC WALL TILE 


VINYLFLEX 


wv. TILE 


VINYL 





Confederate 


Rock Wool 
99° 


Insulate the Average 
5 Room House 
for only $45.00 


FELT BASE RUGS 
9X12 5% 


Armstrong RUGS 
gxiz 43” 


ASPHALT 








Grease proof, minimum cleaning and 
colorful, 12 COLORS 


15° = 


For an 8x9 KITCHEN Only $19.50 





6x6 RUBBER 


TILE 10° tacn [As Low As i EACH 


TILE 





WE GUARANTEE YOUR WORK 


MUNFORD 


INSTALL-UR-OWN FACTORY STORE 


PLENTY OF PARKING 


TELEPHONE 3-1112 


151 FIFTH STREET 


“WE GUARANTEE YOUR WORK” is a magnetic advertising phrase that pulls in 
hundreds of underconfident do-it-yourself customers. The ad offers free installation 
kits and lists prices for both the unit and for the average room. 


60 


usually quiet after 12 o’clock on 
Saturdays because this is the time 
when customers are at home work- 
ing on their projects. 


Spends 4%-7% for Advertising 


“We believe perpetual advertis- 
ing is a requirement for attracting 
do-it-yourself customers,” Claxton 
declares. The firm runs ads two 
columns wide and four inches deep 
in the daily newspaper on Mondays 
and Wednesdays. At least once a 
month they run a larger ad, usu- 
ally five columns by 12 inches. 
They use two or three radio and 
TV spots each week. “Advertising 
need not be spectacular and expen- 
sive,” he says, “but it must be done 
on a continuing basis. Our associ- 
ate stores spend from 4% to 7% 
for advertising. 

“One of the main points in our 
advertising is stressing the sim- 
plicity of do-it-yourself projects. 
For example, our copy on pellet in- 
sulation says ‘even a 12-year-old 
boy can insulate an attic in a mat- 
ter of minutes.’ 

“We also strive to appeal to 
women customers as much as pos- 
sible in advertising copy, espe- 
cially when we discuss decorating 
and home beautification.” 

The firm supplies 200 metal cau- 
tion signs for school crossings. The 
signs, cut in the shape of a traffic 
policeman, carry the firm’s name 
on the back and the name of one 
product on each sign. 

Claxton says the signs have been 
a wonderful aid in spreading the 
company name. 
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Imagine making 


196,000,000* 


impressions on the public! WALLKYD’S 
doing it 
this big 





season 
y 


g> 
YS 
SO 
" 


C) 
.. With striking 


full pages in 
the nation’s 


top magazines... 





“The Saturday Evening Post” 
March 6th...April 3rd...May 1st...June 5th 
“Better Homes & Gardens” — 
March... April...May...June 
“Look” — March 23rd...April 20th...May 18th... June 15th 


% Number of readers of each publication on WALLKYD’s “American Home” — March...April...May...June 
advertising schedule multiplied by number of issues 
in which WALLKYD advertising is currently appearing. 








Get set for plenty of WALLKYD business! Stock up 
now and display WALLKYD-base wall enamels! 


Produced by leading paint manufacturers everywhere. 
For a list of these companies, address... 


REICHHOLD CHEMICALS, INC. 


525 North Broadway, White Plains, N. Y. 
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ahd Cnn 


In Birch 


Maple only. 


Oak 


Walnut 
Mahogany = | wxzrutsz, 
Cherry and 

Blonde Limba. 


PO «tenes 


(To obtain more data on advertised products see page 151) 


iT’S NEW... 
COMPLETE... 


A BOON TO 
DEALERS! 








STYLE 100 — 
V-grooved _— 

















Style 200 — nso 


V-grooved und 
cross-scored, 








woe 300 — 




















STYLE 400 — 





For horizontal 
V-groove 
applications. 
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Sales come naturally when you fea- 
ture this brand new Pre-finished 
Craftwall paneling ... and the 
reason is simple: Buyers can see 
the paneling — in advance — ex- 
actly as it will look on their walls! 

Yes, with pre-finished Craftwall, 
there is no difficult finishing 
involved after the paneling is in- 
stalled. Panels are nailed into place, 
nail holes filled with the color-match- 
ed putty stick provided, and mold- 
ing and trim added. The job is done! 


Here, at last, is a product that 
lets builders and remodelers create 
the most beautiful interiors ever — 
and complete the jobs fast . . . with- 
out the usual difficulties encounter- 


plywood paneling that can be installed 
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ed when finishing wood paneling. 
And — naturally — by choosing 
paneling, they avoid the problems 
of plastering, painting and paper- 
ing throughout the years ahead. 
Walls even get more beautiful as 
time goes on. 


Offered in 4 styles — 3 sizes 


Pre-finished Craftwall hardwood 
plywood. provides a style for every 
need .. . and styles that can be used 
together for more interesting effects. 
Suggest V-grooved Craftwall hor- 
izontally for a dado ... with V- 
grooved Craftwall vertically above. 
Or combinations of styles shown 
here for more interesting interiors. 


Pre-finished Craftwall is avail- 
able in 48” x 96” x 44” panels... 
16” x 96” x 4” panels. . . and 32” 
x 64” x 4” panels for unlimited de- 
sign opportunities, . 

Pre-finished Craftwall is care- 
fully carton-wrapped. A color-blend- 
ed putty stick to fill nail holes after 
installation is furnished with each 
package. 


Matching hardwood moldings 
Moldings and trim in matching 
hardwood are available in both con- 
temporary and traditional designs. 
Materials and complete instructions 
for finishing moldings to perfectly 
match Craftwall finishes are also 
available. 


a: 


with matching trim 
in genuine hardwoods 


Get the facts on Pre-finished Craftwall 
now ... learn how you can profit with the 
paneling line that lets you + the complete 
job. Call or write your nearest Roddiscraft 
warehouse. Samples, literature, ad mats and 
other sales aids are available. 


Roddiscraft 


RODDIS PLYWOOD CORPORATION 
Marshfield, Wisconsin 


NATIONWwi0E Maddiscraft warenouss service 


Cambridge 39, Mass. * Charlotte 6, N. C. * Chicago 32, Il. 
Cincinnati 4, Ohio * Cleveland 4, Ohio * Dallas 10, Texas 
Detroit 14, Mich. * Houston 10, Texas * Kansas City 3, Kan. 
Los Angeles 58, Calif. * Lovisville 10, Ky. * Marshfield, Wis. 
Miami 38, Fla. * Milwaukee 8, Wis. * New Hyde Park, L.!. 
N. Y. * New York 55, N. Y. * Port Newark 5, N. J. * Philadel- 
phia 34, Pa. * St. Lovis 16, Mo. * San Antonio 6, Texas 
San Francisco 24, Calif. * San Leandro, Calif. 


by builders and home owners alike — with beautiful results! 
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and customer satisfaction 


STOCK THE LOWER GRADES 
OF WEST COAST LUMBER 


In these competitive times any savings you can pass along to your customers 


will bring you extra sales and customer satisfaction. 


By selling the right grade for the right use... by selling the lower grades 

of lumber when they will meet the job requirements, you can save 

your customers up to 25%. And as you point out the savings, remind your 
customers that FHA span tables list the appropriate use for No. 2 and No. 3 


grades of West Coast lumber—as well as for No. 1 and Select Structural. 


Complete your stock of lumber now! Carry all grades of West Coast lumber 
... Douglas Fir, West Coast Hemlock, Western Red Cedar, Sitka Spruce. 


Doughar Fin 
Wert Coast Hemlock WEST COAST LUMBER 
Waartinn Fed Cedar For facts on West Coast Lumber grades and uses, and information 


on free promotion material, write West Coast Lumbermen’s Associa- 


Sitka = tion, Room 540, 1410 S. W. Morrison Street, Portland 5, Oregon. 


(To obtain more data on advertised products see page 151) February 8, 1954, AMERICAN LUMBERMAN & 





These ads help keep the farmer sold 
on American Fence... 


“Fence plays a i 
tant part 12 goes 
n ' 

pasture manageme 
soys DONALD WILLETTE, 
Deleve", Minn., shel itl 

'm way 
wand lt figure 1m 


impor 


uw 
. opice 
ing Ameri© any 


: . — ¢ a < 
“What I like best abou iY : } | 7 
American Fence is that once er 
stretch it tight it stays stretc 





= Voy REAP the 
BR rl 


when you stock American 


ling cattle be- 
—= +e 1 0W where : i “F » sn ; : 
oa | dont ** ne than Baas ® Strong, consistent advertising of USS American Fence 
etter ence A on keeps your prospective customers informed . . . helps push 
- poute © your sales upward. 

Big, two-column, 2-color ads like these shown here appear 
in leading national and state farm magazines, having a com- 
bined circulation of over six million .. . and reaching the 
leading farmers right in your own community. Based on 
testimonials which come from actual fellow-farmers, they 
are more believable, more persuasive than facts presented 
by the manufacturer or dealer. They have proved very ef- 
fective in keeping customers sold and in bringing new cus- 
tomers into dealers’ stores. 

Other media are also used to pre-sell American Fence for 
you ... radio, direct mail literature, catalogs and folders. 
And of course, the important word-of-mouth “advertising” 
by farmers who have used American products, found them 
to be everything and more than they expected . . . and have 
ne tot whet passed the good word on to their neighbors. Profit-minded 
aires fence dealers keep this important fact in mind: 








Theres more American Fence in ase Than any other brand 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO * TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA, * UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S°S AMERICAN FENCE 
eee See Sr eet 
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uch sets up 


With a New Look...New Line...and 
Selling Aids that pull profits! 


NEW LOOK—Bucu is first with a branded line of rolling 
garden equipment and construction barrows. Contractors 
appreciate the matching red and ivory colored BucH 
products . . . branded with name and color. It builds product 
recognition—helps you sell more! 


NEW LINE —First with a complete line . . . brand-new 
garden products for the homeowner... the same BucH 
mew eucn wiz BARROW quality construction that contractors and farmers know 


All the feotures of a large pro- Bix MH My ; ! 
tee ee built to give unequalled service! 
scale. Steel seamless tray, 

cushion tire, rubber grips. 

Packed in single cartons. 


NEW BUCH #155 BARROW BUCH #154 BARROW Trays NEW BUCH #2 SPREADER 20” BUCH #455 BARROW Alumi- 
21” lip. Straight sides and in- pressed from one sheet of hopper. Force-feed agitator. num tray to resist reaction to 
creased depth. Riveted and steel. Reinforced tray edges Rate of flow controlled by vrea in manure. Will not rust, 
welded seams. Rubber tires, and steel channel legs. Hard- direct action lever. Packaged in lighter weight. Deep tray 
hardwood handles. Also #165 wood handles. Also #164 with single cartons. Also Buch #3 di 


rn oo) easily handles wet loads. 
with steel handles. steel handles. spreader with 30” hopper. Hardwood handles. 


NEW SELLING AIDS... FREE! Window 
streamers, stickers, giant blow-ups of national ads 
help to tell the Bucu story and tie in your store with 
Bucn’s national advertising campaign. 


Buch MANUFACTURING COMPANY Carrying 

Elizabethtown, Pennsylvania the lead 
Since 1868 

Gentlemen: 

() Please send me a free Bucu “Spring Display Kit.” 

() Please send me full details on Bucu line and name of 

nearest wholesaler. 
NAME__ 


STORSL....— 


ADOR IB nee 
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sales for you! 


First with Big National Advertising 
to pre-sell 14,000,000 readers! 


Bucu reaches your customers in their own 
back yard with colorful ads in Life and 
Better Homes and Gardens—adgs in The 
Saturday Evening Post and other national 
magazines. 





BUCH backs it up 


with merchandising! 





Aggressive merchandising follows up 
Bucn’s advertising; point-of-purchase and 
other sales aids help soften up sales. 


Give your customers the Bucu products 
they’ll be asking for by name— America’s 
complete line of rolling garden equipment— 
spreaders, wheelbarrows, packaged bar- 
rows, barrow carts, children’s Buch, Jr. 
barrows and medium size Chappie barrows, 
lawn rollers, contractors’ and farm barrows 
and aerators. Remember, BuCH is America’s 
nationally advertised branded line. 
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Carrying the load 
Since 186€ 


BUILDING Propucts MERCHANDISER (To obtain more data on advertised products see page 151) 





ALL General Doors are HOT Plate Pressed 





SS \ 
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p > , t aN 
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N 


You sel! one order of General Doors and, first thing you know, you are 
on your way to doing a big and profitable quality door business. 


Your customer gets doors that are easier to hang, (because General 
Doors are accurately sized and squared) ; he saves time and 
money on finishing work, (General Doors are belt-sanded 

and polished on precision equipment). 


He eliminates complaints, (General Doors are made only of 
seasoned lumber, held to scientifically-controlled moisture 
content.) He finds that quality is far cheaper in the long run. 


This close attention to quality details in the General 
plant builds steady repeat business at your yard. 
That is why dealers like to push Genera! Doors 
why dealers have made General the largest 


producer of flush doors. 


General Plywood Corporation 


Louisville 12, Kentucky 


The Doors that pass 
the “elephant test” 


Gibraltar 


LCoalanel 
FLUSH DOORS 


(To obtain more data on advertised products see page 151) 
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Good Pointers on 
Basement Construction 


Careful design will afford a light, dry 
and useful area says the Small Homes Coun- 
cil in a circular on this important subject. 


If a house is to have a basement, it should be 
planned and constructed as carefully as the rest of 
the structure, says the University of Illinois Small 
Homes Council in a new circular on basements. The 
eight-page bulletin gives pointers for constructing 
basements so they are well-built, light, dry and use- 
ful. In addition, suggestions are given for correcting 
some of the more common difficulties found in base- 
ments. 


Among its suggestions are: 


To be useful for living activities, adequate daylight- 
ing, ventilation, moisture control and warmth must 
be provided. 

Partial basements are uneconomical for small rec- 
tangular houses because of different heights of wall 
footings needed. 


A direct outside entrance to the basement eliminates 
tracking through the house and increases the base- 
ment’s usefulness for hobbies, garden tool storage, 
laundering and other activities. 


An exterior stairway to the basement should be 
placed under cover of the garage, breezeway or porch 
for protection against ice, snow and rain. A modern- 
ized version of the old-fashioned cellar door may also 
be used. 


A landing just inside a grade-level entrance door can 
serve stairs leading to both basement and first floor. 


To avoid poor lighting, the Council advises: 


On a level lot, a well-lighted basement can be achieved 
by setting the top of the basement wall two or three 
feet above the normal lot level and grading up the 
front yard only. 

Areaways, if necessary, should be large with sloped 
walls so sunlight can easily reach the basement. 
Dampness can be cured by warming the basement 
through heating, insulating, or ventilating, also by 
dehumidifying. 

In grading, slope land away from the house; intercept 


with a drainage ditch any heavy slope leading to the 
house. 


The circular presents a table of recommendations for 
basement construction under various conditions. It 
describes necessary wall and floor construction, 
waterproofing and drainage connections. It also ex: 


plains how to repair basement leaks and what to do 
about faulty drainage. 





Circular Availabie 


Single copies of “Basements” are 10c, the same as 
24 other circulars on home buiiding and improvement 
issued by the council. The whole set is $2.50, with the 
buyer’s name placed on a list to receive free all future 
publications in the series. 

“Basements” is based on material hy R. A. Jones, 
W. H. Kapple, and J. T. Lendrum, edited by M. H. 
Kennedy and illustrated by J. J. Sorbie. 
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1. LARGE AREA- 
WAYS are impor- 
tant if the grade 
cannot be kept be- 
low basement 
window sills. 
Walls should be 
sloped so sunlight 
can easily reach 
basement. 


2 LEVEL LOT 
can be graded so 
front of house has 
low-to-the-ground 
appearance while 
basement win- 
dows at sides and 
rear are above ; 
grade level. ~ Bituminous coating 
3. DIRECT ACCESS from outdoors may also be obtained 
by a grade-level entrance to the house and basement. 


4. AREAWAY-TYPE ENTRANCE can be covered by a 
streamlined version of the old-fashioned cellar door. Direct 
outside entrance increases basement usefulness. 


5. INSULATION HELPS to keep basement walls warm, 
reducing the likelihood of condensation. 
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DELMARVA SASH & DOOR COMPANY 
Old Broadway & Harvard Roads 
Westville, New Jersey 

Lancaster, Pennsylvania 

Barclay, Maryland 


EASTERN PLYWOOD & DOOR COMPANY 
831 Clinton Street 

Jamestown, New York 

Buffalo, New York 

Syracuse, New York 


CHARLES F. FISCHER & CO., INC. 
1380 Randell Avenue 
New York 59, New York 


STANDARD PLYWOOD CORP. 
363 Park Avenue 
East Hartford 8, Connecticut 


WHOLESALE LUMBER & FLOORING 
COMPANY 

19th & Main Streets 

Pittsburgh 15, Pennsylvania 


WINDE-McCORMICK 
295 Medford Street 
Boston, Massachusetts 


FIDDES-MOORE & COMPANY 
400 West Madison 
Chicago 6, Illinois 
4950 State Line Avenue 
Hammond, Indiana 
Box 839—Baerfield, 
Ft. Wayne, Indiana 
FIDDES-MOORE & COMPANY OF OHIO 
754 Albany Street 
Dayton 8, Ohio 
FIDDES-MOORE & COMPANY 
OF WEST VIRGINIA 
Box 1786 
16th & Virginia Avenue 
Huntington, West Virginia 
WARD PLYWOOD COMPANY 
2700 So. Washington Street 
Peoria, Illinois 
NORTHERN PLYWOOD & DOOR COMPANY 
845 Hennepin Street 
Minneapolis 14, Minnesota 
Now you can order Abitibi Hardboard in a complete range uae tiles canta 
of thicknesses and grades through any of these prominent KEN LESTER PLYWOOD COMPANY 
wholesalers. Thoroughly pre-tested in the American market 12345 Schaefer Boulevard 
over the past two years and produced in the most Detroit, Michigan 
modern hardboard mill on the continent, Abitibi Hardboard 1.G.M. BUILDING PRODUCTS COMPANY 
is the finest building board you can buy. See your 575 Broadway 
Abitibi Hardboard wholesaler for complete Cleveland 15, Ohio 
specifications and details. 


ABITIB!] HARDBOARD—the best board for all your building needs! 


You will be particularly interested in the superior paint- NEW STANDARD GRADE. . . superior in appearance . . . 
ability, economy and appearance of the New Standard _ superior in paintability . . . for all interior uses . . . panelling, 
Grade Abitibi Hardboard. The new light-tone, extra smooth cupboards, partitions, furniture, etc. 

surface saves on primer, saves on paint, saves on labour 


TREATED GRADE .. . for interior and exterior applications 
and gives superior results. 


where extreme toughness, durability and resistance to mois- 
ECONOMY GRADE. . . for floor underlayment and other ‘ure are required. 
interior applications where economy is the prime TWEBOARD . 


. . for washrooms, bathrooms, kitchens and 
consideration. utility rooms. 


See your 
Abitibi Hardboard Wholesaler 
or write 


WEBB DOBBS, BOX 556, ERIE, PENNSYLVANIA 
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When you think of FIBERGLAS* 
.. think of CHICOPEE’! 


America is sold on 


glass for windows... 


Now it’s screen cloth 





made of glass! 


New Chicopee FIBERGLAS Screen Clot 
can t rust, corrode or stain! 


FLEXIBLE - CAN’T BURN + CAN'T CREASE « EASY TO WORK WITH 


LUMITE DIVISION, Chicopee Mills, Inc., 47 Worth Street, New York 13, New York 


*®1.M.0O.C.F. Corp. 


t Trade-mork 
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KEYSTONE’S : 


KEYBEAD 


GALVANIZED REINFORCING CORNER BEAD 





FOR STRONG, ECONOMICAL, 
“TRUE’’ PLASTER CORNERS 


Soon your lathers, plasterers and contractors will demand Keybead 
for their jobs. It’s one of the most important developments in 
corner bead that’s been made in years. 


Keybead is the third important development made by Keystone 
for better, stronger plaster. It’s one basic product in the Keystone 
line of galvanized reinforcement for plaster. 


We’re telling your customers about these developments with a 
forceful advertising and promotion program in the leading publica- 
tions of the building industry. 


Be prepared to meet the demand for Keybead, the “far better” 
corner bead, as well as for Keycorner and Keymesh. For complete 
information about these products, and the merchandising program 
| to introduce them, see your Keystone distributor or representa- 
. tive, or write Keystone Steel and Wire Company, Peoria 7, Illinois. 





1) ea, Keybead is another contribution to stronger 





—s plaster by the makers of Keycorner and 
a, 


%. 


*% Keymesh — galvanized plaster reinforcing. 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois 


- 
KEYMESH + KEYCORNER + KEYBEAD * KEYSTONE NAILS caratoc| 


KEYSTONE TIE WIRE * KEYSTONE NON-CLIMBABLE FENCE 
KEYSTONE ORNAMENTAL FENCE 

















Notice how the plaster flows through 
Keybead providing a generous bond of 


plaster to lath. The steel wire mesh is 


thoroughly embedded producing strong 


reinforcement. 
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“We pore Satisfied With ADsewice OP 
ptud “Aighly Recommend ct!” 


Says William Lieber, secretary, 
The Lieber Lumber & Millwork 
Co. Yards at Appleton, Neenah, 
New London, aukauna and 
Sherwood, Wisconsin 


Here’s the letter: 
“We have used ADservice from the beginning 
* . Se and have found it very valuable in making up our 
ouaurty ads, The newspaper mats reproduce sharp and 
i E ia E R Ss 8 UILDINGEE clear on newspaper stock. But even more impor- 
Matersal fy tant, the mats are cuts of completed jobs or prod- 


Let Your Home Sspend Alone With the ucts that are hard to obtain. 


" Fomily's Needs With « We are well satisfied with ADservice and highly 
NEW ROOM er Witt recommend it to other dealers.” 





All the ADservice mats are shown in a big, new 
48-page book that’s yours for the asking. Here’s 
down-to-earth advertising help for the busy dealer 
—new ideas, layouts, copy suggestions, and repro- 
ductions of all the 254 mats prepared exclusively 
for ADservice. The mats are available only to lum- 
ber dealers and the price is very low. 














: You’ve been reading about the National Retail 
ae mo peRiatzae. be — ——— — Lumber Dealers Association’s Merchandising Cal- 

A SPECIALTY BER'S. endar. Here’s one of the few ad services that 
squares exactly with NRLDA thinking on adver- 
tising. It provides just the material you need to 
carry out Calendar planning in your community. 





Turn to page 110 for further details on ADservice. 














AMERICAN LUMBERMAN, 
139 N. Clark Street, 
Chicago 2, Ill. 


Please send me my free copy of the 48-page ADservice 
book. 


Lieber’s ad illustrates the professional ap- 
pearance of a newspaper ad prepared with 
ADservice mats, The mats are practical and NAME .. 
economical for both large and small dealers i 


—for ad budgets of any size. COMPANY 


GU. oss 
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with Fir Plywood 


Ride the profit trend—feature fir plywood for built-ins 
and do-it-yourself jobs... for “‘bread and butter” 
Sales in the new construction and remodeling 
markets. Your selling is backed by continuous 
advertising reaching millions every day, thousands 
of personal field calls — plus the hottest line of 
dealer merchandising aids ever developed 


# 


; 
®| ‘ ? / ‘ 

EXT-DFPA Play it safe your reputation is on the line 

eM 


with every panel you sell. Stock and sell 
‘only DFPA grade-trademarked fir plywood 





ywood Assn., Ta na 2, Wast 


REASONS WHY IT PAYS TO PUSH PLYWOOD 


1. easy to sell 2. hundreds of uses 3. fast turnover 4. bigger profits 5. nationally advertised 6. easy to stock 7. grade for every job 8. tested quality 








What a Campaign! 
What a Schedule! 


What a Sales-scoring 
Tie-in Package! 


Look at the challenge in the advertising of this new, big 
name in kitchens! No wispy, “dream kitchen” prose here. 
This is the kind of advertising you, yourself, would do. 
It’s out to sell kitchens! Promises value-seeking home- 


vie? ‘ owners what they’re demanding: most for their money! 

Get the facts on the Sends them into your store with “Give me the lowdown 

“ on ae on the showdown” in their eyes. And with Republic Steel 
1954 "Challenge" line Kitchens you can do it! The hardworking tie-in package, 

ie ; ia a vital. part of Republic’s advertising, gives you every 
modern merchandising help you need for profitable 


REPUBLIC STEEL KITCHENS ; kitchen sales. If your Republic Steel Kitchens distributor 


Sales Department, 1086 Bevien Avenve, hasn't called on you, use the coupon today. 
Canton 5, Ohie 


Give me the facts on The Challenge Line. 


| 

| 

| 

| 

| 

| 

| 

| 

| 

| Name o ae, | en é& 
| 

| EE 

| 

| Address. siidiiiad 

| 

| eee eS 
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WORLD'S LA ST STEEL PRODUCER 
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WATCH FOR THIS FEBRUARY FULL-COLOR KICK-OFF AD 
IN AMERICAN HOME, WOMAN'S HOME COMPANION, 
LIVING FOR YOUNG HOMEMAKERS MAGAZINES 


MS ig ad 
othe, “hor, 
for counties the nee the t 
mae 
Athey tank,” OMe ity sinters " 
"f yy " hay 


Repuapi;: Stee 
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Thousands of re- 
quests for this book. 
let — from earnest 

rospects for a new 

itchen, whose 
names have been im- 
mediately forwarded 
to the dealer in their 
area. 


Tosochsoplag cpBIneTS OF 


Sie \ 
one ¥t FOR Lasting APte® 


Visit our permanent display in Chicago 
Merchandise Mart—Space 11-116, 11-117 


Steel hitchens! 


MANUFACTURING STEEL KITCHENS 


BUILDING PropUCTs MERCHANDISER (To obtain more data on advertised products see page 151) 
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Quick Shipment 
in DOUGLAS FIR 


High speed equipment and 
experienced personnel in- 
sures top quality. No need to 
load your inventory with 
“cats and dogs” of slow sale 
items: Air-King gives de- 
pendability in fast loadings 
specified to the number of 
pieces needed in each size 
and length of the best green 
Douglas Fir dimension and 
small timbers thru 24-ft. 

Let us demonstrate. 


MANUFACTURING 
CORP. 


Tigard, Oregon 


Telephones—Portland line CH 5607 


or Tigard 6161 


(To obtain more data on advertised products see page 151) 





KITCHEN CABINETS which double 
as display units and storage space for 
office equipment and records, line the 
rear wall of L. W. Schrader’s office. 
Folding door, another “live” display, 
serves as a room divider. 





DISPLAY RACK with double-faced 
pull-out panels of perforated hardboard 
makes it easy for do-it-yourself cus- 
tomers to select their own materials. 


New Displays Step Up Sales 


Large, easy-sliding panels, help customers 
choose materials in Michigan dealer’s 
newly-remodeled showroom 


Substantial increases in sales of 
do-it-yourself materials and tools, 
kitchen cabinets, wall tile and pan- 
eling resulted for the Schrader 
Lumber and Coal Co., New Buffalo, 
Mich., within a few months after 
completion of its well-planned re- 
modeling program. L. W. Schrader, 
president, F. W. Schrader, vice- 
president and Bob Russell, office 
manager, did the showroom remod- 
eling job themselves in four 
months while the store remained 
open as usual. 

According to L. W. Schrader, 
here are the display ideas that are 
paying off: 

Display Rack—Located near the 
entrance, this unit consists of dis- 
play panels that pull out on sliding 
door hardware. Each panel of per- 
forated wallboard is framed with 
a blond wood. Representative 
pieces of molding, lumber, wall 
tile, flooring, wallboard and other 
items are attached to the panels 
with metal hooks. 

“The display rack is especially 
popular with do-it-yourself cus- 
tomers,” says Schrader. “They may 
not be able to name the items they 
want, but they can go rigat to the 
rack and pick them out. We have 
our display islands for hand tools 
and hardware near the materials 
rack and this leads to many im- 
pulse sales.” 

Four times a year, the firm sends 
out 500 copies of the American 
Lumberman’s HOME Maintenance 
and Improvement Magazine. “We 
keep our own file of the maga- 


zines,” says Schrader, “and we 
read each issue carefully, so we 
know instantly what tools and ma- 
terials to suggest when our cus- 
tomers come in to start one of the 
building projects they’ve read 
about.” 

Kitchen Cabinet Display—Kitch- 
en cabinet units, which the firm 
sells packaged and ready for as- 
sembly, have been installed across 
the entire rear wall of one of the 
offices. Customers can see how the 
cabinets look in various combina- 
tions. 

Bathroom tile display—Located 
in a hall in the office area, two 
bathrooms are finished in various 
types of wall tile. “Sales of tile 
have increased tremendously since 
people can see how the materials 
look when installed,” said Schra- 
der, Another popular working dis- 
play is a cedar closet. 

Paint — Practically one entire 
showroom wall is lined with paint, 
every can within easy reach of the 
customer. Paint accessories are 
displayed on nearby islands. 

Paneling—Showroom and offices 
are finished in pecky cypress, stri- 
atv-d plywood, hazelwood, oak, ma- 
hogany, knotty pine, plain and stri- 
ated plasterboard and knotty cedar. 

Another interesting operating 
feature: showroom lights are con- 
trolled from a single switch on the 
wall near the billing counter. 
“This single dial switch saves us 
considerable money by eliminating 
wires and separate switches,” ex- 
plains Schrader. 
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GET ON THE BANDWAGON 


GRAB YOUR SHARE OF THE HUGE 


2 | , | 9s 
OA 0 aap Gr Gan ' G6 A Cn ets » Ue Cp 6 


MARKET Duy-Dor WITH 





e 


ALL-ALUMINUM COMBINATION “| 
STORM-SCREEN DOOR ry 








f 
Join the parade of thousands of Retails for 


dealers who are cashing in on 
“Duo-Dor”, the combination door 
that's become the nation's sensation. 
All-aluminum construction . . over 
one-inch thick . . with all the 
features of doors selling for as 
much as $30 and $40 more! 








COMPLETE, INCLUDING ALL 
HARDWARE, PNEUMATIC DOOR 
CHECK, DOOR LATCH, ANY SIZE — Grille Extra 
STAINLESS STEEL HINGE“, OUTSIDE 
ALUMINUM DOOR JAMB! DELIVERED COMPLETELY ASSEMBLED! 


EASILY INSTALLED BY ANYONE! 





Another product of 


I) the weather-proot co. 


1407 E. 40th S$T., CLEVELAND 3, OHIO 


a 
NATIONALLY ADVERTISED IN LIFE (ood Housekeeping dim 








There’s still time for you 


to cash in on Weldwood’s 
sensational March 





Promotion 


Lumber dealers all over the country predict huge suc- 
cess for all-out Weldwood Life promotion. They're 
getting ready to tie in with a bang! 


YOU MUST ACT NOW! Do as scores of other lumber dealers have 
already done. Call your Weldwood salesman right now. Have him 
tell you how you too can tie in with the most profitable promotion 
in plywood history! He has all the selling tools you'll need and 
he’ll be glad to help you get your local tie-in program rolling. It’s 
the opportunity of a lifetime to boost volume on high profit sales! 

Here’s a miniature reproduction of the giant Life spread which 
will appear in full color on MARCH FIRST. Notice how the 
copy gets right to the point-—“NOW ait your lumber dealer's.” 
That’s you! 26 million readers will see it! It’s a promotion that is 
packed with selling power at your local level. 


There is over $20,000,000 worth of Weldwood merchandise 
now in stock at 60 Weldwood distributing warehouses from coast The Weldwood promotion in Life is typical 
to coast. This immense stock—by far the most extensive in the of Weldwood’s cooperation with its dealer 
i : customers, Weldwood advertisements appear 
snCUsy month after month in other leading pub- 


lications as well—all directed to help you 
make sales! 


HERE’S WHAT YOU CAN DO TO TIE IN WITH THIS BIG PROMOTION—BUT HURRY 


is yours to draw upon, 


a 
mt esis nig LOCAL NEWSPAPER 
Make sure you hove the types 
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Life ad ina tea ‘ nbe Tell your customers 7 for the life of the 
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United States Plywood Corporation ” ~ alt 


55 West 44th Street, New York 36, N. Y. 





AL-2-54 


Please have your Weldwood salesman contact me with full 
details about the Weldwood Wall Panel Promotion in Life, 


United States Plywood Corporation 
World's Largest Plywood Orgeonization 


55 West 44th Street, New York 36, N. Y. 
U. S.-Mengel Plyweeds, Inc., Louisville, Ky, 


Distributing units in 60 principal! cities 











Filling @ customer's order for Trinity white cement at W. J. Bailey Co., San Diego, California 


THIS IS ABOUT all there is to our story: We make ea 

r 
a very excellent white cement... we tell and 
re-tell che white cement users about it... we , 


supply the dealers . . . the dealers supply the users 


... the jobs turn out beautifully ... and everyone up 


and down the line is happy. If we are not now yet As white JOY Ko aes 


“yt 


... plain or waterproofed 


serving you—may we? 


———— Si a 
i 


1 CO, + Chicago - Dallas - Chattanooga ia - tos Rae 
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CAPACITY CROWDS attended almost every session at the NAHB convention. 


The meeting above covered mortgage 


financing with a panel including Albert Cole, HHFA administrator, Guy Hollyday, FHA commissioner and other top authorities, 


20,000 Attend Action-Packed NAHB Convention 


Chicago becomes center for fresh home building 
ideas during record-breaking 5-day convention. How-to-do-it- 
better sessions popular with visitors. 





Jers are the dealer's 

e are presenting this ex 

1e #f the recent NAHB 

; 5-day confab acx 
hinking, planning and view 


urately 


nation's most progressive 
aware <« f their prot 
» ~ainl tne aiteiaiie 





Availability of mortgage money, 
products and merchandising were 
the down-to-earth subjects that 
dominated the 10th annual conven- 
tion of the National Association of 
Home Builders, January 17-22, at 
the Hilton and Sherman hotels, 
Chicago. Attendance hit 20,000, 
2,000 more than the previous year. 
About 300 leading manufacturers, 
25% more than the 1953 conven- 
tion, exhibited the latest building 
products. 

Convention officials commented 
that at least 3,000 lumber dealers 
visited the huge show, many with 
contractors as their guests. Typi- 
cal of these dealers was C. C. 
Kamerer, president, Parker Lum- 
ber Co., Findlay, Ohio, who had as 
his guests 10 contractor customers. 
Kamerer, who began bringing in 
his contractors six years ago said: 


BUILDING PropucTts MERCHANDISER 


“The NAHB convention gives us 
a chance to have our contractors 
see the new building materials 
and better ways to apply the exist- 
ing products we sell.” 


Builders Optimistic 

At the convention, home build- 
ers generally were optimistic 
about the 1954 business outlook. 

“There is no recession talk in 
the home building industry,” said 
Emanuel M. Spiegel, NAHB pres- 
ident. 

A survey of 273 builders by 
NAHB, just before the show be- 
gan, found 159, or 58%, expecting 
to build more homes this year, 53, 
or 19%, said they would produce 
about the same volume; and 61 or 
23%, said they would erect fewer 
homes in 1954 

Replies to the price question in- 
dicated a generally steady to 
slightly higher price trend fer 
1954. The survey showed that 60 
builders intend to build in a higher 
price range this year, and 71 plan 
to continue their 1953 price lines, 
while 42 said they would build 
lower priced homes. 


Expect Easier Financing 


_It was apparent at the conven- 
tion that builders were making 


their cheerful forecasts anticipat- 
ing lower down payments in the 
Presidents message to Congress. 
Government spokesmen were 
cagey, feeling it would be inappro- 
priate to make concrete statements 
prior to Eisenhower’s message. See 
page 9 for Eisenhower's program. 

Albert Cole, administrator for 
HHFA, for example, confined his 
remarks to a brief statement 
stressing the belief of the admin- 
istration in the importance of the 
home building industry to the na- 
tion’s economy. 

FHA Commissioner Guy Holly- 
day sketched in some details of the 
“new look” he is planning for his 
department. He stated that his 
staff is planning a series of field 
experiments to assist the small 
builder build more and better 
homes. Hollyday said, “we are sin- 
cerely interested in the smaller 
operator because 82% of the new 
homes are erected by contractors 
who build less than 20 homes each 
year.” 

Lumber deaters and local finan- 
cial groups will be asked to coop-' 
erate in carrying out the test pro- 
gram. Hollyday commented that he 
believes the lumber dealers know- 
how and prestige in his community 
can be vital in the field experi 
ments. 

The FHA head said he had rec 
ommended that down payments on 
used houses be placed on the same 


(continued on page 86) 
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RUBEROID £ 


¥ 


' JS 

e he Color-Styled Home idea is so logical it’s a wonder 
®, everyone hasn't been doing it. Yet two things had 
[4 to happen to bring it about. First came a growing 
 .demand from a color-conscious public for exterior 
%. color styling to match the advance of interior decora- 
. tion. Second, there had to be developed a complete 
line of roofing and siding shingles in decorator colors 
designed for a wide range of harmonious color com- 
binations. Ruberoid did it with Color-Grained As- 
bestos Siding and Asphalt Roof Shingles in decorator 

colors. 

There’s a gold mine in your warehouse, Mr. 
Ruberoid dealer . . . because all you have to do is 
get your Ruberoid samples out of the warehouse and 
onto your sales floor. Display the complete line. Sell 
complete color combinations. And here’s the tool 
that helps you turn the idea into sales. 


The RUBEROID Colorator 


Anyone can be a color expert with the Colorator. 
It ends color confusion . . . turns complicated color 


BUILDING PropuCcTS MERCHANDISER 


theory into simple terms, showing Ruberoid roofing 
and siding colors in pleasing combinations with sug- 
gested trim and accent colors. It not only dramatizes 
exterior color styling, it’s a practical, easy-to-use 
working tool . . . and sales tool. Ask your Ruberoid 
salesman for your Colorator . . . and put the Ruberoid 
Color-Styled Home idea to work now, 


Backed By National Advertising 


Millions of homeowner prospects will spark to the 
Color-Styled Home idea when they see Ruberoid’s 
full-color ads in the Saturday Evening Post, Better 
Homes & Gardens, and leading farm magazines. 
Backed by the Good Housekeeping Seal that means 
confidence in Ruberoid quality . . . and a complete 
arsenal of effective display and point-of-sale aids. You 
can’t miss cashing in on this natural merchandising 
opportunity if you do it (and yourself) justice. Ask 
your Ruberoid salesman to help you put together a 
real Color-Styled Home sales center. 


The Ruberoid Co., Dept. A, 500 Fifth Ave., New York 36, N. Y. 
Please send me my free copy of the Colorator. 


| | would like to see samples of the Rubercid Color-Styled 
Home mailing pieces and tie-in display materials. 


Have Ruberoid salesman call to discuss a sales promotion 
plan. 


Your Nome 
Company 
Address 


done State 
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R. G. “DICK” HUGHES, newly-elected NAHB 
president, has been a driving force behind 
home 
building industry successfully advocated to 


the housing legislation which the 


Congre 


basis as new homes. Following this 
suggestion a $6,000 used home 
would require but $300, compared 
to the present $1,200 down pay- 
ment 

T. B. King, deputy administra- 
tor, VA, confined his remarks to a 
plea for more builder interest in 
homes for low-income groups. Au- 
dience reaction was luke-warm and 
many builders commented that 
this policy might create “new 
slums.” 


Accent on Merchandising 

Faced by a tough year of sales 
competition the builders turned 
much of their attention to perking 
up their sales programs for 1954. 

In lively sessions, expert after 
expert warned builders that this 
will be a good year only if builders 
are “progressive and 
minded,” 


sales- 


Fritz Burns, NAHB past-presi- 


New Products . . . and Better Application Methods Drew 


es 


DEALERS with their contractor customers as guests were 
Petri, secretary-director 
Morgan Co., shows a new flush door to dealer James 


numerous. Left to right: Clarence C 
of sales 
M. Brown, J. C. Ames Lumber Co., 


Bengston, both of Streator, Ill 
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GUY HOLLYDAY, FHA head, 
announced a new field pro- 
gram to stimulate business 
for small home builders work- 
ing as a team with local lum- 
ber dealers. 


dent, said that people will buy 
homes this year “to the extent that 
we are willing to tell them and 
show them what we have.” 

In Burns’ opinion, there are 
three “commandments” for selling 
homes: 

1. Make sure the customer has 
the necessary information about 
the home, but don’t burden him 
down with technical details—par- 
ticularly about financing. 

2. Be sure the home to be sold is 
ready to be shown. Don’t exhibit a 
dirty or sloppy home, with doors 
and windows that don’t work. 

3. Be kind to the salesman in the 
building field. “They’re the only 
ones in the organization who bring 
the money in,” said Burns. 

The builders all agreed that 
more advertising, better customer 
relations and constantly-changing 
and improving design would be 


Se 


MM 


Sieg 


contractor 


E. M. SPIEGEL, retiring NAHB 
president, left, congratulates Sen. 
John J. Sparkman, who said, “I 
can’t conceive of Congress giving 
credit aid for homes without con- 
trolling interest rates.” 


essential to a good selling year. 

Executives of Crawford Homes, 
Baton Rouge, La., ticked-off six 
ideas for staging an open house: 

1. Provide ample parking space. 

2. Make some provision for a 
play area for the children who ac- 
company the adults visiting the 
tome. The distraction of children 
can kill a sale. 

3. Display as many floor plans 
and exterior finishes as possible. 

4. Completely decorate the home 
in‘erior. 

5. Fix-up the home on the out- 
side as well. 

6. Use hostesses to show people 
through. 


Products on Parade 

New products that give a home 
greater comfort were widely dis- 
played at the NAHB convention. 
There were more than 40 exhibits 


Crowds 


a Yt 


BS 
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PLYWOOD’S newest product interested these dealer- 
visitors. Left to right: George Ede, con- 
tractor, John Ritchie, Douglas Fir Plywood Assn., Leo 
and contractor Gustaf V. D. Brown, contractor and their host, C. C. 


Kamerer, 


president, Parker Lumber Co., Findlay, Ohio. 
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ROOF DECKS will be cheaper with a new 3-in-1 material 
that serves as roof sheathing, roof insulation and a pre- 


finished interior ceiling for the popular exposed beam 
construction 


FAST INSTALLATION was the sales appeal of this new 
garage door. The unit can be installed in less than 10 min- 
utes by do-it-yourself customers. 


promoting air conditioning equip- 
ment, ranging from portable, plug- 
in units to complete central sys- 
tems. Low cost comfort in the form 
of ventilating fans was much in 
evidence. One manufacturer of 
fered a combination attic fan and 
disappearing stairway in just one, 
easy to install unit. 

Built-in ideas were popular at 
the show. A model kitchen in- 
cluded a built-in ironing board, a 
hideaway cart that can do triple 
duty as a laundry cart, extra coun- 
ter top and food server and a built- 
in rack was provided for freshly 
ironed clothing. 

For the first time at a NAHB 
convention a score of leading 
trade associations, manufacturers 
and distributors in the lumber and 
millwork fields occupied contigu- 
ous space at the Sherman hotel. 
About 30 exhibits featured wood 
and wood products. 

Structural materials included a 
new type of modular window wall 
construction. The window units 
are double glazed and delivered 


TYPICAL DEMONSTRATION.» 
Above roof trusses are shown that 
are strong, permit greater flexibil 
ity in the floor plan. Interiors are 
finished with big panels before par- 
titions are installed. 


BUILDING Propucts MERCHANDISER 


packaged to the site. The units 
lock together and are load-bearing. 


Still another window which in- 
terested builders was large floor 
to ceiling sliding panels, originally 
developed for use on the west 
coast. Increased production and 
new designs which have resulted 
in lower prices are encouraging 
contractors to consider favorably 
this development. 

Wood, steel and aluminum win- 
dow designs seemed cleaner and 
more attractive to most observers. 
Many well-known manufacturers 
displayed jalousie and awning 
type windows, for the first time. 

A new 3-in-1 roof deck material 
stopped many visitors. Produced 
by a manufacturer of insulation 
boards, the product serves as roof 
sheathing, roof insulation and the 
pre-finished interior ceiling for 
exposed beam construction with 
flat or low pitched roofs. 

Another crowd-stopper was a 
one-unit fireplace that even in- 
cluded the chimney for about 


TAPING MACHINES for dry wall were 
exhibited that applied “mudded” tape 
directly to the joint. Overhead sanders 
were also demonstrated. 


$200. Claimed to be cheaper than 
the usual bricked-up types the unit 
installs easily even on wood floors 
and needs no clearance because the 
clearance is built-in, 

Honeycomb sandwich core mate- 
rial for use as partitions, walls, 
roofing, furniture and floors cre- 
ated much comment. 


After looking at the product dis- 
plays builders studied improved 
construction methods during a ser- 
ies of how-to-do-it-better demon- 
strations during the convention. 
The demonstrations covered the 
best uses of dry wall finishing ma- 
terials, tilt-up walls, ceramic tile 
application by the new adhesive 
method, storage walls, copper tub- 
ing, kitchen cabinets and others. 

Texas builder R. C. “Dick” 
Hughes, was elected president of 
the association. Hughes, who 
makes his headquarters in Pampa, 
has pioneered in new construction 
techniques and in the introduction 
of air conditioning for low-cost 
homes. 


INSULATION BOARD shingle-backer 
for use with either wood shakes or 
asbestos cement shingles was fully 
explained. Grooved nails permit instal 
lation over fiber board sheathing with 
out furring strips 


87 





NOT 2, 


NOT 4, BUT 


wheels per door! 


fo: G 
Pz 


as hee 


Sliding , 
doors operate "NG 
more smoothly if 

you insist upon hard- 
ware with a pair of 4-wheel 
hangers. Eight wheels per door 
that’s Kennatrack! 


Kennatrac 


SLIDING DOOR 
HAR DWAR E 


o~ 


Secret of quick, 
trouble-free slid- 
ing door installa- 
tions is selecting the 
right type of hard- 
ware. SEND FOR 
FREE COPY of 
the KENNATRACK ‘“‘Buyer’s 
Guide.’’ A book that takes the 
guesswork out of sliding door in- 
stallations! Kennatrack Corpor- 
ation, Elkhart, Indiana. 
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PAINT TESTING RACKS give the Pinellas Lumber Co. salesmen some good 


selling points. 


Testing Rack Spurs Paint Sales 


Colorful paint testing rack at the Pinellas Lumber 
Co., St. Petersburg, Fla., is also an eye-catching advertising 


medium. 


A 75-foot, outdoor paint testing 
rack at the Pinellas Lumber Co., 
St. Petersburg, Fla., has given the 
firm “an ever increasing number of 
paint purchasing customers,” says 
W. H. Goodwin, paint and hard- 
ware division manager. Located in 
the firm’s parking lot opposite a 
heavily traveled street, the rack 
also serves as an excelient adver- 
tising medium. 

“Each of the four racks provides 
space for about 50 painted slats of 
wood. After 120 days on the test- 
ing racks, there is no question 
about how long an outside paint 
will last in our climate,” says 
Goodwin. 


“Our testing racks give us accu- 
rate selling knowledge about every 
type and color of outside paint 
that we carry on our shelves,” he 
says. “We can give customers re- 
ports on color retention; mildew 
preventiveness, checking, blister- 
ing or chalking. 

“Paint departments cannot af- 
ford to give customers incorrect 
information. Doing so only means 
disappointed customers and it may 
put you in the hole for a free paint 
job just to save goodwill.” 

“Our paint testing racks,” adds 
Goodwin, “help prove to customers 
that we are taking great pains for 
their benefit. That’s why the racks 
are kept neat and attractive in the 


parking lot where customers can 
see them. Aided by well-placed 
newspaper publicity, our testing 
system has given our customers 
complete confidence in our sales- 
men and our paint merchandise.” 

The firm’s rack was built with 
lumber and pipe taken from stock. 
The platform is 16-feet high and 
allows easy access for changing of 
slats. Each (5 x 8’) rack is at- 
tached to a horizontal pipe on 
which it pivots freely so its posi- 
tion against the sun can be ad- 
justed. The paint slats are slipped 
in under hinged flaps on the top of 
the racks. 





Dealer Pointer 


D HEATING SEpy Ces 


UNION PIER 


LUW BERSUPPLYa | ES. 
TELEPHONE | a 





. 


FOUR-COLOR BILLBOARD on U. S. 
20, the heaviest-traveled highway in 
northern Indiana, draws the attention 
of motorists to the “complete plumb- 
ing and heating services” offered by 
the Union Pier (Mich.) Lumber and 
Supply Co. 
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This is an illustration of Protective Hard-Edge cuts handling-dam- 
an actual gypsum wallboard age! Reduces your profit drain and builder 
test. It shows what happens _ replacement costs resulting from damaged 
whenapieceofGold Bond wallboard edges. Exclusive Hard-Edge is 


Hard-Edge is smashed into ~ standard on all Gold Bond 
" cae 
a piece of ordinary produc- >=, Gypsum Wallboard ... yet 
tion run wallboard...the Hard-Edge is merely = weighs no more and costs 
dented while the ordinary wallboard crum- no more than other gyp- 
bles and gives way under the impact. - ~| sum wallboards. 


ca Sa <> x EN 5 
[— = EF oi Gold Bond 


Lath Insulation Rock Paint Acoustical Asbestos 
& Plaster Board Wool Products Products Cement 


Products Products Products Products t h e | i n e t h Ps | t : by 





easiest to sell 


NATIONAL GYPSUM COMPANY + BUFFALO 2, NEW YORK 
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Open the way to greater sales . . . added profits. Sell BILCO Celladoors — 
America’s fastest growing building product. Cash in on the consumer appeal 
— and demand — of this all-metal, weather-proof outside hatchway. Builders 
too, recognize it as their most powerful selling feature for new homes. 


NATIONALLY 
ADVERTISED 
Consistent national advertising 
sells your customers. Investigate 
Bilco’s customer inquiry service. 





STORAGE! 


BILCO doors are compactly 
packaged for easy handling. 


SOLD ONLY THROUGH RECOGNIZED 
BUILDING MATERIAL DEALERS 




















- 7 

|THE BILCO CO. 193 HaLLocK AVE, NEW HAVEN, CONN. | OC ® 

Please help me start cashing-in on Bilco Celladoors: ; ) 

©) send me complete literature [) send me display information : 

(CD send me customer inquiries () send me mat selection sheet ' ' 3  ? 

| NAME mashnatiaiabisin } 

! ' 1 

| ADORESS oecrpegeecesorscese —s oes _ See ce coccenneceneososecssebese i ¢ E L L A B) ‘e) ‘@) R 
| ory evmpumnnbtinpuanaseensenens ZONE. 0:00 STATE 10c0.00000000 | 
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NOW...an automatie way for color 


to increase your interior paint sales 


DEVOE Becasnatic. docs tC ! 


... With less than *400 investment complete 


Here’s hows 


1. Self-service wall and trim color selection 
for your customers 


e Easy to choose with exclusive Decor-matie dial 
e Saves 75% of your selling time 


5. Get top-quality One-Coat Velour in every can 


e Easy to apply e Quick drying flat wall enamel 
e Tough alkyd base e Scrubbable e Odorless 
e Also available in Gloss and Semi-Gloss 





Only 18 colors get you 180 


e 18 “most-wanted” bases 

e Only 20 “one-shot tube” colors 
e No extra tinting base whites 

e No extra tinting base grays 


Carry low, flexible inventory... 
get 5-time turnover 

e More space for you 

e More profitable for you 





You sell real color beauty 
e Colors proved right in survey of 
300,000 women 


e You mix color to color for soft, subtle tones 
e Deep tones are lovely...more livable 


Hard-hitting sales support 

e Ultra-modern point-of-purchase chip rack 
e Free to qualifying dealers 

e National advertising 

e Sales-producing promotional material 





Easy to mix 


e No extra containers needed 
e No partially filled cans 


e Sell colors in cans...as is 





BUILDID 
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Increase your paint sales 


More and more paint is being sold to brighten 
homes with the magic of color. Open your door to 
more paint sales .. . more paint profits. Write for 
detailed information about this low inventory — 
fast-turnover — most practical color system. 


Devoe & Raynolds Company, Ine. 


787 First Avenue 


--------------4 


i) 


New York 17, N. Y- 


Devoe & Raynolds Company, Inc., 


Dept. AL-2 
787 First Avenue, New York 17, 


N. Y. 


Gentlemen: I am interested iu learning more about the 
Decor-matic paint color system, Please rush my free 
copy of “A New Formula for Profitable Paint Sales.” 


Name 





Firm 





Address 








( ity fe: 
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Your Perpetual Inventory Can Be as Easy as ABC 


Read how three wooden file boxes, a stack of 5x8 cards and 30 minutes a day add up 
to an excellent system at Frey Brothers Lumber Co., Michigan City, Ind. 


Starting and maintaining a per- 
petual inventory system for a re- 
tail lumber yard can be as easy as 
A-B-C, according to officials of the 
Frey Brothers Lumber Co., Michi- 
gan City, Ind. 

“Naturally, the system takes 
time to establish but the procedure 
is easy,” says Dick Criswell, per- 
petual inventory manager. Once 
the system is established, it takes 
only a few minutes a day to main- 
tain. It gives employes fingertip 
knowledge of what’s in stock, 
quantity on hand; buying price 
and selling price. 

These are the elements of the 
system: 1. Three wooden file 
boxes; each about 12” long, 8%” 
wide and 5” deep. The boxes are 
divided with index tabs into about 
50 product classifications. 2. A 
stack of 5 x 8” cards. Each card is 
ruled off into nine columns. 3. 
About 30 minutes a day to main- 
tain the system. 


Here’s How System Works: 





1. PERPETUAL INVENTORY SYSTEM is contained in three wooden boxes on 
Dick Criswell’s desk at the Frey Brothers Lumber Co. 





4x 8 PLASTERBOARD 


























SOLD 1951 2000 

All the information is trans- 1952 2500 
ferred to a new set of cards dur- ] ON SOLD [SLG., 
ing the annual inventory. New COST | RECEIVED DISBURSED | HAND | AHEAD | PRIC! 
product cards are added when new “ORSP | 500 | 332229 438 1. 92 
lines or products are ordered eget ay i _| 
throughout the year. Each prod- Sa — 
uct card contains this informa- 


tion: 1. Name of the product and 
total quantity sold in the past two 
years. (NOTE: Above information 
is printed at the top of the card; 
following information is typed in 
separate columns across the card). 
2. Date when material was ordered. 
8. The purchase order number. 4. 
The name of the supplier. 5. The 
dealer’s cost which is in a simple 
letter code rather than in figures 
because customers occasionally see 
the cards. 6. The quantity received. 
7. Amount disbursed in separate 
sales. (Date of sale is not listed 
because invoices carry this infor- 
mation). 8. Amount on hand, 9. 
Amount sold ahead; that is, the 
quantity of the incoming material 
that is sold before it’s actually in 
stock. 10. The selling price, which 
is written in figures. 


Easy-to-Use System 


The 5x8” product cards are filed 
in the boxes under the appropriate 
classifications (which are listed 
in the accompanying box). Differ- 
ent types of plasterboard, for ex- 
ample, are filed alphabetically be- 


- : 6. 
hind the index card that says stock. 
“plasterboard.” ; 7. Unexplained shortages and outright theft are easy to detect. 
Because the index (guide) cards 8. Profit-and-loss can be estimated more quickly at the end of the year. 
state the name of the product, the 9. The drudgery of taking inventory is eliminated. 
system is extremely easy to use. 
92 (To obtain more data on advertised products see page 151) 


2. INVENTORY PRODUCT CARD is divided into nine columns. Name of product 
and quantity sold in past two years is noted on the top. 


When a customer comes in or calls 
in for a particular item, any office 
employe or salesman can go to the 
file boxes and get the necessary 
information instantly. The cards 
are re-filed by the perpetual in- 
ventory man to keep the system 
straight. 
Maintaining the System 

H. G. Babcock, the estimator, 
each morning hands the previous 
day’s invoices to Criswell, the per- 
petual inventory man. Criswell 
goes through the invoices and 
makes the necessary changes on 


the inventory file cards. When 
Criswell notices that supplies in 
any category are low, he makes out 
a written note containing the perti- 
nent facts on the item. Criswell 
hands this note to Ford Zook, the 
purchasing agent. 


When Zook orders materials, a 
copy of the purchase order goes to 
Criswell so he can note this infor- 
mation on his inventory cards. 
When material is received, Cris- 
well gets a copy of the shipping 
order (or a similar record of ma- 


(continued on page 96) 
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charge to meet competition. 


routine. 





Advantages of Perpetual Inventory 


You have all pertinent facts on your merchandise at your fingertips. 
The system avoids time-consuming walks to the warehouse. 

Telephone customers can be given complete information without delay. 
Knowing what you paid for a product, you know instantly what you can 


5. You are not caught short. Timely re-ordering becomes a matter of 


You avoid disappointing customers by selling more than you have in 
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SKIL 4-way combination 


of Portable and Bench Tools 
captures two major markets for you 


Drum Sander 


The Biggest Value in the Do-It-Yourself” 
Field: 1. World's Finest Portable Saw. 2. 
Bench Saw. 3. Drum Sander. 4. Shaping 
Unit... All for as little as $97.15. 


Sales volume tripled in nation-wide 90-day test— 
your assurance of a big sales opportunity in your 
store. Think of the value you can offer your cus- 
tomers—an all-around, all-purpose unit for every 
remodeling and home shop need for under $100! 


There are six SKIL Home Shop and Builders Saw 
models. 6”-7'4"-8%4" blade sizes. Priced from 
$43.95. 


SKIL Saw Tables From $33.95. Quickly converts 
SKIL Saw to tilting arbor table saw. Makes all 
cuts—bevels, miters, cross cuts, rips. Actually 
doubles use of saw. 


SKIL Sander and Shaper Kits from $19.25. Quickly 
converts SKIL Home Shop Saw Table into shaper 
and drum sander for all drum sanding, grooving, 
molding, shaping. 


22 Tools to Step Up Your Power Tool Profits! SKIL 
—the Biggest, Best- d Li f Is in tt 
SKIL Backs Your Sales Effort with the Biggest, Best-Accepted Line of Tools in the 


Home: Shop Field! You'll Never Miss a Sale Be- 
Year "Round Advertising in 1954! cause SKIL Gives You a Tool . . . in a Price Range 


; i , ter! 
SKIL is advertising in lead‘ng national magazines and supple- a 
ments including: Saturday Evening Post, Better Homes & 
Gardens, Popular Mechanics and The Family Handyman. 
These are biz space ads with plenty of ‘‘sell’’ on the SKIL four- 
way combination of portable and station;ry tools! 


HOME SHOP ¢ TOOLS 
Made only by SKIL Corporation, formerly SKILSAW, Inc. 


5033 Elston Avenue, Chicago 30, IMinois - 3601 Dundas Street West, Toronto 9, Ontario 
Factory Branches in All Leading Cities 


For Complete iInformation—Call Your SKIL 
Wholesaler or Send Coupon Below—Today! 


SKIL Corporation, Dept. AL-24 
5033 Elston Avenue, Chicago 30, Illinois 


Please send me complete information on the SKIL Four-Way Combi- 
nation of portable and bench tools and the SKIL Home Shop Line. 


Name. 


Street 


any 


BUILDING Propucts MERCHANDISER (To obtain more data on advertised products see page 151) 





‘ie 2 


LUMBER INVENTORY BOARD enables Ford Zook to see at a glance exactly what’s on hand. 


Easy Way to Take Lumber Inventory 


Here’s how an Indiana firm maintains a perpetual 
lumber inventory of every grade and species in 30 minutes 


a week. 


Using a large sheet of blueprint 
paper which is squared off like a 
checkerboard, officials at the Frey 
Brothers Lumber Co., Michigan 
City, Ind., maintain a _ piece-by- 
piece inventory of their lumber 
and it takes only 30 minutes a 
week 


Ford Zook, purchasing agent, 
explains the system like this: 


The sheets, measuring about 
3’x2'.", are produced in quantity 
on a blueprint machine. The left- 
hand side of each sheet contains 
a vertical column for description 
of the lumber, such as 2x4, 2x6, 
2x8, etc A horizontal column 
across the top of the sheet con- 
tains lengths, such as 8’, 10’, 12’, 
ete. Horizontal and vertical lines 
divide the sheet into separate 
squares for posting inventory in- 
formation on each type and length 
of lumber 

“We use the piece system in 
taking inventory because we be- 
lieve that the square and lineal 
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foot measurements are too cum- 
bersome,” says Zook. 
Inventory Takes 30 Minutes 
The lumber inventory is taken 
each week—normally during a 30- 
minute stroll through the yard. 


LENGTH 


When Zook is ready to take an 
inventory, he thumb-tacks a fresh 
sheet over his plywood backing- 
board. He writes in the date, puts 
the board under his arm, and 
starts his rounds of all the lumber 
storage areas. 

The fact that Frey Brothers 
stores lumber in strapped, pallet- 
ized packages makes inventory- 
taking a relatively easy job. Frey 

(continued on page 140) 
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z 200 























Individual Pieces Total on Hand 


(in black) {in red) 


On Order 


(in green) 


HOW THE INVENTORY BOARD WORKS is seen here in this cut-away section 
which shows how entries are made in each square 
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Do yout trucks lead 
double fe? 


If your trucks have a double function— 
operation on and off the highway—it will 
pay you to look into the big advantages 
offered by B Series Macks .. . the first com- 
pletely new line of heavy-duty trucks offered 
by any manufacturer since World War II. 


You'll find models—four or six-wheelers— 
specifically designed for versatile, depend- 
able performance on the roughest of excava- 
tion and construction sites, or in highway 
hauling. 


Here are some of the features that operators 
tell us they like about these great new Macks: 


Famous Mack truck engines, gasoline or diesel, 
that offer lower fuel costs and increased usable 
power. High-alloy steel frames—2'2 times 
stronger than carbon steel—and big strong 


Mack B-61S—six-wheel dump truck owned 
by The Turner Co. of Devon, Conn., 
distributors of washed sand and gravel, 
loam and fill. 


; Propucts MERCHANDISER 


axles give ample load ability. Wider front axles 
give better maneuverability. Ideal gear ratios 
meet all conditions. New Mack cab with 
“Unitized” structure and many improvements 
in comfort keeps drivers happy. 


WHEREVER YOU SEE TOUGH JOBS 
.-» THERE IS WHERE YOU SEE MACKS 
Mack Trucks, Empire State Building, New York 1, N. Y. 


Factory branches and distributors in all principal cities for 
service and parts. In Canada: Mack Trucks of Cangda, Ltd. 


WaT. 
Rot 7A-200) FALL » LOAM eit 
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PERPETUAL INVENTORY 


(begins on page 92) 


eee Qita-weal terial arrival) and notes the 
has 


changes in the “amount on hand” 
columns of the inventory cards. 
In an average day, it takes Cris- 
SI-VEL well only about 30 minutes to keep 
the perpetual inventory system 
(Patent appLico FoR) perfectly maintained. 


SPRINGS Some Items Not Included 


Criswell points out that some 
items—like nails and some hard- 
Here’s a new exclusive feature ware—are not kept in the per- 
for Zegers Dura-seal petual inventory system because it 
Combination Metal Weather- would be more trouble than it 
strip & Sash Balance! would be worth. The firm uses a 
Counterbalancing springs are separate inventory system for di- 
Si-Vel processed and coated mension and timbers. 
to eliminate all noises. “The perpetual inventory sys- 
A velvet-like finish, actually tem is a major help on millwork, 
baked on the galvanized steel paint, roofing and _ insulation,” 
springs, assures absolutely Criswell adds. “It pays off on these 
silent opening and closing of items alone. The system also is 
wood windows. It’s the most a valuable aid for management in 
important window equipment computing profit-and-loss at the 
development since the one- end of the year.” 
piece jamb member .. . (See page 94 for Frey Com- 
another Zegers “first’’! pany’s inventory system for lum- 
Get complete information on ber.) 
this remarkable innovation 
now! Builders, see your 
Lumber Dealer;—Lumber Perpetual Inventory 
Dealers, see your Sash and . 
Door Jobber or Millwork Classifications 
Manufacturer. 








Building Papers 
Cedar Closet Lining 
Cedar Posts 
Cement Products 
Brick, Flue tile, Lime 
Sewer pipe, Soil pipe 
Doors 
Comb. doors 
Garage doors & hardware 
Fence 
Ornamental 
Gypsum Products 
Insulation 


7 > P Insulation board products 
; Ladders 
: ‘= 


Lawn Seed 
Metal Products 
Metal lath & accessories 
Pu Metal ldings 
COMBINATION a: a 
METAL WEATHERSTRIP ¥} Atemines paint 
' oor & deck enamel 
SASH BALANCE ~~ , House paint, Interior paint 
Shellac, Stains, Varnish 
Waterproofing, Wood 
preservatives 
Ply wood 
Roofing & Siding 
Asbestos shingles 
Asphalt shingles 
. Metal roofing, Roll siding 
Slate roofing, Smooth roofing 
Wood shingles 
Screens 
Wallboards 
“eee 
arn sash, Casement sash 
ZEGERS INCORPORATED Cellar sash, D-H Windows 
Louvers, Sash balances 
*Partial list 
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THREE YEARS OF PLANNING went into 
& Ewing Lumber Co., Corpus Christi, Tex. The new store occupies 3,500 square 
feet of office-sales-display area. The entire store is air conditioned. 


New Store Serves Both Contractor 


SELF-SERVICE 


ISLANDS and wall displays cf plumbing supplies, electrical 


goods and small appliances are found in the “builder’s department store.” Twenty 
different types of materials, each identified by a 3x6 card, are displayed on the 


walls. 


and Handyman Customer.... 


The new Selby-Lankford & Ew- 
ing Lumber Co., Corpus Christi, 
Tex., was planned specifically to 
attract both homeowner and con- 
tractor as well as the do-it-your- 
self customer and drop-in market. 

D. E. Ewing, T. W. Lankford and 
T. H. Selby envisioned the possi- 
bilities of a modern merchandising 
lumberyard and believe they have 
them in the recently opened “build- 
er’s department store.” It contains 
many features unique in their 
area: a refreshment bar, contrac- 
tor’s consultation room, large dis- 
play area and complete home-plan- 
ning center. 

Through its repair and remodel- 
ing department, the company pro- 
motes small contractor, carpenter 
and painter business by acting as 
go-between with the homeowner. 


BUILDING Propucts MERCHANDISER 


“Our business is about equally 
divided between homeowners, 
small contractors, large contractor 
customers and speculative busi- 
ness,” says Lankford. “In other 
words, we go after both markets, 
feeling that neither can completely 
replace the other.” 

The off-street parking area, yard 
and alleyways are all paved. Ad- 
joining the store is a double-deck 
warehouse. The sepzrate contract- 
ing und building department han- 
dles large contractor business, real 
estate sales and prospective home 
buyers. Help with plan selection, 
site acquisition, construction and 
financing are offered home pros- 
pects in addition to the firm’s sub- 
division development and commer- 
cial construction. 








WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” fer 
service. With many long-established mill con- 
tacts, knowledge of mill's specialties, resources, 
manufacturing and shipping facilities and o 
thereugh understanding of ovyer's require- 
ments, the leading Western Wholesalers below 
con help you take the worry out of your lum- 
ber buying. Tell them your needs. Let them 
supply your complete requirements. 





Morrill & Sturgeon 


Lumber Co. oe 
YEON BLDG. PORTLAND, ORE. 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 
Wind 


moRrsTuRG 
oe 











VAN VALER LUMBER COMPANY 
Radio Central Bidg., Spekane 4, Wash. 
Phone: TEmple 1092 


WESTERN WOODS, INC. 
715 Spekane & Eastern Bidg., Spekene, Wash. 
WHOLESALERS — ALL W.P.A. SPECIES 
Riverside 7149 TWX: SP-104 








CONIFER LUMBER SALES 


Distributors of West Coast 
Coniferous Tree Products 


P. O. BOX 385, TOWN & COUNTRY STATION 
SACRAMENTO, CALIFORNIA 
TWX $C270 PHONE !Vanhoe 9-7655 


Carl E. Soderberg Lbr. Co., Inc. 
1120 Old Net Bk. Bldg. Spokane 8, Wash. 


PINE SPECIALISTS 
Temple 1448 Teletype SP-175 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephene: AT 6591 Teletype: PDST2 











Duncan Lumber Co., Inc. 
818 Securities Bidg., Seattle 1, Wash. 
Specializing in Fir Gutter, all sizes and patterns 
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FINANCING FARM BUILDING improvements was discussed during the 
course. Members of the panel were, left to right, Deane G. Carter, Depart- 
ment of Agricultural Engineering; G. H. Reuss, Farmer’s Home Administra- 
tion, Champaign; L. E. Hatch, National Farm Loan Association, Champaign, 
and L. J. Norton, Department of Agricultural Economics, University of Illinois, 
who !tllustrated farm income on the black board. 


INTERESTED DEALERS after the class 
discussions take up their particular prob- 
lems with the instructor during the short 
course. In the photo, two dealers wait 
their turns while another talks with J. T. 
Clayton, agricultural engineer. 


Dealers Must Know Farmers Changing Needs 


Dealers told how to get more of the farmer’s dollar 
with new construction methods, remodeling advice, cost and 


financing aids. 
First in a Series 


“The farmer can determine 
what is needed in the way of sizes, 
capacities and types of buildings 
to fit his program .. . the dealer, 
salesman or builder is in the best 
position to complete the planning 
job, quote prices and sell the 
structures or materials that are 
most suitable.” 

This message to dealers by 
Deane G. Carter, Department of 
Agricultural Engineering, College 
of Agriculture, University of Illi- 
nois, kicked-off the three-day 
Farm Structures Short Course, 
January 12-15, at the university in 
Urbana, sponsored by the Division 
of University Extension and the 
Illinois Lumber and Material 
Dealers Association. 

“The sales and service phase 
can be done better if dealers are 
aware of farmers’ problems; if 
they understand production needs; 
if they know planning trends and 
if they fit their products into the 
farming needs,” Carter pointed 
out. “It is quite evident that the 
building picture is changing 
throughout the commercial farm- 
ing areas of the country.” 

The short course afforded 41 
dealers enrolled an opportunity to 
learn about and see new construc- 
tion methods in farm buildings. 
Remodeling, clear span _ trusses, 
applying steel and aluminum, us- 
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ing timber connectors, pole frames, 
laminated arches, cost reduction 
and yard fabrication were pre- 
sented. Building cribs and bins, 
planning production buildings for 
cattle feeding, hogs, dairying, 
poultry and machine storage com- 
pleted the program. 

It was the seventh such course 
for lumber and building material 
dealers in recent years, said J. D. 
McCarthy, secretary, ILMDA. R. 
K. Newton was conference super- 
visor for the Division of Univer- 
sity Extension. The 1954 program 
was made up of new material and 
late recommendations of interest 
to dealers. 

Cost and Financing 

Classes were conducted by the 
farm structures staff of the agri- 
cultural engineering department. 
Outside speakers augmented the 
faculty to discuss cost and financ- 
ing of farm building. 

“The present rate of spending 
for farm buildings, including 
farmhouse improvements, is bet- 





Plans Available 
Further information on plans 
and detailed application of prod- 
ucts mentioned in this and suc- 
ceeding articles are available. 
Write American Lumberman, 
139 N. Clark St., Chicago 2, IIL, 
for information on the latest 
data on the frame structures re- 
ported in this series. 











ter than $2 billion a year,” pointed 
out Deane Carter, who was the 
moderator and member of the fi- 
nancing farm building improve- 
ments panel under the cost and 
financing class session. He cited 
these current striking trends in 
farm building: 

1. Dairy housing that conforms 
to grade A requirements. 

2. Loose housing, elevated stalls, 
pipe line milkers and paved yards. 

3. Open beef cattle sheds with 
paved yards; fence-like bunks and 
mechanical handling of feed and 
forage. 

4. Gradual disappearance of the 
ear corn crib on larger farms and 
the increase of field shelling, arti- 
ficial drying, and tight-bin stor- 
age. 

A concrete foundation, pole 
barn and milking parlor costs 
about $10,000, which makes it a 
very profitable sale for the lum- 
beryard, pointed out L. E. Hatch, 
National Farm Loan Association, 
Champaign, Ill., in his panel re- 
marks. Hatch said his organiza- 
tion is allowed to lend farmers 
65% of their farm’s appraised ag- 
ricultural value. 

“We feel we'll be making more 
loans in 1954,” Hatch said. “One 
building job sold by a lumberyard 
often convinces a neighbor farmer 
he’s been in need of new buildings, 
too.” He said all loans are made 
on a case basis of the farmer’s 
own situation. 

“The bulk of farm construction 
is financed out of current income,” 
stated L. J. Norton, Agricultural 
Economics department, UI, in his 

(continued on page 100) 
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YOUR CUSTOMERS will read about how to 
build a Playbar with Conolite in the January 
issue of Mechanix Illustrated and will see 
the full-page Conolite advertisement in the 
March issue. As interest mounts, be ready to 
sell them Conolite by the yard! 
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THE NEW PLASTIC LAMINATE 


FOR A HUNDRED HOME USES 


Anyone can cover tables, counters, sink tops, window sills or wall 


SELLING AIDS 
panels with Conolite and be sure of beautiful results every time. AVAILABLE TO YOU 


This hard-surface laminated plastic goes on easily without special teenth ok Aidit 
est to understand book 
tools and bonds to wood, metal, press board or plaster surfaces with — 


written... how 


: ° oe . | to 
a lasting grip. You can offer your customers an exciting variety of Attrective felder hes apply 
actual samples and 


; , ' CONO 
colors and patterns, including wood grains. For all of its special  ‘4ee* for se... oe 


SURF AC WG 


“a 
features and convenience, Conolite still sells for a sensationally low gamer 
price. Don’t send customers away disappointed when-they come to 


you for Conolite — look into this new decorative laminate NOW! 


FACTS ABOUT CONOLITE: 


® Conolite is easy to clean, dent-proof, flexible 
enough to form curves and coves. 


® Full-resistant to boiling water, acids, grease, 
alcohol, temperatures up to 350°F. 
® Comes rolled in a choice of several colors, 


widths and any desired length io eliminate 
extra seams. 


Send a post card today for full details 


CONTINENTAL, CAN COMPANY 


CONOLITE DEPARTMENT 
16th AND LOCUST STREETS, WILMINGTON 99, 


Compact display has handy sample squares for 
customer's inspection ...extra samples are 
included in @ protected compartment. 


DELAWARE SPACE ON BOOKLETS FOR YOUR IMPRINT 
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FARM STRUCTURES 


(begins on page 98) 


part of the panel. He cited figures 
over an 18-year period to show 
sales of farm products totaled 
$31.4 billion. 

“If your sales to farmers paced 
this figure, that would be some- 
thing,” Norton told the dealers. 


Dealer Sales 6.2% 
“Your (dealer) figure of sales 


to match this was 6.2%,” he said, 
and pointed out there are 5% mil- 
lion farm families today, giving 
the sales potential 
materials. 

“FHA loans are made strictly 


for building 


for farm buildings; some are made 
for homes but not many,” stated 
G. H. Reuss, Farmer’s Home Ad- 
ministration, Champaign, the 
fourth member of the panel. 

“We have watched carefully to 
see whether the farmer could be 
a part of the do-it-yourself trend 
because we actually could require 
a contractor on the job. But we 
have been well satisfied with the 
farmer’s own building ability,” he 
declared. 

“We wondered where the farmer 
got his advance planning and 
found out it was from his local 
lumberyard,” Reuss continued, 
“but if you dealers have any an- 
tiquated farm plans, go home to 





Ownership and operation of 
its own mills gives BATE the 


opportunity to control at every 


step of production — from 


timber harvesting to final delivery 


PONDEROSA PINE 
DOUGLAS FIR 
SPRUCE 
YELLOW PINE 

/ 


BATE 


— the high quality that has 
built the BATE reputation. 


That quality is matched by the service 

and dependability offered by the nation- 
wide BATE system of mills, offices and 
distributing yards. Whatever your requirements. 
you can be sure if you order BATE. 


— 
- 
a 


ao 7” MEMBERS 
th WPA - SPA+- WCLA 


~ 


~ 
~ 
— 
~ 


J). HERBERT BATE CO., INC. 
30 Church St., New York 8, N. Y., WOrth 4-6363 
1215 Public Service Bidg., Portland, Oregon 
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your yards and throw them away! 

He said the FHA is concentrat- 
ing mostly on farm remodeling 
and modernization of farm build- 
ings today. Conversion to Grade A 
loans have been the type which 
have made the greatest contribu- 
tion to farm improvement. Most 
FHA loans are 15-year, followed 
by 10 and then 20-year payments ; 
they are amortized annually on the 
farmer’s total debt picture. 

“The farmer wants better farm 
service buildings,” Reuss pointed 
out. Part-time rural residents 
(week-end farmers) are the weak 
link in the field of mortgage— 
lending—building. This group was 
called the “no man’s land” with 
FHA. 

The total registration at the 
Farm Structures Short Course, 
University of Illinois, January 12- 
15, reached 61. Of this number, 41 
are associated with the retail lum- 
ber business. This was considered 
an excellent number of dealers 
and yard employes eager to obtain 
latest available information on 
new methods and products which 
can be sold and passed on to the 
farmer customer. 


Unless otherwise specified, all yard 
locations mentioned below are in Illi- 
nois. The following were the lumber- 
men in attendance at the short course: 

Arthur E. Bach, Thompson Lumber 
Co., Champaign; W. K. Baumgart, 
Baumgart Lumber & Coal Co., Bloom- 
ington; H. A. Bonges, Jr., Wallace 
Grain & Supply Co., Ottawa; Robert 
Cheatham, J. H. Patterson Co., Frank- 
lin Grove; Leonard R. Cole, Hazen & 
Franks, Inc., Philo; Lee Dobbs, Yakle 
Lumber Yard, Timewell; Herbert G. 
Faber, Sanford & Zartman Lumber 
Co., Freeport; L. H. Franks, Hazen & 
Franks Builders Supply, Inc., Tolono; 
E. J. Grene, J. H. Patterson Co., Free- 
port; 

Douglas E. Hager, Henry Hager 
Lumber Co., Gibson City; Glenn Har- 
grave, Shurtleff & Co., Elgin; Thomas 
Highland, City Lumber & Supply Co., 
Rockford; Fred E. Hummel, Aes 
& Co.; Wasco; Donald L. Hunter and 
Robert Hunter, Hunter Lumber & Coal 
Co., Royal; Chris Johansen, Staley 
Lumber Co., Champaign; R. H. Kimes, 
H. A. Hillmer Co., Freeport; Kalvin 
Koski, Alexander Lumber Co., Aurora; 
James M. Kracht, J. H. Patterson Co., 
Freeport; 

Darold Lemmons, C. A. Dawson & 
Co., Franklin; Louis Meier, Hunter 
Lumber & Coal Co., Royal; Adam 
Metzger, Mathis Lumber Co., Morton; 
Paul Netemeyer, Aviston Lumber & 
Material Co., Aviston; Robert Peine, 
Peine Grain Co., Minier; Tom Perkins, 
A. W. Perkins Lumber Co., Gardner; 
Ralph Pugh, Harlan E. Moore & Ceo., 
Champaign; Benton Purgett, Peoples 
Coal & Lumber, Watseka; 

Eugene Ripperda, Aviston Lumber 
& Material Co., Aviston; Warren 
Schwulst, Schwulst Lumber & Coal 
Co., Bloomington; Carl Sinn, Stock- 
land Lumber Co., Stockland; Wesley 
Smith, Viemont Lumber Co., Mack- 
inaw; Thomas L. Sullan, Monticello 
Lumber Co., Monticello; O. A. Ullman, 
Alhambra Lumber Co., Alhambra; J. 

Continued on page 140 
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6 timely tins 


for plus 
profits! 





HERE’S WHY YOU'LL PROFIT MORE 
WITH MASONITE PRESDWOOD: 


e A top-quality brand name your customers know. 


eA natural “leader” item that leads to sales of 
many related items. 


e 33 types and thicknesses for money-saving pool 
car orders. 


e Consistent advertising and sales promotion helps 
that “pre-sell”” your prospects. 


e Continuing research that brings better products! 


*"Peg-Board” Reg. U. S. Pot. Off, b. B. Butler Mig. Co., Inc. 
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Inside 

and out... 
MASONITE 
PRESDWOOD 


builds 


repeat sales 


on one 


3 POPULAR EXTERIOR 
USES FOR PRESDWOOD* 


Siding. Buiiders everywhere are using low-cost, up- 
quick Masonite Siding. Tempered Presdwood with 
batten strips offers economical vertical siding. 
Carport, Breezeway Walls. Woven strips of Tem- 
pered Presdwood or Masonite Siding... practical! 
Exterior Ceilings, Soffits— Masonite Peg-Board* 
panels for ventilated soffits. For porch, carport and 
breezeway ceilings... Panelwood or Presdwood. 





PROMOTE PRESDWOOD FOR 
3 FAVORITE INTERIOR USES: 


“Working Walls.” Masonite Peg-Board* panels and 
over 60 fixtures, easy to change without tools. 
Built-ins. Presdwood products are ideal for cabinets, 
wardrobes, shelves, partitions, valances, etc. 


Recreation Rooms. Walls of Standard or Tem- 
pered Presdwood, Leatherwood®, Panelwood ceil- 
ings. Duolux® for valances, cornices, etc. 


NATURALLY STRONGER WITH LIGNIN 


MASONITE 


CORPORATION 


Dept. AL-28, Bex 777, Chicago 90, Illinois 


an Please tell me more about the profits in Presdwood. 
(] Please send me, free, a “Dial-it-Right.” 


ae 


‘ 


Y 
] “Masonite” signifies that Masonite Corporation is the source of the product 


(To obtain more data on advertised products see page 151) 
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THREE IMPORTANT TOOLS are shown in this picture: the 12” tilting arbor 
saw is shown in operation; also the scroll saw with a 14” drill press in the 


foreground 


How Labor - Saving Tools Pay Off 


Here are some facts and figures which show how 


much it costs to run each machine in this shop. 


By KENNETH BAYLIS 


The Franklin Square Lumber Company 
Franklin Square, Long Island, N. Y. 


Custom millwork is a feeder for 
other lumber business for our yard. 
We maintain a lumber stock of 
three-quarters of a million feet, 
worth something over $120,000. We 
try to make a small profit on the 
millwork we do, and have a better 
chance of it than the average shop, 
because we buy our lumber in large 
quantities for the yard. 

Hand carpenter work is so ex- 
pensive these days that it makes 
much cabinet work on the job pro- 
hibitive. It is better and more eco- 
nomical to secure higher quality 
work from a custom shop like ours, 
which is better equipped to turn it 
out at a reasonable cost. 

We maintain no salesmen; the 
quality of our work draws repeat 
business that keeps us steadily em- 
ployed through the years. In our 
foreman’s language, there is no 
such word as “good-enough"”; a 
thing has to be right. By showing 
our men how to do the job right, 
and by the fact that we never ask 
an employe to do what we cannot 
do ourselves, we keep the men’s 
good will. 
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The good spirit of our men is 
shown in the way they welcome the 
use of labor-saving tools, when our 
management discovers a way of 
saving time, or cutting the cost, 
or saving the backs of the men. The 
men know their jobs are secure, so 
they have no reason to oppose a 
labor-saving tool that will make 
the work go through the shop fast- 
er. 

In this neighborhood, younger 
men who can hold a hammer go 
out into the field and make $2.50 
an hour as carpenters; so for our 
millwork shop, which operates on 
a close margin in our line of busi- 
nes, our lumber yard depends up- 
on men who have had many years 
of experience. 


Of the nine men in our shop, sev- 
en are over 65 years of age. The 
foreman, the liveliest man in the 
shop, is past 77 and can out-work 
any man in the yard. He has been 
associated with members of our 
firm for 40 years. He started to 
work when he was 12 years old; 
his grandfather and his father were 
millworkers before him. During 
the first World War, he worked in 
the Brooklyn Navy Yard, but this 
job is only the fourth job he has 
held. 


February &, 


COST OF OPERATING this 8” joint 
er per year (750 hours use) totaled 
$1.84 per hour of which $1.75 was 
labor cost per hour. 


THIS BAND SAW has worked per- 
fectly without any repairs whatever, 
since it was installed 10 years ago. 
It is used one hour daily. Machine 
cost per hour (250 hours use) is 14¢ 
Labor cost per hour, $1.75. 


Our policy, especially with work- 
ers no longer young, is to equip 
every man with every labor-saving 
tool that he needs to do his work 
more easily, as well as more eco- 
nomically. We save their backs as 
well as their time and our money. 

We find journeymen aren’t pro- 
gressive or money-makers them- 
selves when they have tried to be 
in business for themselves, but they 
gladly take our labor-saving sug- 
gestions and use them to good ad- 
vantage. One of our best workers 
left a wagon-building shop in town 
because the owner wouldn’t supply 
the proper tools to make the work 
easier. He joined us and learned the 
millwork trade under our experi- 
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THIS 77-YEAR-OLD FOREMAN can 
outwork any man in the shop. Seven 
of nine men in the shop are over 65. 


enced foreman, and here has the 
labor-saving tools he needs. 

In our millworking shop, we have 
established good working condi- 
tions. The shop is insulated and 
well ventilated in summer; heat is 
piped into the shop to keep it at a 
steady 68° in winter. An excellent 
two-way loud speaker system en- 
ables us to talk to the men on the 
job or anywhere in the yard, with 
a minimum loss of time. We haven't 
had to lay off a man in 18 years, 
because our men are steady work- 
ers when we have the work to do, 
and our business has been growing. 

The average wage rate for our 
shop is $1.75 an hour, and it pays 
to provide labor-saving tools when 
labor costs almost $.03 a minute 

Our company was established in 
1932. We still have our first power 
tool, a drill that we bought at that 
time. It isn’t used as much as it 
was formerly, because some oper- 
ations have been put on other ma- 
chines, but the tool has shown ex- 
cellent wearing qualities. 

Our second power tool was a 
saw, which we used for 10 years 
and then sold when we moved to 
our present location in 1939, be- 
cause of the need of a different 
electrical hook-up. That saw *s still 
going strong in the neighborhood, 
working for its present owner. 

Not only have we trained our 
workmen from the ground up in 
many cases, but we have supplied 
them with power tools that produce 
the quality work we expect from 
them. Good work simply can’t be 
done with inadequate, inaccurately 

(continued on page 104) 
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WIDE VARIETY OF CUSTOM MILLWORK 
Square Lumber Co. is indicated in this picture. 
in use, 


TABLE I 


manufactured by the Franklin 


Crescent jointer is the tool 


Per Day Per Hour 


Depreciation 10% and interest 2% on $266 investment 


in one 10” tilting arbor saw 
Maintenance and repair allowance 
Blade renewal, 4 per year 
Blade sharpening, 2 at $.75 per week 
Power cost, 1% h.p. motor ‘ 


Total machine cost per year, 1,000 hours’ use 
Machine cost per hour 
per hour 


Tilting arbor saw 


Labor 


cost per hour 


TABLE Il 


Depreciation 10% and average interest 2% on 
$750 investment in 12” tilting arbor saw 

Maintenance and repair allowance 

Blade renewal, 4 a year 

Blade sharpening, 1 per day 

Power cost, 5 h.p. motor : 
Machine cost per year, 750 hours’ use 
Machine cost per hour 

Labor per hour, 2 men working 
Cost of 12” tilting arbor saw per hour 


TABLE Ill 


Depreciation 10% and average interest 2% on $50 
investment in 24” jig-saw 

Maintenance and repair allowance 

Blade renewal 

Power cost, 44 h.p. motor 


Machine cost per year, 62 hours’ use 
Machine cost per hour 
Labor per hour 


Jig-saw cost per hour 


TABLE IV 


Depreciation 10% and average interest 2% on 
$62 investment in 14” band saw 

Maintenance and repair allowance 

Blade renewal 

Blade sharpening, 1 per month at $1.50 

Power cost, 4 h.p. motor 


Machine cost per year, 250 hours’ use 
Machine cost per hour 
Labor per hour 


14” Band-saw cost per hour 


$ 32.00 
6.00 
24.00 
75.00 
15.00 


$152.00 


$ .032 
.006 
024 
075 
O15 


152 
1.75 


$1.90 


Per Day Per Hour 


$ 90.00 $ .12 
15.00 02 
32.00 04 

250.00 33 
37.00 05 
$424.00 

; 56 

3.50 


$4.06 


Per Hour 


$ .19 
1.75 


$1.94 


Per Day Per Hour 
$ 7.44 $ .03 
2.50 01 
6.00 02 
18.00 O72 
1.25 005 
$ 35.19 
14 
1.75 


$1.89 
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THE NEW 


Wo 


-1 (- (ys 


OVERHEAD! 
GARAGE DOOR 
LINE 
has a style and size 
for every need 


; 


J 


Cece 


CALDER STURDY’ DOOR 











DOOR 


CALDER ‘'LEVELINE’’ 


CALDER COMMERCIAL DOOR 


Here's a brand new line of doors 
that has everything. Made by a 
manufacturer with over half a cen- 
tury of designing and engineering 
experience, the new Calder doors 
are available in every conceivable 
size and style for every conceiv- 
able need. Special designs and 
sizes to order and for extra ap- 
peal to the customer and extra 
profit for you——all Calder doors 
can be equipped with radio con- 
trolled electric operators. 

Send for complete 

information and $e a. 
ovr new, free, T 
Iustrated catalog. 


calder 


MANUFACTURING CO. 
LANCASTER 14, PENNA, 
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MOUNTED ON WHEELS, the tilting arbor saw can be moved where it is 


needed most. 


TABLE V 


Per Hour 


Depreciation 10% and average interest 2% on 


$330 investment in 8” jointer 
Maintenance and repair allowance 
Blade renewal 
Blade sharpening 
Power cost, 1 h.p. motor 


Machine cost per year, 750 hours’ use 


Machine cost per hour 
Labor per hour 


8” jointer cost per hour 


built machines. We have tried 
that kind, and soon discarded them. 

In spite of having all the tools 
we need to do the special cabinet, 
millwork, alteration and counter 
work we do for architects, build- 
ers. industrial concerns and home- 
owners in our territory, we have a 
rather moderate investment of 
from $10,000 to $12,000 worth of 
machinery in the shop. 

Spread over the 250 days a year 
we work, the overhead, including 
rent, power, cleaning up, taxes, 
supplies and sharpening the tools, 
amounts to about $20 a day, or less 
than $50 a man per month. The 
item of sharpening saws amounts 
to $100 a year more than the de- 
preciation on the tools themse)ves. 

Our power bill averages only $2 
a day, and while engineers tell us 
that our power tools should cost 
about $.01 per horsepower hour, we 
believe they are costing a good deal 
less than this in our shop. 

Our power tools are safe tools 
to work with. We have had no loss 
of time through accidents in the 
years of use they have given us. 


February 8, 


$ .053 
.008 
.002 
.013 
01 


.086 
1.75 


$1.84 


We won't stand for trash on the 
floor of the shop, of course, and we 
have a clean-up man constantly on 
the job. A part of our good record 
is due to the safety built into the 
tools themselves. 

Other tools in the shop include 
a 42” sander with three drums, a 
spindle sander, two radial arm 
saws, and a drill table. 

Over the past 10 years, we have 
installed four tilting arbor saws. 
We have them spaced about 25 feet 
apart from the front to the stock 
racks at the back of the shop. One 
of them is near enough for any 
man to reach with a minimum of 
steps and minutes wasted. These 
saws average four hours a day use, 
for a total of 1,000 hours a year 
each. 

If any proof were needed of the 
economy of these labor-saving tools 
in sufficient numbers to save the 
men’s time, it would be shown by 
the fact that the depreciation and 
interest on one of them, spread 
over the number of hours the shop 
is in operation per year, makes the 

(continued on page 108) 
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PROMPT, COURTEOUS SERVICE ON 


® PONDEROSA PINE @ WHITE FIR 


® SUGAR PINE ® DOUGLAS FIR 
@ INCENSE CEDAR 


Dimension ® Boards ® Shop 
Mouldings ® Panel Doors ® Sash 


Well Manufactured, Seasoned and Graded 








Tarrer.WeERSTER & JOHNSON. ING. 


1] Montgomery Street > P.O. Box 1731 
SAN FRANCISCO 4, CALIF. ( A ’) felted Gio], mae Vals 


DOuglas 2-2060 Teletype SF 531 Stockton 4-8361 Teletype SK 2 





S 9 M ¢ T 4 t a y al . Wy Introductory Brush-Pac’ Special Offer! 


#3715 WALL BRUSH ASSORTMENT 


. e °e —100% TIPPED DUPONT NYLON— 
in brush merchandising! CLEAR BEAVERTAIL HANDLES 


“FACTORY-FRESH” ROBINSON PAINT BRUSHES [isoe. 3 2.7 200320 400130 
FOR THE “DO-IT-YOURSELF” MARKET INDIVIDUALLY |: <° *«° 347 40 soar 


PACKAGED WITH THE NEW RE-USABLE BRUSH-PAC™ | toric mo» sane 
The Robinson Brush Pac*, package and counter display, are only one 


of many Robinson point-of-sale merchandising tools that are designed 
to help you maintain an economical, power-packed, self-selling pro- 
gram resulting in fast turnover . . . minimum brush inventory. Contact 
your jobber or send the coupon to Robinson, today, for the special 
introductory special which gives you 67% PROFIT! 


A Quality Robinson Brush, in all pure bristle or 100% 
tipped nylon, is available for every “Do-It-Yourself” home 
or professional painting job. 

The Brush-Pac* keeps each brush factory-fresh . . . gives 
illustrated brush care instructions . . . has re-use value as a 
storage holster. 








* Patent Pending 


Individual carton provides additional protectior .. . 
shows the right brush for the right job . . . suggests acces- pn ngs as owe 
sory items... gives the “tell” for self-selling! ——n fe oe 


" 4 Dea \s 
Point-of-sale counter display merchandises 12 Pia 
Robinson brushes for quick inventory turnover... a 

turns brushes into profits! 


“35 PARK AVE. - NUTLEY 10, NEW JERSEY 
" ——=—= telephone NUtley 2.4510 see 
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1. For stacks and ribbons- 2. Joining with corrugated 3. Make sure units are kept 4. Apply outside casings, sub- 
place Flexivents in position fasteners is the best and square and properly sills and batten strips. See 
for joining. quickest method. aligned. This is important! how easy it is! 





New Andersen HA//EA/- 
is quick and easy to install 
for hundreds of uses 


LOW INSTALLATION COSTS are a big part of 

the popularity of the new Andersen Flexivent Window 

Unit with the nation’s builders. See for rself how AWNING-VENT — Installed with 
: eo nase eo re vee . outswinging sash, Flexivent is a 

easy assembly and installation combines with a low weathertight awning window. 

price for the unit to make Andersen Flexivent one 


of the outstanding window values of the decade! 


HUNDREDS OF USES! Choice of hopper, awning, 
outswinging casement or fixed sash! Choice of 9 
sizes! Combine Flexivents in ribbons, stacks, groups. 
Use them singly or with other windows. No end to 
the arrangements and combinations possible! 








HIGH IN QUALITY! You'll recognize famed 
Andersen engineering and quality in the Flexivent. 
Yet simplicity in design and in hardware has kept 


the cost low! “TRADEMARKS OF ANDERSEN CORPORATION 


HOPPER-VENT — The same unit 


turned over provides inswinging 


Andersen eee 
Windowalls 


COMPLETE WOOD WINDOW UNITS 


For information see your WINDOWALL distributor 
or write... 


Andersen ( Jorporation 


BAYPORT, MINNESOTA 


CASEMENT — Placed on end, 


Flexivent is a low cost casement, 
Outswinging sash only: 


5. For larger groups—units 
can be built up right in the 
opening. 








To stimulate sales... 
display the new 


RANCH CRAFT’ 
CABINET 
HARDWARE 





Distinctive—Different 


Designed for 
Modern Living 


Here’s your chance to cash in quickly 
on the new sensation in cabinet hard- 
ware—-Ranch Craft. This hardware is 
different, dramatic—yet practical. It 
has been especially created for today’s 
living, complements the decor of any 
room perfectly. 

To get your share of Ranch Craft 
sales, set up the exciting two-color 
display above. It shows actual samples 
of every type of Ranch Craft. It has a 
unique, built-in space for sales folders. 
Use it on post, wall or counter. It’s a 
sure traffic-stopper, a sure sales-maker. 
*Ask your wholesaler about the 530A 
package of Ranch Craft Hardware 
which includes this Salesmaker. 


+ Reg. Applied for 
The Stanley Works, New Britain, Conn, 


| STANLEY ] 


Reg. U.S. Pot. Off. 
ROWARE * TOOLS * ELECTRIC TOOLS 
STEEL STRAPPING * STEEL 
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cost to own this saw $.015 an hour. 
Four of them cost only $.06 an 
hour. If these four saws save three 
minutes of the time of any of our 
nine men in that hour, the owner- 
ship cost of all four saws is repaid. 

When one of these saws is run- 
ning, the machine cost is $.15 an 
hour, absorbing the whole depreci- 
ation, maintenance, blade renewal, 
and sharpening, and power cost in 
the actual working hours. 

The cost of one of the 10” tilt- 
ing arbor saws is shown in Table I. 

When we try to figure how much 
production is increased by these 
handy 10” saws we can only say 
that we wouldn’t be in this busi- 
ness long without them. We know 
that they increase production, as 
well as better the quality and make 
it possible for us to succeed in a 
highly competitive millwork line. 

These saws are remarkably ac- 
curate, as well as fast to set. We 
can turn the wheel to 2214° and 
can depend upon the finished pieces 
coming out with the saw tilted at 
exactly that angle. 

Out in the yard, two years ago, 
we installed a 12” tilting arbor saw 
with a 5 h.p. motor as a rip saw, 
and use it almost exclusively for 
this kind of work. It replaced a 10” 
saw, which we moved into the mill- 
work shop. 

This saw is mounted on large 
casters, so that we can move it 
aside or down the shop when heavy 
truckloads of lumber require the 
space it occupied. The table size is 
38”x49” and in the way we use it, 
it requires a man to remove the 
long pieces as they come through. 
We charge our customers for rip- 
ping much of their lumber, and as 
like as not, one of their men will 
handle the stock as it comes off the 
ripsaw, but we charge two men’s 
labor in our operating cost. 

The saw will rip 20 times as fast 
as a man can do it in his own shop 
that is not so equipped; it is 
foolish not to have us do any ne- 
cessary ripping before he leaves 
our plant. 

Being well equipped with rip and 
cut-off saws, as we are, makes our 
lumber stocks more flexible. 

The operating cost of 12”. rip- 
saw is shown in Table II. 

This saw averages three hours a 
day of use, and it certainly turns 
out the work to everyone’s satis- 


faction—our own and our custom- 
er’s. 

Eight years ago, we added a 24” 
jig-saw to our equipment, for mak- 
ing cutouts when the band saw is 
impractical. Now it is used only 
about 15 minutes a day, but we de- 
preciate it on a 10% basis, and 
secure its convenience for the small 
sum of less than $1 a month. The 
itemized cost is shown in Table III. 

We don’t give any tool shop room 
if it doesn’t have a real convenience 
value and deliver the goods. But 
we find that this jig saw is such a 
help when we do need it, that we 
are very glad to be spending $1 a 
month for it. 

Over 10 years ago, we invested 
in a 14” band-saw, which today 
looks like new. We have had no re- 
pairs en it, although it is used one 
hour a day. 

The operating cost is shown in 
Table IV. 

The real old-timer of the shop, 
our 18-year-old pedestal type drill 
press, with 14 h.p. motor, was used 
four hours a day for many years, 
and now is used closer to one hour 
a day. Much of our work goes fast- 
er with a drill table, which we have 
used for the past few years. 

Another old-timer in our tool 
family is a lathe, bought 15 years 
ago, which is still used about 11% 
hours a week. Long since charged 
off, the convenience of this lathe, 
when we need it for novelties or 
specialties, makes it well worth its 
small cost. We have turned up to 
24” circle crown mouldings and dif- 
ficult pieces for some of the wood- 
work of our attractive doorways. 

Three years ago, we replaced our 
old jointer, because it proved in- 
accurate and slow. With our 8 
jointer, we get accurate work fast- 
er, and accomplished at a higher 
rate of speed, because the machine 
is easier to use. We use it three 
hours a day, or 750 hours a year. 

The itemized cost of operation of 
our jointer is shown in Table V. 

This is the lowest machine cost 
per hour of any of the production 
tools we have analyzed. 

After quitting time on Thursday 
and Friday, we have a three-hour 
shift of inen to make window 
frames, and the same shift works 
five hours Saturday afternoon, for 
an 11-hour week. The table saws, 
jointer and some of the other tools 
get a good work-out in this way, 
and the larger window frame pro-' 
duction interferes less than it 
would otherwise do with the other 
cabinet work going through the 
shop. 
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Plat Walt Ena 


coe note 


The New Odorless, Alkyd-Base Colorizer Flat 
Wall Enamel is scrubbable, easier to apply, and 
covers most surfaces in | quick coat. Packaged under a 
beautiful new 4-color label, it makes a dramatic mass 
display on the shelf. 
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You Stock Only 


You stock only 16 colorants and two base 
paints. Each colorant is used in making 
many different colors; 16 colorants make 


1,322 paint colors. Stock investment is small. 


For Full Facts, Write 


Colorants are packaged in fool-proof tubes. 
Perfect color control and pre-measurement 
of colorant at factory insure exactly the right 
color every time—without mess or muss, 


Here’s All You Need to 
Sell Any Color They Want 
in Alkyd Flat Enamel 


Don't mortgage the old homestead to buy 
hundreds of cans of flat enamel in a few colors 
you hope will meet the demand! Colorizer—fam- 
ous for the ‘“‘mostest colors with the leastest in- 
ventory’’—now gives you a top quality flat wall 
enamel in 1,322 colors—yet you stock only 2 bases 
and 16 colorants in tubes. No cans to intermix.., 
no measuring or guessing! Your customers just 
choose, use, and come back for more! 


2 Bases...and 16 Colorants... to Sell 1,322 Colors! 


Customer finds her color quickly and easily 
in the Colorizer Album of 1,322 real paint 
samples. There's no guesswork—her paint 
color will match the chip sample perfectly. 


Colorizer Associates, 347 N. Western Ave., Chicago, Ill. 


THE WORLD’S NO. I PAINT COLOR SYSTEM 


BUILDING PropuctTs MERCHANDISER 


Bennett's, Salt Lake City, Utah, ond Los Angeles, Colif. > Blue 
Ribbon Paint Comgany, Wheeling, West Virginia * Walter 
N. Boysen Co., Ookland and Los Angeles, Calif. + Brooklyn 
Paint and Varnish Co., Brooklyn, New York + James Bute 
Compeny, Houston, Texos * Great Western Paint Mfg. 
Corp’n., Kansas City, Missouri* Jewel Paint & Varnish Co., 
Chicago, Illinois * Kehler-Mclister Paint Company, Denver, 
Colorado * W. H. Sweney & Company, S/. Paul, Minnesota’ 
Vane-Calvert Paint Company, S!. Lovis, Missouri * Warren 
Paint and Color Company, Nashville, Tennessee * Geo. D. 
Wetherill & Ceo., Inc., Philadelphic, Po. * IN CANADA: 
imperial Vernish & Color Ce. Ltd., Toronto, Ontario * IN 
ENGLAND: J & Nichol itd., London, England. 
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YOUR AD OF THE WEEK 





ADservice 





No. 3 of a Series 


ADservice OFFERS VARIETY OF MATS 
FOR ATTRACTIVE KITCHEN ADS 


Whether you want smal! l-column ads or dominat- 
ing 3-column ads like the one shown here, ADservice 
mats fill your requirements perfectly. You get a 
variety of mats in different sizes, specially drawn 
for kitchen ads. The mats, as well as other suggested 
layouts and copy for kitchen ads are reproduced in 
the book offered in the coupon below. 

Kitchen remodeling ideally lends itself to “pack- 
age” merchandising. An effective program requires 
your best efforts on each of these 4 points: 

(1) Display: Plan your displays to give a com- 
plete, realistic “at home” feeling—even to curtains 
on the window that harmonize with the tile on the 
floor. Women buyers get a negative impression from 
small things that men may overlook—such as poor 
taste in wallpaper or paint color. It may pay you to 
get professional decorating advice. 

(2) Design Service: New home builders say 
kitchen layout can make or break a sale. In remodel- 
ing work, the designer often faces handicaps and 
must overcome them with ingenious planning. Top 
talent on this job will pay dividends. 

(83) Time payments: As with all major “package” 
merchandising, easy financing plans are a necessity. 

(4) Advertising: Tell your community about your 
products and services in frequent, attractive news- 
paper ads, and by use of manufacturers’ direct mail 
and other literature. 


SEND NOW FOR 
YOUR FREE COPY OF 
THE ADservice BOOK 


Shows 254 mats available to 
lumber dealers only. Also valu- 
able ideas, layouts, and copy 
suggestions for a year 'round ad- 
vertising campaign. 





: (please print or type) 


: AMERICAN LUMBERMAN 
: 139 No. Clark St., 
} Chicago 2, Illinois 


Rush my free copy of the 48-page ADservice book. 


+ NAME 
: COMPANY 
' ADDRESS 


CITY ZONE STATE 
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Even in the reduced size below, the high quality of AD- 
service illustrations is apparent. The happy young woman 
in the large picture adds human interest, suggests satisfac- 
tion with your products. 


YOUR NAME-OR SIGNATURE CUT HERE 





“teen YOUR DREAM KITCHEN 


COMPLETELY 
INSTALLED 


AS Low AS 


*00 


PER MONTH 





Including 
YOUR CHOICE OF 
(Brand-type) 
CABINETS 
(Brand-type) 
COUNTER TOPS 
(Brand-type) 
WALL TILE 
_ (Brand-type) 
= FLOOR TILE 
























BRANO) 
WALL TILE 




















WE'LL BUILD THIS 
GARAGE For You 


ony QO ° 


= 




















YOUR NAME 











SUGGESTED COPY “A” 

Whether you’re building a new home... or planning to 
modernize an old kitchen , . . be sure to visit our showroom 
and see the latest in design and arrangement, featuring 
famous (brand) cabinets. 

We invite you to take advantage of our free design and 
estimating service. Our experts will help you plan for maxi- 
mum convenience and beauty ... show you how to get the 
most for your money. Phone or come in today! 


EASY MONTHLY PAYMENTS TO SUIT YOU! 
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TEMLOK® SHEATHING 

An asphalt-impregnated 
sheathing for bracing 
strength and insulation. 2’ 
x 8’, 4° x8’, 4x9. ” and 
25/32” thick. 


M-67® MONOWALL® 

A decorative panelboard 
with a tough plastic finish. 
Three designs, 30 color com- 
binations. 4’ x 4’, 5’, 6’, 8’, 
10’, 12’. Thickness: 5/32”. 


TEMLOK LATH 

Provides an efficient plaster 
base. 18” x 48”. Thickness: 
%”. Screen surface. Ship- 
lapped edges with scoop 
bevel on four sides. 


HARDBOARDS 

Patterned, tempered, un- 
tempered, and plain panels 
in a variety of sizes and 
thicknesses. 


INSULATING WOOL 
Enclosed Roll Blan- 
kets, Enclosed Batts, 
Utility Batts, Pouring 
Wool, Perimeter 
Insulation 


TEMLOK PLANK 

A handsome interior 
finish. 8”, 12”, 16” x 
8’ and 12’. Thickness: 
%”". Lok-Bevel joint 
Color: Suntan Blend. 


TEMLOK BOARD 
Insulating wallboards 
4’ x6’, 7’, 8, 9, 10’, 
12’. Thicknesses: %”, 
“%", Colors: Ivory 
and Light Ivory. 


PERFORATED TEMLOK TILE 
A fiberboard sound- 
absorbing ceiling tile. 


COUNTER-TOP CEMENT 

2 fast-bonding types for 
applying plastic laminates 
without clamping. Type 
“A'' for professionals, 
Type ‘‘B’’ for the home 
handyman. 


TEMLOK TILE 

A decorative fiberboard 
ceiling finish. 12” x 12”, 
12” x 24”, 16” x 16”, 16” x 
32”. Thickness: 2”. Lok- 
Bevel joint. Light Ivory or 
Snow White. 


CUSHIONTONE® 

A highly efficient fiber- 
board acoustical tile. 12” 
x12” x 2” or %". Beveled 
edge. 2oat washable, 
white paint finish. Straight 
or Random perforations. 


12” x 12”, 16” x 16”, 
Thickness: '2”. Lok- 
Bevel joint. Light 
Ivory or Snow White. 


Gaining new users every day... 
ARMSTRONG’S BUILDING MATERIALS 


When a line of building materials gains steadily in sales, the following things 
must be true: the products are good . the prices are right and the 
merchandising is sound, These are the three big reasons why the Armstrong 
Line has become so profitable for lumber dealers. For full informa- 
tion, contact your near-by Armstrong Wholesaler or write Armstrong 
Cork Company, 3502 Rieker Avenue, Lancaster, Pennsylvania. 


3UILDING PropucTs MERCHANDISER (To obtain more data on advertised products see page 151) 





Among the Dealers 








NORTHWESTERN LUMBERMEN’S ASSOCIATION 1954 officers and directors 


(see story below) are, seated, left to right: E. F. Buffmire, G. F. Westover, 
Bruce Hooper, W. H. Badeaux, D. B. Taylor, N. D. Woodworth, W. E. Will and 
L. A. Geise. Standing, left to right: Harry McNeill, W. C. Morley, Robert Sloan, 
Cole Berry, C. J. Spahn, E. T. Lindeberg, Hugh Robertson, Joseph Chapman. 


Exhibitors Happy With Northwestern's 
“Place an Order" Theme 


The 64th annual convention of the Northwestern Lumbermen’s Associa- 
tion, recently held in the Minneapolis Auditorium, registered the great- 
est dealer attendance in convention history and the 275 exhibitors ex- 
pressed satisfaction at the large number of orders received as a result of 
the convention theme, “Place an Order at the Convention.” 

D. B. Taylor, J. F. Taylor Lumber Co., Marshall, Minn., president of the 
association, formally opened the 


business sessions reviewing asso- 
ciation services and outlining the 
future program. 

“The retail dealer has become 
price-conscious and in the future 
must stress down-to-earth selling 
techniques, give the customer im- 
proved service and discard obso- 
lete merchandising and selling 
practices,” Taylor said. He warned 
his audience that the contractor 
should not be given such large 
discounts that he makes more on 
a bill than the dealer. 

Dr. J. S. Long, Devoe & Ray- 
nolds Co., Louisville, discussed 
the importance of paint sales in 
increasing lumberyard profits. He 
declared that dealers should not 
concern themselves with just sell- 
ing paint in cans, but should sell 
color instead. Dr. Long said that 
women were the big factor in the 
rurchase of paint for interior dec- 
oration and the alert dealer should 
be well acquainted with the vari- 
ous color schemes in order to 
advise the housewife when she 
calls. 

R. V. Porter, general manager, 
Hawkeye Lumber Co., Oskaloosa, 
lowa, in his talk, “All Is Not Gold 
That Glitters,” said the retail lum- 
ber business was not an easy one. 
It requires hard work and involves 
a large amount of capital. As a 
reward, the dealer should get a 
profit of 10% instead of the 4.22% 
received in 1952. “We must start 
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early in 1954 and continue to see 
that we ask and get a price for 
every item we sell that will bring 
the market value of this merchan- 
dise back to us plus the cash for 
expenses and also leave a profit of 
8 cents on every dollar of sales,” 
he said. 

Guy T. Hollyday, FHA commis- 
sioner, Washington, substituting 
for HHFA Administrator Cole, 
stated that the proposed federal- 
municipal program to keep run- 
down residential neighborhoods 
from becoming slums will be pre- 
sented to the current session of 
Congress. The FHA would insure 
mortgage loans from private lend- 
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“PLACE AN ORDER AT THE CONVENTION” was the theme of the Northwest- 





ers to neighborhood property own- 
ers to repair, remodel, expand, 
paint and clean up their homes. 
Down payments would be as low 
as 5% on the first $8,000 of a loan 
and 25% for money above that 
figure. The owner could take 30 
years to pay. The loan charge 
would be 5%% . including 
4%% interest, 4% for FHA insur- 
ance and %% service charge to 
make the loan attractive to lenders. 

Charles LeBlanc, Research In- 
stitute of America, New York, 
said that the development of sound 
sales programs was the primary 
need in business today. He said the 
first requisite of a good salesman 
was the ability to get along with 
people. He warned his audience 
that they were facing an era of 
tougher selling and the only way 
to surmount the obstacles is to de- 
velop the sales approach. 

Officers and directors elected at 
the convention were: 

D. B. Taylor, Marshall, Minn., 
president; Bruce Hooper, Minne- 
apolis, treasurer; W. H. Badeaux, 
secretary, and N. D. Woodworth, 
Little Falls; P. J. Mathew, Oska- 
loosa; Walter E. Will, Stanley; 
R. Clem Knecht, Rapid City— 
vice-presidents for Minnesota, 
Iowa, North and South Dakota, 
respectively. 

Directors: Cole Berry, Des 
Moines; Joseph Chapman, Water- 
loo, lowa; E. T. Lindeberg, Sioux 
City; Robert Sloan, Des Moines; 
Hugh Robertson, Grand Forks, 
N. D.; E. F. Buffmire, Grand 
Rapids, Minn.; L. A. Geise, Win- 
ona, Minn.; Harry CeNeill, W. C. 
Morley, Minneapolis; G. F. West- 
over, Pierre, S. D., and C. J. Spahn, 
Dubuque. 


Royal Quits Retail 


The Royal Lumber Co., Front 
Royal, Va., discontinued its retail 
department January 1. It is con- 
tinuing an exclusive wholesale 
lumber business, serving dealers, 
announced J. M. Gilliam, president. 


(continued on page 114) 
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ern’s 64th annual and the 275 exhibitors who had display booths at the Minneapolis 
auditorium were reported extremely gratified at the response. 
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CARLON fea BELONGS 


in your sales future! 





Lightweight 


Easy to 
Install 





Make fast sales and easy profits with CARLON is easy to install . . . any 
CARLON ... the first real pipe that is handyman can do the job himself, 
plastic. Thousands of dealers through- without special tools. The extra long 
out the country have found that lengths require fewer fittings, and 
CARLON practically sells itself. It's connections are easy to make with 
the all-purpose pipe with all the CARLON plastic fittings. 

wanted features. 

CARLON is lightweight . . . only Vath 
as heavy as steel. One man can carry 
a 400-foot coil . . . without effort! 








For more information on the outstand- 

ing features that make CARLON the 

fastest selling plastic 

pipe in the country, 

CARLON is flexible ... it curves to write today for catalog. 

follow uneven ditch lines or contours 
goes around obstructions. This 

means faster, easier installation with 

fewer fittings. 





Pm en se emer Ee 


1 
CARLON PRODUCTS CORP. = J 
10560 Meech Ave., Cleveland 5, Ohio 


Please send me your CARLON catalog 


Name Title 








CARLON is corrosionproof . . . it's | 
guaranteed forever against rot, rust | 





and electrolytic corrosion. No matter 
how corrosive the soil conditions may 
be, CARLON lasts longer! 


Company 





Street 





City Stare 


Buy the Pipe with the Stipe! buses: celeeatindeaiecail 


cae, ARLON PRODUCTS CORP. 
Cp . Dionsers tn Plastie Pipe 


Manufacturing plants in Ohio, Colorade, N. Carolina, Oregon, Texas 
and Ontario °¢ Export: H. E. Botzow, New York City 











Unconditionally guaranteed 
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DEALERS 


(begins on page 112) 





DEALERS EXAMINE the cutaway 
model of the new house following the 
first day’s session of the Ohio conven- 
tion, which featured the new panel 
construction. 


HOMER F. PRAKEL, Versailles, retir- 
ing president of the Ohio association, 
reads a newspaper clipping telling 
about Howard Potter’s dinner for vol- 
unteer firemen in Worthington, a part 
of this dealer’s public relations pro- 
gram. These management breakfasts 
discussed vital dealer problems. 


CLARENCE A. THOMPSON, chairman 
of the Lumber Dealers Research Coun- 
cil, points out the privacy window fea- 
ture of the new Lu-Re-Co house to four 
employes of the DeVille Lumber Co., 
Canton, Ohio. Left to right, Ray C 
DeVille, Charles DeYarman, Robert 
Battista and Robert Denton. 


Ohio Dealers See Research Results 


New panel construction system excites interest at 


Cleveland meeting 


Ohio dealers were the first to 
see demonstrations of the new 
panel system of construction de- 
veloped by the Small Homes Coun- 
cil of the University of Illinois in 
cooperation with the Lumber 
Dealers Research Council. (See 
page 40 for details.) 

The demonstration and full- 
scale panel exhibits opened the 
73rd annual convention and mate- 
rials exposition of the Ohio Asso- 
ciation of Retail Lumber Dealers, 
January 19-21 at the Public Audi- 
torium. 

Phil Creden, public relations di- 
rector of the Edward Hines Lum- 
ber Co., Chicago, and a member of 
the executive committee of the 
Lumber Dealers Research Coun- 
cil, explained the merchandising 
possibilities of the Lu-Re-Co home. 

“It’s about time we took a close 
look at the prefab and find out 
what makes it tick,” declared 
Creden. The LDRC expects the new 
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panel system to offer time, labor 
and cost savings which will enable 
dealers to edge-out prefab manu- 
facturers who are stealing their 
market. 

Ray Harrell, assistant professor 
of the Small Homes Council, ex- 
plained the technical details of the 
system. Clarence A. Thompson, 
chairman of LDRC, which fur- 
nished the funds for the research 
project, outlined the work of the 
council, which is supported by vol- 
unitary dealer contributions. 

Creden and Thompson fabri- 
cated a 4x8 panel on one of the 
special jigs as a feature of the 
program. 

Critical dealer operating prob- 
lems were discussed at three top 
management breakfasts, 


Advertising—What is good ad- 
vertising? There is no substitute 
for selling yourself, declared one 
dealer at a management session. 


February é, 


This is especially true in towns 
under 25,000. 

Other dealers 
these suggestions: 

Keep your name and the com- 
modities you handle constantly be- 
fore the public. Handbills can pay 
off. American Lumberman’s Home 
Maintenance and Improvement” 
builds prestige and gives custom- 
ers building ideas,” said another 
dealer. 

Participate in civie affairs 
Public relations is good advertis- 
ing. “When we drop our newspa- 
per advertising, we see an imme- 
diate drop in our sales,” declared 
another dealer. A show of hands 
vote disclosed newspaper adver- 
tising as the most popular media. 

New officers of the association 
are: Ralph C. Lutz, Lexington, 
president; Warren FE. Carter, 
Akron, first vice president; F. T. 
McGuire, Jr., Cleveland, second 
vice president; Allen H. Brain, 
Springfield, treasurer. Findley M. 
Torrence was reelected secretary- 
manager and Charles E. Benson, 
assistant secretary. 


came up with 
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Five Lumberyards Win 
Russwin Contest Prizes 


Perkins McClendon, Teague Mer- 
cantile Co., Ashville, Ala., won first 
prize of $500 in the recent nation- 
wide promotion of the Russell & 
Erwin division, American Hard- 
ware Corp., manufacturers of 
builders’ hardware. Nine other 
dealers won $200 government sav- 
ings bonds in the contest. They 
were: 

James Carnegie, Heights Hard- 
ware Store, Needham, Mass.; L. G. 
Niles, L. G. Niles Lumber Co., 
Wellsboro, Penna.; Wayne Hoyle, 
Cleveland Lumber Co., Shelby, 
N.C.; M. D. Lanier, Lanier Hard- 
ware Co., Metter, Ga.; Mrs. J. W. 
Greene, Greene Department Store, 
Sandy Hook, Ky.; Shearl Rowe, 
Hunter Lumber Co., Edelstein, IIl.; 
E. W. Leesch, I & G N Lumber Co., 
San Antonio, and Dean M. Smel- 
ker, Cheyenne Wells Lumber Co., 
Cheyenne Wells, Colo. 


Indiana County Meeting 


Officials of the Western Pennsyl- 
vania Lumber Dealers Assn. were 
guest speakers at the recent an- 
nual dinner meeting of the Indiana 
County (Pennsylvania) Retail 
Lumber Dealers Assn. V. F. Smy- 
ers, DuBois, president WPLDA, 


and R. F. McCrea, Pittsburgh, sec- 
retary, delivered the main ad- 
dresses in the VFW Country Club. 


Cc. V. McCreight, area whole- 
sale lumber dealer, was the host. 
Other speakers were A. A. Simp- 
son and Hart B. Daughterty, both 
of Indiana, and Luke Barnett, Re- 
public. Otto Strittmatter, presi- 
dent of the county dealer unit, was 
toastmaster. Reports were pre- 
sented by John Simpson, Indiana, 
a director. 


OBITUARIES 


ROY L. WHEELER, 71, died after 
a short illness. He was engaged in 
the building supply business in Mid- 
dleport, N.Y. for 50 years and active- 
ly operated R. L. Wheeler & Co.,, un- 
til his illness. 


DANIEL C. RICHARDSON, 83, 
president and owner of the Mansfield 
(Mass.) Lumber Co., died recently. 
He also had an interest in the A. H. 
Richardson Lumber Co., Boston. 


F. RAYMOND BAIRSTOW, 63, 
died in Waukegan where he headed a 
company dealing in overhead garage 
doors. He formerly was a lumber 
and coal dealer and past president 
of the Waukegan - North Chicago 
Chamber of Commerce. 


SANFORD R. HUDSON, 80, re- 
tired dealer, died in Buffalo, where 


he moved after his retirement in 
1951 as president of the F. E. Hudson 
& Sons Lumber Co., Ellisburg, N.Y. 


EDWARD V. GRADLER, 53, died 
in Erie, Penna., where he owned the 
E. V. Gradler Lumber and Roofing 
Co. 


ABBOTT C. UTTER, 77, owner of 
the Middleton (Wis.) Lumber Co., died 
recently from a heart attack. He had 
been a lumber dealer since 1914 and 
was active in the Wisconsin Retail 
Lumbermen’s Assn. Survivors include 
two sons, Charles and James, who 
were associated with him in the lum- 
beryard. 


CLEVELAND V. BEATTY, 68, lum- 
ber dealer in East Liverpool, Ohio, died 
January 5 after several months’ ill- 
nes. He was head of the Potter Lumber 
Co. and a director of several financial 
institutions in the area. 


HARRY C. VACKEL, 63, co-partner 
in the Vackel Lumber Co., Buffalo, died 
January 8. He was associated with the 
Hutzler Lumber Co., Zimmerman 
Lumber Co. and C. F. Sullivan Lumber 
Co. before he organized the Vackel 
yard in 1927 as a partner with his 
brother Charles H. He was prominent 
in city and county offices. 


WILLIAM R. TUCKER, 81, res: 
dent of Evanston, Ill., 43 years and the 
founder of a lumber firm bearing his 
name, now out of business, died Janu 
ary 7. 





MAKE TWO PROFITS ON © 


1 Profits on Angelus Metal Units 


— | 


“BUILD-YOUR-OWN” FURNITURE 


THIRTY-EIGHT SIZES AND STYLES OF LEGS 


Largest selection anywhere! Two complete lines, priced for every 
pocketbook. Just attach these legs to fiush doors, plywood siabs, 


Profits on EXTRA lumber, plywood, 
paint, varnish, etc. 


old table tops, etc. to create custom tables, benches, desks, et« 
Wonderful, too, for modernizing old and unpainted pieces. Your 
customers will buy these handsome legs on sight. All are rust- 
resistant and painted matte-biack. Write today for complete informa- 
Tables - Benches - Bookcases - Room Divid- ee ee 
ers—All made from lumber in YOUR YARD 
NOW—PLUS Angelus metal units. The do- 
it-yourself market is HOT and these sales 
builders put you in the do-it-yourself pic- 
ture right now! We started a national sen- 
sation with wrought iron “Build-It-Your- 
self” furniture—now you can cash in on 
this brand new extra-profit business. Call, 
write or wire today for complete details. 


“DELUXE” LINE « THREE STYLES “CUSTOM” LINE « TWO STYLES 





WE HELP YOU SELL 


National advertising and promotion every month in 
America’s leading consumer magazines PLUS mats, 
counter cards and mailing pieces. Generous dealer 
discounts and freight allowances. 





























MODERN ROOM DIVIDERS 

The newest trend in versatile furniture! 
These metal frames plus 1''x12"'s from your 
yard make room dividers, bookcases, etc 


BOOKCASES — ANY LENGTH 
Anyone can make these sturdy bookcases to 
hang on the wall or set on the floor using 
Angelus frames and your 1x10" boards 
Sales Representatives: Several territories still . e 
Write for Details. 


ANGELUS WROUGHT IRON Dept. BG-2 2911 Whittier Boulevard, Los Angeles 23, California 
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NU-WOOD DEALER SALES HELPS were awarded first prize in the consumer 
division, building materials classification, in the 1953 contest of the Direct Mail 
Advertisers Association. K. C. Lindley, advertising manager of Wood Conversion 
Company, makers of Nu-Wood, examines the promotional material making up the 
prizewinning entry 


Mobile Service School 
Put on Road by Clark 


As an extension of its factory 
training program for customer per- 
sonnel on the maintenance and 
operation of fork trucks, towing 
tractors, Ross straddle carriers 
and related materials handling 
equipment, the service division of 
Clark Equipment Co. in cooperation 
with the dealer organization has 
organized a mobile service school 
to offer advanced training in the 
customer’s “back yard.” 

Only employes already familiar 
with general automotive mainte- 
nance and repair techniques are 
eligible for the course, according 
to Ivan E. Howard, Clark service 
manager. The course subject mat- 
ter concentrates on maintenance 
and operation of electric control 
systems and power drives devel- 
oped recently by Clark, operation 
and maintenance of the hydraulic 
system on the Clark and Ross line 
of fork trucks and towing tractors, 
operation and maintenance of the 
Ross Carrier, and operation and 
maintenance of the Powrworker 
hand-stacker. 

The service school is currently 
touring the country and holding 
sessions for the industrial com- 
munity in each dealer’s area; spe- 
cial emphasis is placed on training 
mechanics and service personnel to 
think in terms of “preventative 
maintenance.” School equipment, 
transported in a special over-the- 
road tractor-trailer unit accom- 
panied by the instructor and an as- 
sistant, includes working cutaway 
models of assemblies, movies, 
slides, printed study material and 
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a public address system. 

The mobile school held its first 
session in Detroit and then pro- 
ceeded to Windsor, Ont. The tour 
will take it through the midwest, 
southwest and far western states 
during the first two years of oper- 
ation. 


Associated Plywood Mills 
Starts Hardwood Panels 


Production of hardwood-faced 
plywood has been announced by 
Associated Plywood Mills, Inc., 
Eugene, at the Associated plant at 
Willamina, Ore. Manufacture of 


hardwood-faced panels follows a 
long period of research and experi- 
mental work and the installation 
of special machinery. 

According to Verner Brandt, As- 
sociated manager at Willamina, the 





QUALITY CONTROL SESSION on 
hardwood-faced panels of birch and 
Philippine mahogany at Associated 
Plywood Mills, Willamina, Ore., as 
Verner Brandt, plant manager, dis- 
cusses production with department. 








company is producing solid core 
panels faced with veneers of birch 
and Philippine mahogany, in sizes 
up to and including 4’x8’, and in 
4” and %” thickness. 

The 4” (3 ply) panels are used 
in home and office building and 
modernization; %” (7-ply) panels 
are employed extensively in the 
manufacture of cupboard doors, 
radio and television cabinets, and 
other types of wood work. Stocks 
are available at Associated ware- 
houses in San Francisco, Dallas, 
Houston, St. Louis, Charlotte, 
N. C., Greenville, S. C., and various 
jobbers throughout the country. 


Armstrong Introduces 
New Patterns, Styles 


Sixty new patterns, including 
three completely different style 
lines, have been added to the Arm- 
strong Cork Company’s floor and 
wall covering lines. The new pres- 
entations were shown to the trade 
January 4-16 at Armstrong’s Chi- 
cago showrooms in the Merchan- 
dise Mart. They were also on dis- 
play at the company’s New York 
showrooms, January 18-22 and will 
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NEW FLAGSTONE ASPHALT TILE 


be at Armstrong’s San Francisco 
showrooms in the Western Mer- 
chandise Mart, February 8-12. 

New patterns include 22 lino- 
leum, 14 felt-base, 8 Linotile, 9 in 
linoleum tile, 6 in wall covering, 
and one in Granette Corlon. A 
Flagstone asphalt tile development, 
a Craftline inlaid linoleum series, 
which includes striking color com- 
binations in new tweed and Scotch 
plaid designs, and Custom cork 
tile are featured additions to the 
Armstrong line. 

The introduction of Armstrong’s 
Flagstone asphalt tile marks the 
first time any resilient tile has been 
manufactured in other than con- 
ventiona) block form. Simulated 
flagstone tiles, best described as 
jig saw-like in shape, are precision 
cut to fit tightly into different size 
openings in an 18”x18” framework 
or “grid.” No special tools will be 
required to install the vari-shaped 
tiles. Since all parts are die-cut 
at the factory, installation costs 
will be considerably lower than a 
comparable floor cut on the job. 

(continued on page 118) 
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FE GEE. modern wood wiadiaie 


In building or remodeling architects know the easiest way 
to increase the charm and value of any home is “window-styling” 
with Bee Gee Windows. Proportioned to fit with 
; modern architectural trends, 
famous Bee Gee 
Windows provide an 
authentic styling touch 
for any type of construc- 
tion...any kind of interior. 179 
styles and sizes of all-wood casement, 
picture and corner picture windows, skillfully 
styled, crafted and detailed to bring new grace and 
glamor to every room in your home. And 
you can "Clean the Outside from the Inside”, 


“ribbon - styled”... long—low—beautiful! 
New type construction . 

... designed to emphas- 

ize the modern lines of 

ranch-type and con- }pi} 

temporary homes, with | 

all the warmth, charac- 

ter and practical advan- 

tages that only wood ° 

windows provide, ‘ 


Bee Gee Windows open your home 
to nature's air and sunlight! And 
Bee Gee's “Pressure Vacuum Venti- 
lation” is scientifically engineered to 
pull in fresh air from any of 3 direc- 
tions of wind and exhaust stale air 
at the same time...the only window 
on the market to give this truly 
complete room ventilation. 








Style “A”—a brilliant expanse of unob- 
structed glass. Style “B”—the glass di- 
vided to give you long horizontal lines. 

es QR Ch the style that best fit home. 
ease of installation spelis economy tt aot retin des chemin, —— 



































BROWN-GRAVES CO. 
Dept. AL-107, Akron 1, Ohio 


Please send my FREE Boe Gee Window Catalog 
GET with complete dota ond specifications. 
ee veer toma [(] builder [] architect [) dealer [—) jobber 
A Complete Window. . Ready to Set in the Wall.. Nailed in Place... Ready to Use! REEGHE wane UEBPA SIR ABE ines A: 
ADORESS 
BROWN-GRAVES Co.“ 8°" tai 
e OHIO 
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National Lock'’s New 
Merchandising System 


National Lock Co., Rockford, II1., 
showed for the first time last month 
its new display counters and slide 
box packing for its cabinet hard- 
ware, hinges, friction catches and 
other items. National representa- 
tives who showed them at the 
Northwestern convention in 
Minneapolis January 12, reported 
that dealers were very enthusiastic 
about “shelf service” products 
packed so they can be seen in 
boxes. 

One of the features of the-new 
“Merchandising System” is the 
saving in storage space, similar to 
what National has used on its wood 
screws, stove bolts and some items 





in its hardware line in slide boxes 
for the past year. The manufac- 
turer reports sales have increased 
in every place they are displayed. 

The “Select-a-Pak” has a clear 
acetate slide cover which shows 
merchandise attractively and 





stimulates impulse purchase. 
“Serv-Yourself” dispensers are 
The handy “paks” allow up to 75% 
space savings. 


Durall’s Limerick Gimmick 
Pays Off in Funny Money 


Robert H. Renton, Torrington, 
Conn., won a bucketful of money 
and didn’t know what to do with it. 
His prize was 12,340 Italian lire, 
7,900 Japanese yen, 22 Mexican 
pesos, 20 Holland gilders, 1 French 
franc and 1 Portuguese escudo. 
That’s 50 bucks, American. Ren- 
ton’s loot was acquired as a writer 
of the best limerick in an interna- 
tional contest in behalf of Durall 
Tension Screens put on by the 
New York Wire Cloth Co., New 
Canaan, Conn. 

The company paid off in funny- 
money to emphasize the fact that 
its “revolutionary new screen” 
keeps out bugs in a number of 
countries besides the United 
States. 

Renton, a salesman for Igoe 
Brothers in Plainville, Conn., 
topped several thousand entries 
from distributors’ salesmen with 
this: 

A-huffing and} A neighbor came 
puffing was 
Willie 
. . ery, 

While putting up | “Use Duralls to 
screens for | please Millie, 
Aunt Millie, Willie!” 


by 
And gave a loud 


The Old Nail Keg—It 
Ain't What It Used to Be 


The old familiar nail keg may 
go the way of the cracker barrel. 
Atlantic Steel Co., Atlanta, is the 
first major nail producer to adopt 
a new fibreboard carton, called 





FUNNY MONEY IN LIMERICK GIMMICK is counted by winner Robert H. Ren- 
ton in Durall contest at the office of Igoe Brothers, Plainville, Conn., for whom 
he is a salesman. Helping him count his yen, lire, pesos, gilders, franc and escudo 
are, left to right: Robert Murphy, manager of the Igoe branch; Howard A. 
Nusbaum, Durall sales manager; Renton; David Baldwin, Durall manufacturer’s 
representative; a Pinkerton detective, and Richard J. Wall, advertising manager, 
New York Wire Cloth Co., manufacturers of Durall Tension Screens. 








the nail caddy, developed by Inter- 
national Paper Co. Although other 
steel companies have used fibre- 
board containers during the past 
few years, this is the first time a 
mill has completely abandoned 
kegs and made plans to package its 
full line of nails, rivets and staples 
in cartons. 

Robert S. Lynch, president, said 
there are many advantages to the 
new nail caddy. Chief among them 
is the package itself. It is colorful 
and attractive and introduces mod- 
ern packing and modern merchan- 
dising methods to the nail industry. 
Warehousemen find that the caddy 
has many advantages. It saves up 
to 25% in storage space, stacks 
neatly, and the top and side mark- 
ings aid identification and speed 
the taking of inventories. 

The carton weighs three to four 
pounds less than the keg and is 
easy to handle, palletize and move 
with a lift truck or dolly. Greater 
safety is claimed because there are 
no splinters or protruding nails to 
cut hands or snap clothes. An in- 
teresting feature of the nail caddy 
is that the top, which is easy to 
remove or replace, can be used as a 
tote box. It also keeps nails clean 
and dry. 


Renshaw Smith Elected 
Kyanize President 


Renshaw Smith, Jr., was elected 
president of the company at the 
recent annual 
meeting of Kya- 
nize Paints, Inc. 
He joined Kya- 
nize in Septem- 
ber, 1952, as ex- 
ecutive vice- 
president and 
general man- 
ager. Smith has 
served as presi- 
maine 
New England and New York City 
groups of the Paint, Varnish and 
Lacquer Associations. 

Since joining Kyanize, Smith 
has supervised an extensive expan- 
sion program which has included 
acquiring a plant in Springfield, 
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Ill., where the complete line is now 
manufactured for western ac- 
counts. In Everett, Wash., the main 
plant has been modernized in both 
factory and office. Kyanize also has 
manufacturing facilities in Mont- 
real. 

Kyanize salesmen were briefed 
on the company’s sales and adver- 
tising plans for 1954 at a recent 
series of regional meetings. The 
theme of the Kyanize merchandis- 
ing effort for ’54 is to be continu- 
ous rather than seasonal backing 
of the dealer with advertising and 
merchandising materials. Kyanize 
national advertising will appear 
every month and there will be fre- 
quent store events to be known as 
“Better Buys by Kyanize.” 


Mechanical Handling 
Systems Buys Louden 


Mechanical Handling Systems, 
Inc., 34-year-old Detroit manufac- 
turer of conveyor systems for 
mass-producing industries, has 
purchased Louden Machinery Co., 
Fairfield, Iowa, W. V. Casgrain, 
president, announced. Purchase 
price was said to be in excess of 
2,000,000. 

Casgrain said that acquisition of 
the lowa company would enable his 
company to expand its operations 
in the field of materials handling 
equipment, as well as add several 
new lines to the products now en- 
gineered and produced by Me- 
chanical Handling Systems. 

Following the signing of papers 
for the purchase of Louden, Cas- 
grain was elected president. W. L. 
Fry, who has been associated with 
the company for many years, was 
named executive vice-president and 
general manager. Other officers 
named were R. W. Louden, vice- 
president; A. E. Labagh, treasurer, 
and J. G. Barwise, secretary. These 
officers, together with Leonard J. 
Bishop and E. E. Saperston com- 
plete the new board of directors. 


Texture One-Eleven Being 
Manufactured in Volume 


Texture One-Eleven, the new ex- 
terior fir plywood siding material 
recently announced by the Douglas 
Fir Plywood Association, is now 
being manufactured in volume. 
Northwest Door Co., Simpson 
Logging Co., St .Paul & Tacoma 
Lumber Co., Cascades Plywood 
Corp. and Long-Bell Lumber Co. 
were all in production by the first 
of the year and Associated Ply- 
wood Mills and Roseburg Lumber 
Co. were expected to be producing 
it soon after that. Other firms are 
considering production of the new 
product. 

The first showing to builders was 
at the NAHB show in Chicago 
January 17-21 and trade paper ad- 
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vertising on the material will be 
timed to coincide with stocking of 
Texture One-Eleven by distributors 
around the country. 


COMPANIES ANNOUNCE 


Herbert Morton Ball, secretary 
and general attorney of the Johns. 
Manville Corp., will be chairman of 
the building materials division in 
the Legal Aid Society’s 1954 cam- 
paign. 

S. O. Hopson has been named ad- 
vertising manager of the Clear- 
view Louver Window Corp., Dallas, 
announces Louis P. Knight, sales 
promotion manager of the glass 
jalousie, outside blinds, awnings 


and storm sash manufacturer. 
Irving M. Jentis was appointed 


“A 


Jentis Hopson 

manager of the contractor depart- 
ment for the eastern division of 
Thor Corporation, announced 
Thomas R. Chadwick, general sales 
manager. He will assist distrib- 


(continued on page 120) 


Rossoro Lu MBER Company 
Springfield, Oregon 


High Quality Douglas Fir 
and West Coast Hemlock 
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utors in setting up sales organiza- 
tions for the Thor built-in electric 
range line. 


Maas & Waldstein Co., Newark, 
Chicago and Los Angeles, has es- 
tablished a sales office in St. Louis 
to keep pace with demand for Plex- 
tone, its one-coat multi-colored 
enamel, said B. F. Ames, general 
sales manager. 

The sixth annual California in- 
ternational home show will be held 
at Oakland, March 13-21, with 
Scott W. Bonds as chairman. Build- 
ers Market Week will be held at 
the same time. 

J. William Embree, Jr., presi- 
dent, Rittenhouse & Embree Co., 
was elected an advisory board 
member of Lumbermens Mutual 
Casualty Co., of which his firm was 
the first policyholder in 1912. 


The Rocket Concrete Drill Co. 
will be the new name of the Jet 
Drill Co., Dana Point, Calif. The 
concrete and masonry drills man- 
ufacturer said none of its policies 
or tool designs would be changed. 
The new Rocket drill will be on 
display at several trade shows 
early this year. 


George D. Field was named west 
coast regional manager for Toledo 
Desk & Fixture Corp. by Charles 
H. Beckwith, general sales man- 
ager. West coast offices and dis- 
play rooms were to be opened af- 
ter January 1. Field will direct 
sales and promotion of Beauty- 
Queen steel kitchens and Lavan- 
ette bathroom vanities. 


Associated Plywood Mills, Inc., 
Willamina, Ore., has named Mil- 
ton Wurl quality control engineer 
for the hardwood faced panel de- 
partment. He was formerly with 
Penokee Veneer Co., and Spliced- 
wood Corp. 


Wurl Heaton 


Walter E. Selck & Co., Chicago, 
named Pat Heaton sales represen- 
tative in the Iowa territory. He 
formerly owned and operated the 
Floor Kraft Co., Cedar Rapids, 
which he sold to A. W. Peterson 
last April. 


R. R. Macartney, manager of 


Weyerhaeuser Timber Company’s 
Klamath Falls branch the past 27 
years, retired January 1, an- 
nounced Chas. H. Ingram, Tacoma, 
vice-president and general man- 
ager. He was succeeded by Hugh 
B. Campbell, assistant branch 
manager since 1938. Macartney 
joined an early-day Weyerhaeus- 
er affiliate at Cloquet, Minn., in 
1910, went to Klamath Falls in 
1927 and, under his direction, the 
branch grew to an _ integrated 
group of forest products plants, 
culminating in construction of the 
hardboard plant which will soon 
begin producing a line of products 
from white fir. The first western 
pine tree farm was established un- 
der his direction in 1942 and 
touched off the movement. Macart- 
ney is a past president of the 
Western Pine Association and now 
chairman of the board of NLMA 
after 1952 presidency. 


Harbor Plywood Corporation an- 
nounced the promotion of H. W. 
Van Natta to director of sales, suc- 
ceeding E. W. Daniels, who will de- 
vote his time to special undertak- 
ings. Van Natta, who has been 
with Harbor 24 years as sales 
warehouse manager and supervis- 
or, moved from Atlanta to Aber- 
deen, Wash., to take overall charge 
of all Harbor sales activities. 








LOWEST PRICES! 
Prompt Delivery 





FLUSH DOORS 


@ Shoreline ADMIRAL—made from A-Select Birch 


@ Shoreline COMMANDER—made from A-Unselect 


@ Shoreline CHIEF—made from Paint Grade Birch 














HIGH QUALITY 


COMMON SENSE: 


“Oh, stop worryi 
This cheaper roofing will be plenty gcod enough.” 





about windstorms. 


ASK ANY insurance man how many roofs 


are “gone with the wind” each year. He’ll 





tell you that “pin-up” roofs are a head- 
ache to policy-writers and just plain people 
in most parts of the country . . . another 
basic reason why you do well by yourself 
and your customers when you stand fast 
for wind resistant Certigrade cedar shingles! 


RED CEDAR SHINGLE BUREAU + SEATTLE, WASH, and VANCOUVER, CANADA 


GRAND TRAVERSE SALES 
wnncns COMPANY 


MICHIGAN 
TWK BIRMIN 


SUTTONS BAY 


MICHIGAN 
>4HAM 500 





TE SUTTONS BAY 61-71-92 TEL. MIDWEST 4-3450-1-2-3 


(To obtain more data on advertised products see page 151) February 8, 1954, AMERICAN LUMBERMAN & 





Uniform texture, straight grain and the ability to take a lustrous natural 
finish make West Coast Hemlock ideal for paneling. 


WEST 


West Coast Hemlock—the “Ability Wood" —has served generations 
as an extra-value flooring in homes, schools and public buildings. 


Weyerhaeuser 4-Square 





COAST 


HEMLOCK 


The ‘Ability Wood”’ 


From West Coast Hemlock, Weyerhaeuser pro- 
duces a great variety of superb lumber products, 
ranging from boards and dimension to siding 
and paneling. Used inside or out, Weyerhaeuser 
4-Square West Coast Hemlock invariably earns 
the respect and admiration of builder and home 
owner alike. Workmen are particularly pleased 
with its light weight, ease of sawing, and the 
ability to take and hold nails firmly. 
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PROPER icine 


oF HEMLOCK 


@ Through scientific logging, accurate 
sawing, controlled kiln seasoning, preci- 
sion surfacing, proper grading, careful 
handling and shipping, Weyerhaeuser 
provides this abundant “Ability Wood” 
in a wide range of 4-Square West Coast 
Hemlock lumber products. 








EXPAND YOUR MARKET 


sUll 


— > 
FOR 
MERCHANDISER 


DING PRODUCTS 


Home owners are delighted to find that Weyer- 
haeuser 4-Square West Coast Hemlock siding, for 
example, stays firm and tight for decades. They 
are pleased with Hemleck’s amazing ability to 
take and hold paint. The absence of pitch in this 
specieseliminates paint discoloration, and natural 
finishes bring out the straight grain, the uniform 
texture and the light color which mellows slightly 
with age. 

Because Hemlock is such a remarkably versatile 
wood —because it is so abundant—and because 
it has a long record of successful service in a wide 
variety of applications, dealers find it is good 
business to sell the outstanding characteristics 
and uses of Hemlock. 

Write for literature that will help you sell more 
Weyerhaeuser 4-Square West Coast Hemlock — 
the abundant “‘Ability Wood.” 


Weyerhaeuser 4-Square 


LUMBER AND SERVICES 


WEYERHAEUSER SALES CO,, ST. PAUL 1, MINN, 


HEMLOCK...THE ABUNDANT "ABILITY WOOD" 
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Sensational New Addition to 
the Quality Window Line... 


REYNOLDS Lifetime 
ALUMINUM NAILS 
This Reynolds display 
carton of 20 packages 
puts you in the fast- 
growing alumjnum nail 
business with minimum 
space. Different colored 
cartons for different 
type nails tell the whole 
story ... rustproof, non- 
staining, nearly three ™ 
times number of nails & 
per pound, 


Reynolds Aluminum . 
Traverse Window 


> So practical and beautiful it’s the homeowner's dream 

oxvanane sienna ...80 simple it’s the builder's dream, too. Sliding vents 

, ih es 

REFLECTIVE INSULATION open easy, close tight, lift out on for cleaning 

Takes toast wreee, lbnihis with teaus No sash balances, weights, hinges! Neoprene gasket 

effort ...250 sq. ft. in each roll! Clean, ..no putty! Easiest to install...cemplate in every 
embossed foil on tough kraft paper. Be Er ia 

package. Precision-made of “‘satinized” Reynolds Alu- 


reflects up to 95% radiant heat, per- 
f ier. 25”, 33” , ; ; 
on vapor benvier, 29°, 30° aneae minum. Highest rated for air and water infiltration. 


widths. Colorful counter display. 


REYNOLDS Lifeti na Write for 32-page catalog of 
me 
ALUMINUM FLASHING ae REYNOLDS ALUMINUM RESIDENTIAL WINDOWS 


Rustproof flashing that 
costs less, works easiest, 
looks best. 50’ rolls pull 
right out from Display 
Carton for cutting. Also 
flat sheet in Display Car- 


Casement, Awning, Double-Hung, Base- 
ment and Utility . . . quality-controlled 
from bauxite to building site, excep- 
tiona! for rugged construction and “‘sat- 
inized” finish. 


See "Mr. Peepers”... Your 
Customers do! Sundays... NBC-TV. 


B J L D I N G Reynolds Metals Company, Building Products Division, 
PRO DU CTS 2002 S. Ninth St., Lovisville 1, Kentucky. 
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ALL ABOUT WHOLESALERS 


Avy a 








ath . 
$T.REGIS 


-PANELYTE  RODDIS 


00 TEAS KITOMER 


LUMBER « VENEER CO... 





70,000 TONS OF ST. REGIS PANELYTE were shipped January 18 in three freight 
cars to the Roddis Lumber & Veneer Co. warehouses in Dallas, Houston and San 
Antonio “for 10,000 Texas sink tops.” Seeing off the shipment of 260,000 square 
feet of assorted colors from the Kalamazoo Panelyte plant are, left to right, 
Robert J. Brown, chamber of commerce secretary; Mayor Glenn 8. Allen, Jr., and 
James E. Kussman, plant manager. They hailed the shipment as marking the 
growth of a relatively new and active market for the colorful plastic laminate. 





Woodwork Jobbers 
Changes Name 


The Woodwork Jobbers Service 
Bureau changed its name to North- 
ern Sash & Door Jobbers Associa- 
tion, effective January 15, an- 
nounces William C. A. Costello, 
president, for the directors. It is 
comprised of sash and door ware- 
house jobber companies in 17 
northern, central and eastern 
states. 

The group was originally formed 
as the Central S&DJA in 1935 by 
38 jobbers. It has a present mem- 
bership of 92 companies. Carl W. 
Nagle recently succeeded Adolph 
Pfund as secretary. 


NACLS to Meet in Dallas 


G. R. Gloor, secretary-manager 
of the National Association of 
Commission Lumber Salesmen, an- 
nounces the annual meeting of 
the association March 1-3 at the 
Baker hotel, Dallas. The theme 
for the meeting is “How to Im- 
prove the Distribution of Forest 
Products.” The association believes 
orderly distribution of lumber is 
one of the most essential needs 
now confronting the industry, and 
should have the immediate and ser- 
ious attention of the manufactur- 
ers, wholesalers, retailers and the 
commission men. 

A program of entertainment is 
being arranged for the ladies as 
well as for the men. 


Stringfellow Honored 


E. D. Stringfellow, founder and 
president of the Stringfellow Lum- 
ber Co., Birmingham, was one of 
four persons honored with a for- 
mal dinner in Chicago recently by 
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the Old Republic Credit Life In- 
surance Co. The testimonial was 
given two officers and two direc- 
tors in recognition of 25 years’ 
service to the company. String- 
fellow has served as a director. 
He was one of the founding stock- 
holders and directors of Bankers 
Credit Life, which later merged to 
form Old Republic. 


Stringfellow Huling 


Huling with Fitzpatrick 

John H. Huling has been ap- 
pointed northeastern Illinois and 
northern Indiana sales representa- 
tive for the J. J. Fitzpatrick Lum- 
ber Co., Madison, Wis. He was 
formerly in the Chicago sales of- 
fice of Georgia-Pacific Plywood Co. 
Huling is a forestry graduate of 
Iowa State, member of the Society 
of American Foresters and has 
worked in the forest service on the 
Coeur d'Alene and Kaniksu for- 
ests in Idaho and Tahoe forest in 
California. 

Fitzpatrick controls mills in Wis- 
consin and Joseph, Ore., and main- 
tains a wholesale concentration 
yard in Madison. It is wholesale 
representative for many western 
mills such as Pacific Lumber Co. 
and Ohio Match Co. Lawrence J. 
Fitzpatrick is president. 


Wholesalers Announce 


Pinecrest Lumber Co., Milwau- 
kee, announced the promotion of 
E. R. Thurwachter to sales man- 
ager of its Illinois and Indiana 
operations. Gilbert Foster was 
named Madison agent by Fred §S. 
Larkin, Wisconsin manager. 


Peter Meinecke, formerly with 
the Celotex Corp., was named man- 
ager of window unit sales by Mer- 
cury Millwork Corp., Garden City, 
N. Y., distributor of the Malta line 
of window units in metropolitan 
New York and New Jersey. 


George A. Stager was named 
president of Scott-Marquardt Co., 
Buffalo, western New York whole- 
salers of building materials. He 
comes from Wilkes-Barre to re- 
place Robert E. Kruizenga, who re- 
signed. 


OBITUARIES 


ERSKINE B. INGRAM, 82, lumber 
millionaire, died January 18 after long 
illness. He was head of Investment Se- 
curities, successor to the O. H. Ingram 
Co., and a son of the late Orrin H. In- 
gram, who operated the defunct Em- 

ire Lumber Co. and other mills in 

isconsin in the logging era. Erskine 
Ingram inherited the lumber fortune 
of his father in 1918 and took over the 
presidency of the New Dells Lumber 
Co. He was a native of Eau Claire, 
Wis., where death occurred. 


DANIEL F. MULLANE, 61, presi- 
dent of the Boswell (Penna.) Lumber 
Co. and vice-president of the Indiana 
Veneer & Lumber Co., ———— 
died at his home in Greensburg, 
Penna., January 13. 


ARCHIBALD BAKER, 76, com- 
mission lumber buyer, Chicago, died 
recently. 


HERBERT A. ANDERSON, 52, 
president of the Sisalkraft Company, 
died in Fort Lauderdale, Fla., where 
he had gone to make plans for his 
retirement the first of the year. His 
home was formerly in Evanston, III. 


HARRY BARTRAM HEWES, 87, 
died at Jeanerette, La., after three 
years’ illness. Of ancestry famous in 
American history, Hewes entered 
business in Houston in 1885 with the 
M. T. Jones Lumber Co.; he bought 
an interest in 1887 in Milmo & Stoke, 
Jeanerette. After two fires, the firm 
was sold to the Wm. Cameron Co., 
Waco. The Jeanerette Lumber & 
Shingle Co. was started in 1894 and 
Hewes became a director, a position 
he held the rest of his life; he also 
served as vice-president and treas- 
urer. In 1914, with Robert H. Down- 
man, he invested in the Black River 
Cypress Co., the Big Salkahatchie 
Cypress Co, and the Carolina Cypress 
Co., which they operated 18 years. 
Hewes was also an officer in the 
Cc. D. Johnson Lumber Co., Toledo, 
Ore., and the Clover Valley Lumber 
Co., Loyalton, Calif. in which he in- 
vested in 1921. He was active in the 
NLMA and played a large part in its 
development. 
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Reasons Why You Should 
SELL 


Pittsburgh Red Stripe 
Brushes! 


1. Best Hogs’ Bristle Obtainable! Fine hogs’ bristle 
is hard to get now-a-days, but Pittsburgh's world- 
wide contacts buy the best of it for use in Red 
Stripe brushes. 


2. Finest Man-Made Bristles! Pittsburgh-devel- 
oped Neoceta has been proved the best man- 
made bristle yet! Especially good for use in latex- 
emulsion paints, Neoceta is sold under the Red 
Stripe label in combination with natural bristle 
and in 100% Neoceta fills. 


3. Smoother Paint Jobs! With the new Neoceta 
Velvet-Tip process, along with superior mixtures 
of pure hogs’ bristle, all Red Stripe brushes have 
the resiliency, snap and release characteristics 
that mean smoother work every time! 


4. Consistent Quality! Pittsburgh’s reputation 
was built on the Gold Stripe brush—and today’s 
Red Stripe is made under the same constant 
vigilance and extra manufacturing control that 
assure you consistent quality, brush after brush! 


5. Backed By a Century of Experience! Virtually 
100 years of brush manufacturing experience 
stand behind every Red Stripe brush. Pittsburgh 
makes on/y fine brushes! 


What does this mean to you, Mr. Dealer? Simply 
this: You can sell Pittsburgh Red Stripe brushes 
without fear of comebacks, and with the knowl- 
edge that your customers are getting the best 
brushes made today! It’s your guarantee of repeat 
sales, so keep stocked with Red Stripe. For the 
address of the Pittsburgh supplier nearest you, 
write: PITTSBURGH PLATE Glass Co., Brush Div., 
Dept. C2, 3221 Frederick Ave., Baltimore 29, Md, 


There’s a Pittsburgh Brush for every 
home and industrial use 


PITTSBURGH 


| \p Red Stipe ss 


BRUSHES * PAINTS * GLASS * CHEMICALS * PLASTICS * FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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THE LUMBER MARKET 


Adverse Weather 
Closes Many Mills 


KANSAS CITY—The most im- 
portant news development in the 
lumber market in the last two 
weeks was the weather. Snow, 
sleet, ice and sub-zero tempera- 
tures reduced production and 
shipments to a trickle throughout 
the entire district. Mills could not 
operate in some cases because of 
the cold and shipments were not 
going forward on account of the 
icy roads. At the same time build- 
ing came to a halt and yards were 
in no hurry to re-order supplies 
until their own bins had been re- 
duced. 

The weather worked a particu- 
lar hardship on the smaller, un- 
protected mills which are exposed 
to the weather. Partly due to the 
slowdown in production, those 
mills that had been showing spe- 
cial concessions on certain items 
have withdrawn such offerings. 
Then, too, it was said, the items 
available below the general mar- 
ket price were quickly snapped up 
for inventory by retailers. 

The trade expressed optimism 
over the administration’s low-cost 
housing program, and especially 
the proposal to make loans avail- 
able under a 40-year amortization 
plan. Such a move should stimu- 
late building and the movement 
of lumber. Mill executives here 
point out that a proportionately 
larger amount of lumber (to the 
overall cost of the home) goes into 
a cheaper residence than in a more 
expensive one. A more liberal 
home modernization program un- 
der the FHA provision also should 
help, especially for repair work, it 
was said. (See news pages for de- 
tails on the President’s program.) 

Box plants were reported to 
have delayed accepting delivery 
on gum, waiting for the spring 
months for the bulk of the re- 
quirements. Furniture plants were 
making inquiries now that a fairly 
successful show has been com- 
pleted at Chicago. 


Prices Holding 
In Seattle Area 


SEATTLE—The weather domi- 
nates the market. Usually when a 
storm hits the East it is balmy in 
the Pacific Northwest bvt mid- 
January finds both areas hit by 
low temperatures and snow. Com- 
ing so soon after the holiday shut- 
downs the bad weather has had 
the effect here of continuing the 
slow movement of lumber. Many 
mills did not resume operation af- 
ter January Ist. The weather has 
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closed small green mills and so 
little trading is being done that 
no trend is apparent. Prices are 
the same although occasionally a 
mill anxious to move stuff will 
offer some price inducement. One 
man after shopping around found 
variations up to five dollars in the 
prices of dry fir dimension. 

Generally mills are holding firm 
on prices. Transits are weak. Air 
dried stocks of pine and spruce 
are getting smaller. Cedar lumber 
mills are shipping from stocks on 
hand. 

Efforts are being made to place 
an export order for ten million feet 
of Douglas fir and hemlock plank 
sought by F.O.A. for Formosa. 
Australia is still buying and mills 
here handling export have full 
order files. 

A good supply of logs for this 
time of year is shown by the inven- 
tory of January. Puget Sound re- 
ported 494 million feet as com- 
pared to 515, December 1, a drop 
of 21 million. A year ago, January 
1, the district had 570 million feet. 
Columbia river on January 1 had 
526 million, a loss of 71 million 
feet for the month. On January 1, 
1953 the district had 589 million. 
Grays Harbor with 75 million 
dropped 19% million for the 
month. A year ago the Harbor 
area had 108 million feet. 


Inventories Worry 
Northern California 


SAN FRANCISCO Northern 
California’s lumber market, 
emerging from the holiday let- 
down, started slow with most of 
the industry worried about too 
much inventory. Prices, however, 
remain firm, probably due _ to 
weather conditions. 

Mike Coonan, of Tarter, Web- 
ster & Johnson, reports retailers 
are doing lots of “figuring” and 
general optimism prevails with re- 
spect to the immediate future. 

Redwood uppers are very firm 
in price, while redwood lowers are 
weak but selling at slightly lower 
prices than heretofore. 

Fir mills raised prices during 
the last week of December, antici- 
pating good sales. Sales were slow, 
however, so fir prices have 
dropped again. Mill owners who 
need cash are selling; those who 
can afford to do so are holding on 
to their fir. 

Jim Farley, of Pacific Lumber 
Company, substantiates the gen- 
eral optimism with reports of good 
demand for lumber with prices 
strong and a noticeable improve- 
ment in the pricing of lower 
grades. 

Farley expects a minimum of 


900,000 new housing starts in 
1954 “which may be enough impe- 
tus to the lumber industry,” he 
says, “if credit is reasonable. He 
sees the future housing market in 
terms of selling and financing 
(low down payment, long term 
loans, etc.). He also anticipates an 
increase in built-in appliances and 
much built-in furniture. 

Bill McCubbin, of Cord Lumber 
Company, reports yards “are do- 
ing lots of figuring on school 
buildings, with the state’s school 
building program an appreciable 
factor in strengthening the lum- 
ber market. 

“However,” McCubbin insists, 
“this year we will all have to get 
out and sell. We can’t wait for 
business to walk in, despite the 
shot in the arm the lumber indus- 
try will get out of Eisenhower's 
program for new housing and 
loosening of FHA credits.” 


Georgia-Pacific's 
Sales Up in 1953 


Georgia-Pacific Plywood Co. 
sales for 1953 represented a new 
high at $66,500,000, according to 
preliminary figures released by 
the company. 

Net working capital is $13,244,- 
000, including cash of $2,251,000 
with the current ratio at 3.6 to 1. 
Net earnings after taxes are in 
excess of $1,200,000, and divi- 
dends of $1.00 per common share 
were paid during 1953 against net 
earnings of $1.01. 

At a meeting of the board of 
directors the regular quarterly 
preferred dividend of 56%c was 
declared. Owen R. Cheatham, pres- 
ident, stated that “while the profit 
realized was somewhat better than 
had been expected in view of price 
weakness that characterized ply- 
wood operations during most of 
1953 the common dividend policy 
for 1954 could best be determined 
after the directors had opportu- 
nity to consider first quarter 1954 
results. For this reason no action 
was taken on the common divi- 
dend.” 


1953 Top Year 
for B.C. Plywood 


VANCOUVER — British Colum- 
bia’s plywood production for 1953 
reached an all-time record of 580 
million square feet, which is an in- 
crease of 135 million over the 1952 
figures. 

Output of British Columbia’s 


Continued on page 128 
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Here’s Why: 

1. The HEAD — thick, uniform shape, perfectly centered on the shank. 
Compare it with others of the same type . . . and you see the result of 
brand-new precision machinery, manned by skilled operators! 

2. The SHANK — highly polished, uniformly coated, or deeply barbed as 


the case may be. . . one thing stands out: Here is the product of only the 
finest, first-quality steel! 


3. The POINT — sharp, centered, clean . . . the uniform result of closely 
supervised production, prime materials, and the most modern wire mill 
in the world . . . built expressly for the production of perfect nails! 





The TEST — drive it. . . hear it .ing.clear as it seats deep and holds fast. 

Test good Gulf nails again and again .. . you will always get the same 

TRADEMARK result. Straighter, cleaner, easier drives .. . greater holding power... 
LOWER NAILING COSTS FOR YOU. 


Communicate with the nearest GULF representative: 


Davidson Steel Corp. Edward D. Sperry Jr. Cc. G. Fallon The Crispin Company B. S$. Meade Company 

444 Madison Avenue P. ©. Box 936 630 Centre Street 1611 Bank of Commerce Bldg. 604 Duquesne Terrace 

New York 17, N. Y. Santa Barbara, California Jamaica Plain, Houston 2, Texas Union, New Jersey 

Phone: Plaza 9-7151 Phone: 2-9625 Boston 30, Mass. Phone: Fairfax 0338 Phone: Unionville 2-8068 
Phone: Jamaica 4-5046 


Manufacturers of: Nails and Staples - Chain, welded and weldiless - Chain-link fencing - Concrete wire mesh 
Steel wire: plain, annealed, galvanized. 
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eight plywood mills and two veneer 
mills was valued at about $47 mil- 
lion. Reasons for the increase were 
new productive capacity and ab- 
sence of strikes. By comparison, in 
the previous year, the industry was 
shut down for six weeks by a sum- 
mer work stoppage. 

No increase in production is 
looked for in 1954, and the indus- 
try is currently producing at less 
than capacity. Inventories are 
fairly high and there have been 
price cuts in some grades ranging 
from 10 to 18%. 

Plywood producers are joined 
with other units of the forest in- 
dustry in an effort to increase con- 
sumption of wood products. The 
industry has budgeted some $500,- 
000 for advertising and sales pro- 
motion. 


More than 95% of B. C. plywood 
production is sold in Canada. Big 
United States domestic production, 
protected by a tariff, keeps Cana- 
— plywood out of the U.S. mar- 

et. 

B. C.’s plywood industry, like the 
U.S. industry, is striving to in- 
crease the uses made of plywood 
in construction. 


Baltimore Reviews 
Record Building Year 


BALTIMORE—Lumber business 
here began the New Year at a 
rather modest pace, being slowed 
by the worst winter weather thus 
far in addition to the doldrums 
usual at this stage of the business 
season. 

Brightest part of the picture at 
the moment is that building per- 
mits for 1953 hit an all-time high, 
and the carryover of a great por- 
tion of this construction business 
augurs well for the early part of 
1954. 

In the metropolitan area, which 
includes Baltimore city and two 
adjacent counties, 1953 construc- 
tion permits amounted to $210,- 
311,545, exceeding the previous 
record made in 1951 by more than 
$38,000,000. 

Within this total was $127,597,- 
000 for permits for home and 
apartment construction, also a new 
high, and indicating that the post- 
war boom in house building is not 
yet spent. Most significant factor 
in the year’s building was a swing 
of a number of builders from row- 
house construction to individual 
dwellings of greater dollar value. 
This served to boost dollar value 
while holding the number of dwell- 
ing units under the previous high 
year of 1950. Construction of large 
apartment houses increase the 
1950 number. 
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D s Fir Mills 
Set Record in ‘53 


Douglas fir sawmills did more 
business during 1953 than for any 
year in the past quarter century, 
according to year end figures just 
released by Harris E. Smith, secre- 
tary of the West Coast Lumber- 
men’s Association. 

Smith said mills in the rain belt 
of western Oregon and Washing- 
ton had orders for 10,171,657,000 
board feet in 1953, which topped 
record 1951 by 65 million feet, and 
was 137 million feet above 1952. 

Production for 1953 was 10,292,- 
898,000 board feet, also above last 
year, but short of the all-time rec- 
ord cut of 10,416,432,000 feet es- 
tablished in 1951. Shipments were 
also high, totaling 10,243,396,000 
board feet, topping 1952, but just 
short of record-setting 1951. 

Orders have spurted in recent 
weeks, Smith reported, and there 
is much optimism among West 
Coast producers that 1954 demand 
will equal that of the recent boom 
building years. He said lumber 
leaders were looking forward to an 
exceedingly active construction 
year nationally. He expected the 
do-it-yourself program and the 
huge campaign of remodeling of 
older homes and structures to ex- 
ceed 1953. A million new homes 
seem assured, he said, and the vol- 
ume of new churches, schools, com- 
mercial and industrial structures 
as well as farm buildings should 
be very high. 


West Coast Lumber 


The weekly average of west 
coast lumber production in Decem- 
ber was 165,632,000 b.f. or 87.5% 
of the 1948-1952 average. Orders 
averaged 173,563,000 b.f.; ship- 
ments 166,473,000 b.f. Weekly av- 
erages for November were: pro- 
duction 182,824,000 b.f.; 96.6% of 
the 1948-1952 average; orders 
179,214,000 b.f.; shipments 178,- 
768,000 b.f. 

Twelve months of 1953 cumula- 
tive production 10,292,898,000 b.f.; 
12 months of 1952, 10,154,072,000 
b.f.; 12 months of 1951, 10,416,- 
432,000 b.f. 


Orders for 12 months of 1953 
breakdown as follows: rail & 
truck 7,016,618,000 b.f.; domestic 
cargo 2,197,490,000 b.f.; export 
ey pst te b.f.; local 445,634,000 


The industry’s unfilled order file 
stood at 749,626,000 b.f. at the end 
of December, gross stocks at 1,- 
046,570,000 b.f. The above data 
was supplied by the West Coast 


Lumbermen’s Association and cov- 
ers Douglas fir, West Coast hem- 
lock, Sitka spruce and Western 
red cedar. 


Shipments Nationally 
3.9% Above Production 


Lumber shipments of 518 mills 
reporting to the National Lumber 
Trade Barometer were 3.9% above 
production for the week ending 
January 16, 1954. In the same week 
new orders of these mills were 
11.8% above production. Unfilled 
orders of the reporting mills 
amounted to 33% of stocks. For the 
reporting softwood mills unfilled 
orders were equivalent to 21 days’ 
production at the current rate, and 
gross stocks were equivalent to 61 
days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
1.0% below production ; new orders 
were 4.7% above production. 

Compared to the average corre- 
sponding week in 1935-1939, pro- 
duction of reporting mills was 
126.2% above; shipments were 
115.2% above; new orders were 
92.7% above. Compared to the cor- 
responding week in 1953, produc- 
tion of reporting mills was 9.0% 
below; shipments were 3.9% be- 
low; and new orders were 17.0% 
below. 


Southern Pine 


For the week ending January 16, 
106 mills reporting, orders totaled 
13,408,000 feet, compared to 13,- 
562,000 the preceding week and 
17,894,000 last year. Similar com- 
parisons of shipments are 13,526,- 
000 feet, 13,496,000 and 15,944,000 
and for production 15,891,000, 16,- 
652,000 and 17,337,000 feet. 

Expressed in percentages ship- 
ments were 15.4% and orders were 
15.7% below production for the 
week. Orders were but .02% below 
shipments for the week. All opera- 
tions were well below the three 
year average. Orders were off 24%, 
Shipments were down 23%, Produc- 
tion slipped 10%. 


Western Pine 


For the week ending January 
16, 116 mills reporting, orders to- 
taled 74,043,000 compared with 
57,939,000 the preceding week and 
86,577,000 feet last year. Similar 
comparisons of shipments are 64,- 
661,000, 56,234,000, 75,778,000 and 
for production 56,993,000, 53,234,- 
006 and 65,454,000. 

Expressed in percentages ship- 
ments were 13.5% and orders were 
29.9% above production. Orders 
were 14.5% above shipments for 
the week. 
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New PET Electric Saw 
with exclusive 
$2995 TRU-GUIDE’! 


RETAIL 
*Guide line and level index 
calibrated after saw is assembled. TRU- 
GUIDE guarantees right-to-the-line cut- 
ting. Exclusive! Priced low. A real value! 


3 Great New. PEZ’ Power Tools! 


PLUS BIG PROMOTION FOR PROFITS! 


New PET Wall-Shop ONLY 
Complete 37-piece set $2995 


RETAIL 
A whole tool kit on the wall! 


A place for everything, everything in its place. 
Newest, most-attractive, fastest-selling idea 
since the beginning of drill kits! 


“Full and Half-Pag @ 


cess Ade! 


Throughout 1954 


This year, PET’S PROMOTION is spearheaded by 
large, frequent, powerful ads in The Saturday 
Evening Post. Beamed toward over 148-million 


readers, these ads will steer buyers your way. Stock, 
New PET Shopmate i ie in with this gi 


display, and tie in with this giant program. Order 
$1995 from your jobber, now! 
LATHE and DRILL PRESS 
RETAIL Send for free 
Powered by any PET 4” Electric Drill copy of big, 64- 


: 3% page “Portable 
For turning, horizontal and vertical drilling. Any PET 14” Power Tool 


drill drives this sturdy combination bench tool. Guide’ and 


¥ : : name of your 
Bench Saw fits Shopmate lathe. Has adjustable table, rip fence, nearest PET 


mitre gauge. $9.95, retail. distributer, 
Complete Motorized Home Power Shop combines lathe, drill POWER TOOLS 


press, bench saw. Also a sander-grinder and router. Including power 
unit and 24-pc, accessory kit. $59.95, retail. 


PORTABLE ELECTRIC TOOLS, INC., 320 W. 83rd St., Dept. at.24, Chicago 20, Ill. 
in Canada: Portable Electric Tools, Ltd., 452 Birchmount Rd., Toronto, Ont. 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertien! Grain Flooring 


B&Btr. Cc 
1x4 165.00 155.00 


Fiat Grain Flooring 


D 
90.00 


125.00 
130.00 


80.00 
105.00 
Drop Siding 

1x6 (Pat. $128} 150,00 

ix6 (Pat. #11 150.00 
Celling 

4x4 133.00 60.00 
BO sectors tie ath 120.00 80.00 


Ronrds and Shiptap and 2” (Green) 


95.00 
90.00 


No. 
No. 
No. 


No. 1 Dimension 
12° 14° 
2x 4 63.00 63, 
2x 6 62.00 64 
2x 8 64.00 63 609.00 
2x10 62.00 64 62.00 
2x12 62.00 60 50.00 
No, 2 Dimension 
2x 4 68.00 f 00 
2x 6 67.00 58.00 59.00 
2x & 569.00 55.00 67.00 
2x10 67.00 9, 57.00 67.00 
2x12 57.00 ' 55.00 67.00 


No. 3 Dimension R/L Only 
2x 4 


65.00 
63.00 


62.00 
62.00 
62.00 
62.00 
62.00 


60.00 


29.00 


2x 6 
2x 8 
2x10 
2x12 


. 26.00 
44,00 
20,00 
28.00 


(Add $10-$12 for dry lumber) 





RED CEDAR SHINGLES 


Royals 

4/2 13.25 
4/2 6 50 
4/2 ~4,00 


9.75- wes 
$.60-8.75 


5/2% 
5/2%, 
5/2% 


5/2 
5/2 
5/2 





WESTERN RED CEDAR 


Prices for red cedar siding tn mixed 
cars, new bundling. @ to 10 are: 
Beveled Siding, “% Inch 

Clear “an “Re 

80.00 75.00 

80.00 5.00 

100.00 95.00 
120-125 115.00 
Clear Bungalow Siding, % Inch 

& inch .165.00 160.00 

10 inch 180.00 

12 Inch .180.00 185.00 


Finish B and Ber. 82 or 458, 
* to 10° or Rough 


Y%x4 inch 
“4x5 inch 
“x6 inch 
“4x8 inch . 


Cetling or Fieortng B and Btr, 


120.00 116.00 95.00 
Discount on mouldings 620° - 20° odd 
lengths. 


Series 8,000 


Tietine under 4.00—list plus 35% 
Listing 4.00 and over—list plus 35% 


Clear Lattice, 5/16” =x 1%"—3' te 18 
100 lin. ft. . 
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WESTERN PINES 


Ponderosa Pine 
5/61 Y ted 

soe 48 4/4 RW 6 hw 8 

or As /4 eed 

C&Btr RL 250.00 255.0 265. 
Shop, $28 

5/4 

6/4 


1x12 RL 
Idaho White Pine 
Selects S82 or 48 


1x 1x s 
CaBer RL 265. $0 265.0 
RL 225.00 225. 
Commons, $2 or 48 


00 


No, 2 
y 143.00 
184,00 = 08 
Sugar Pine Selects 82 or 
4/4 2% Rw 
Raptr RL 260 275.00 
Cc RL 2 08 70.0 
D RI 00 40.00 





OAK FLOORING 


Clear Pin x3 
White 1 
Red 1 
Sel. Pinin 
White 
Red 
#1 Com, 
White 
Red 
#2 Com, 
Pin. White 
& Red = 107.00 


115.00 80.00 90.00 
F.O.B. Memphis mills 





SOUTHERN PINE 


Vertical Grain Flooring 


B&Btr. 
ix4 Heart 


Flat Grain Flooring 
1x4 
1x6 


Drop Siding 


1x6 (Pat. #106) 
1x6 (Pat. #116) 


Boards & Shiplap 
1x6 1x8 

..99.00 102.00 
No, 2 ...73,00 76.00 
No. 3 . 58.00 63.00 


No. 1 Dimenston 

12° 14 16° 
87.00 88.00 99.00 
2x & 87.00 89.00 87.00 
2x & 980.00 90.00 90.00 
2x10 97.00 98.00 97.00 
2x12 107.00 107.00 107.90 


No. 1 


2x 4 


No. 2 Dimension 
2x 4 80.00 81.00 
2x 6 73.00 73.00 
®x & 70.00 71.00 
®x10 &6.00 2.00 
2x12 78.00 00 


83.00 
73.00 
67.90 
87.00 
77.00 
No. 3 Dimension R/lL Only 

2x 4 

2x 6 

2x 8 

2x1 

2x12 


February &, 


REDWOOD 


Bevel Siding 


ax . Clear 
Clear 
Clear 
Clear 


< 
>) 


deca 
aananaaa 


4 
a 


ote: A grade V.G. Redwood Siding 
$5. 08 less for “%, % and ¥% in above sizes. 


Anzac Siding 


1x10 V.G. Clear All ifoast 
1x12 V.G. Clear All Hea 
Note: Deduct $15.00 tor + Grade. 


Finish 


lx 4 Clear Heart 848 
x 6 Clear Heart S48.. 
1x 8 Clear Heart S48.. 
1x10 Clear Heart 848 
1x12 Clear Heart 848 


te: A Grade ix4, 1x6, 1x8 deduct 


Note: 
$10. 1xi0 and 1x12 deduct $15 





WESTERN HEMLOCK 


Vertical Grain Flooring 


¢ 
140.00 
Flat Grain Flooring 
120 2.98 
150. 
Drop Siding 


1x6 (Pat. #106) 
1x6 (Pat. #116) 


Ceiling 


No. 
No. 
No. 


2x12 63.00 
No. 2 Dimension 
2x 4 59.00 9.00 
2x 6 59.00 60.09 
2x 8 61.00 61.00 
2x10 69.00 61.00 
2x12 59.00 59.00 59.00 


No. 3 Dimension R/L Only 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 

1x6 1x8 1x10 1x1? 
116.00 110.69 116.49 118.90 
69.00 70.00 71.00 


No. 2&Btr 
No. 3&Btr 


No. 1 Dimension 


2x 4 
2x 


1 
2x1 67.50 


No, 2 Dimenston 
ox 60.00 66.00 


62.50 62.50 
59.50 59.50 


‘(Boards eraded No. 3, at flat 
price: no price for AY, No 2. Mitts 
do not gerade out No. 3 dimension sep- 
arately as in fir.) 
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100 Smart New Decor 
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Satone, the amazingly new, totally 
different alkyd flat enamel, was 
born a star and performs like one. 
On walls, woodwork and trim, 
Satone gives your customers an 
array of beautiful colors plus a velvet-smooth 
finish that dries fast. Satone has no painty 
odor. | 
Combined with a merchandising plan that 
has proved its ability to make sales, Satone 
is a box office attraction that leaves stand- 
ing room only in your BPS paint department. 


/ 


ee | 
— NOW! 


: The Patterson-Sargent Company 
) 1325 East 38th Street 
Cleveland 14, Ohio 





felis a Drying Coat .— Gentlemen: 
1 would like to try a quart can of New Satone, without cost or 
in a) a obligation to me! 
NAME 
@ STORE NAME 


J Ss. ADDRESS _ 


<a 











NOW! NEW! 


An easy 10° ‘Come-On’ that may mean 
over 5100°° to you in ‘Tie-in’ Sales 


Miracle® 
Anchor Nail S7" 


ig 


Miracle sae 
Anchor 
Adhesive 


It’s a cinch to sell the “do-it-your- 
self” Miracle Method of attaching 
furring strips and partition sills to 
concrete and masonry surfaces. 
Here’s an opportunity for your 
customers to transform drab cellars 
into colorful gamerooms without 
the “back-breaking” and risky job 
of drilling holes in the foundations 
of their houses. All they do is glue 
Miracle Anchors to the walls with 
Miracle Anchor Adhesive — simple 
as “pie”, and at an amazingly low 
» installation cost of approximately 
oe 6c per square ft. 
m™ What's more important, Mr. 
Dealer, is the plus sales that come 
to you as a result of this initial 
purchase. These include finishing 
board, paint, nails, and other com- 
panionate items. 


Order Now! 
The sooner you begin selling the 
easy $10 “come-on” Miracle Anchor 
Adhesive — Anchor Nail Kits, the 
f sooner you cash-in on the big dollar 
tie-in sales. And you do your cus- 

tomers a real favor, too! 
NET PRICE TO 


CAT. NO DESCRIPTION DEALER PER 
DISPLAY UNIT 


1000 AN | Display unit holding 96 $6.00 6 Display $10.00 
Miracle Anchor Nails and 1 Units Per 
qt. Miracie Anchor Carton 
Adhesive. 


MIRACLE ADHESIVES CORPORATION 


Dept. Al-2, 214 E. 53rd St., N. Y. 22 ® By Miracle Adhesives Corporation 


PRICE TO 
PACKING (CONSUMER PER 
DISP. UNIT 








Have you heard?... 


GENEVA 


Kitchens are now 


available in 


COLOR 


Top quality 
plus color... 
what a 
combination! 


Yes! it’s the big news of the in- 
dustry .. . GENEVA, the top 
quality steel kitchen line is now 
available in a choice of six beau- 
tiful colors plus standard white. 
Little wonder more and more as- 
chitects and builders are switch- 
ing to GENEVA kitchens. For 
complete details on the GENEVA 
kitchen line, write Dept. AL-2-54. 


GENEVA MODERN KITCHENS + GENEVA, ILLINOIS 
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PRODUCTS 


Interior Finish 

New colors and flame-resistant 
surface treatment highlight the 
1954 Insulite interior finish line. 
An attractive pearl gray color has 
been added to the plank line which 
also includes new shades of ivory, 
pale green, light and dark wood- 
tone. Mist green tileboard is 
another color introduced for 1954. 
All Insulite interior products but 
one — Smoothlite interior board — 
now have flame-resistant surface 
finished surfaces. Tileboards and 
plank have a factory applied flame- 
resistant surface that complies 
with U. 8S. CS42-49 Class F require- 
ments. Insulite acoustical tile- 
boards are also available with a 
superior flame-resistant surface 
that qualifies these products as 
“slow burning” under Federal 
Specifications SS-A-118a. Insulite 
Div., Minnesota and Ontario Paper 
Co. 


For more data circle No. 1 on coupon, p. 151 





Tileboard , 


Panelboard Mfg. Co., Inc., an- 
nounces a new tileboard. Feature 
Tile is designed to be installed 
with contrasting colors in plastic 
cap and feature strip. This new 
pattern can be combined with any 
one of Panelboard’s nine tileboard 
colors with a choice of five con- 
trasting trim colors. 


For more data circle No. 2 on coupon, p. 151 


BuILDING Propucts MERCHANDISER 


Heating System 5 

Iron Fireman Manufacturing Co. 
has released for national distribu- 
tion its new SelecTemp heating 
system which features a thermo- 
stat in every room and continuous 
circulation of filtered warm air. 
Steam generated by low pressure 
steam boiler is the heating medium 
that is used, and is conducted 
through smali copper tubing to the 
compact individual room units, 
which are normally recessed into 
the outer walls—leaving only the 
outer grill extending beyond the 
surface of the wall. Output capac- 
ities of the three sizes of units are 
6,000, 12,000 and 18,000 BTU per 
hour. Each heater is a fully auto- 
matic unit, consisting of a copper 
heat exchanger, steam turbine 
driven fan for circulating room air 
through the unit, air filter, and a 
self-contained non-electric thermo- 
stat. 


For more data circle No. 3 on coupon, p. 151 


The new Model 32000 Foley Au- 
tomatic Hand Saw Retoother re- 
stores any hand saw to like-new 
condition. A V-shaped steel punch 
cuts away old irregular teeth and 
forms new ones, either rip or cross- 
cut, of any size from 4 to 16 points 
per inch. Saw handles need not be 
removed. Important features in- 
clude a dial indicator to insure any 
desired tooth pitch from 0 to 30 
degrees, and the ability to produce 
either a straight or a crowned 
toothed edge. The Foley Retoother 
is furnished with choice of hand 
or motor drive. Foley Manufactur- 
ing Co. 


For more data circle No. 4 on coupon, p. 151 


Gas-posall 

The Rusco Automatic Gas-posall, 
a gas-burning garbage disposal 
unit, is said to be completely auto- 
matic—First the wet garbage and 
refuse is dried (dehydrated) and, 
then, flame-consumed in a matter 
of seconds. Nothing remains but 
an ash residue, highly prized as a 
valuable fertilizer for the garden. 
The Rusco Automatic Gas-posall is 
engineered with a capacity of 2 
bushels of garbage and refuse. Two 
models of the Rusco Automatic 
Gas-posall will soon be available: 
a Standard Model in Rusco Satin 
Silvertone baked enamel finish and 
a Deluxe Model in white with a 
porcelain top and a nickel lid.— 


For more data circle No. 5 on coupon, p. 151 


Hammer-Head Line 

Hammer-Head is the trade name 
for a new line of 2 in 1 Putty 
Knives and Scrapers being intro- 
duced by the Hyde Manufacturing 
Co. This new line features solid 
brass. forged heads securely fast- 
ened to ends of handles in 8 popu- 
lar sizes and types. These new tools 
range from 1%” Putty Knives to a 
6” Wall or Joint Scraper. The brass 
Hammer-Head serves as a hammer 
to drive in loose nails and obstruc- 
tions while using either a Putty 
Knife or Scraper. The handles have 
a single seam and are shatter proof 
plastic; the blades are high car- 
bon mirror finish steel and are 
grcund individually. These new 
Hammer-Head Putty Knives and 
Scrapers are displayed in new self- 
serve Space-Saver Merchandisers 
that take only 3” x 6” counter 
space, 


For more data circle No. 6 on coupon, p. 151 


(continued on page 134) 
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NEW PRODUCTS 
(begins on page 133) 





Carrying Device 

The Chicago Precision Machine 
Co. is now in production on a new 
hook-type carrying device which 
fits right on car doors. No tools 
of any kind are needed in attach- 
ing this new, patented cardoor car- 
rier. The “Kari-Mor” simply hooks 
between the glass and the top 
edge of the car door. Suction cups 
of rubber protect the finish of the 
car from scratching or marring. 
The load is tied down and held in 
place by the strong web straps 
with which each Carrier is equip- 
ped. Used in pairs, the ‘“Kari- 
Mor” Carriers can be attached or 
removed in a jiffy. 


For more data circle No. 7 on coupon, p. 151 


Magnetic Tool 

A new-type, pocket-sized magnet, 
called the Eriez Recovery Magnet- 
tool, is 4%” long and is 1” in diam- 
eter. Heart of the magnet is inside 
the smash-proof steel tube where a 
magnetic assembly of Alnico V is 
housed. Because of Alnico V the 
magnet will hold its power for a 
lifetime and yet does not need re- 
charging or electric current or 
wires or batteries. It is self-con- 
tained. Eriez Manufacturing Co. 


For more data circle No. 8 on coupen, p. 151 


New Wall Base 

Kencove Flexible Wall Base has 
just been announced by Kentile, 
Inc. This new wall base of the set- 
on type is produced in 48-inch 
lengths only. It is four inches high, 
with a toe width of % inch. It has 
greater resistance to soiling, can 
be cleaned easily and the material 
is break-proof, states the manufac- 
turer. Kentile’s new Kencove Flex- 
ible Wall Base is available in 
green, red, brown and black. 


For more data cirele Neo, 9 on coupon, p. 151 
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Nail Clip 

The “Third Hand” nail clip is 
now being made and distributed by 
the Utica Drop Forge and Tool 
Corp. “Third Hand” is easily and 
quickly attached to most carpen- 
ter’s hammers — its spring-steel 
clip holding all nails from shingle 
nails to spikes. Use of the Utica 
“Third Hand” simplifies starting 
nails, as the material can be held 
in position with one hand while the 
nail is started with the other hand. 
When the nail is started, a slight 
pull frees the hammer which then 
completes driving the nail in the 
usual manner. 


For more data ecirele No. 10 on coupon, p. 151 








"322 a> 


e) 


mye: 


New Ceiling 

“Acusti-Luminus” Ceilings dif- 
fuse the room illumination, giving 
it uniform distribution, eliminat- 
ing shadows and reflected glare. 
At the same time, acoustical baf- 
fles, spaced at proper intervals, 
give the room a high degree of 
acoustical correction, states the 
manufacturer. 

A translucent, corrugated ceil- 
ing of thin Lumi-Plastic is sus- 
pended below continuous rows of 
fluorescent or slimline light 
sources, spaced for uniform diffu- 
sion. The corrugated plastic comes 
in rolls three feet wide and is un- 
rolled onto its supporting tracks. 
It is pointed out that “Acusti- 
Luminus” Ceilings are often in- 
stalled below sprinkler heads, as 
the characteristic of the plastic 
causes it to lose rigidity at 140 
degrees so that it drups from its 
supporting channels. The acousti- 
cal correction is provided by per- 
forated steel baffles affixed to the 
channels holding the ceiling. These 
baffles contain fibre glass absorp- 
tion pads originated by the Bell 
Telephone Laboratories. The ceil- 
ing may be installed either with 
or without these acoustical baf- 
fles.—Luminous Ceilings, Inc. 


For more data circle No. 11 on coupon, p. 151 
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What's YOUR Answer? 


Studies reveal that 50% of all retail 
businesses that went bankrupt last 
year did not keep adequate records. The 
American Lumberman strives to keep 
you informed of the latest develop- 
ments in office procedure and general 
management techniques. This issue, 
for example, contains an exclusive 
story on how one progressive building 
materials dealer solved the perpetual 
inventory problem in a relatively easy 
manner. Factual articles of this nature 
—designed to aid you in your day-by- 
day operations—will run regularly in 
the American Lumberman throughout 
1954. Can you afford to be without this 
vital information? 


What’s YOUR Score? 
9 to 10 correct: Excellent! 


7 or 8: Good. 5 or 6: Fair. 


1. In Eisenhower’s housing pro- 
posals for Congress, about how 
much down payment would be re- 
quired for the purchase of an 
$8,000 home? 


2. Doors in a variety of shapes 
and sizes flood over a full page 
advertisement of what  lockset 
manufacturer? 


3. Which of the American Lum- 
berman’s departments gives you 
data on the state of the nation’s 
finances? 


4. Who makes M-D noiseless 
sliding door hardware? 


5. What is the main method 
used by the Do-It-Yourself chain 
stores to attract customers? 


6. A smiling lad from Holland 
is featured in what paint maker’s 
ad? 


7. How does the Pinellas Lum- 
ber Co., St. Petersburg, Fla., spur 
paint sales? 


8. What roofing and siding 
manufacturer features the “Col- 
orator” in its two-page ad? 


9. Can you name two of the 
three elements of the Frey Broth- 
ers Lumber Co. perpetual inven- 
tory system” 


10. What manufacturer’ uses 
nails and staples to spell out its 
name in its advertisement? 


Answers on page 136 
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"See how easily it slides!” 








»». when you use K-V 


DRAWER SLIDES 


Even the heaviest drawers slide open at a touch, 
Above is average of timber being cut today on our second without sticking, jam or sag when equipped with 
cycle cutting on 200 Thousand Acres of timberland. Annual 


K-V drawer slides! The K-V slide has noiseless, 
cut 20 Million for past half century under exacting Forest self-lubricating genuine Oilite bronze bearings— 
Management Plan without depletion. lets the drawer float open and closed, makes sure 

the drawer never dislodges. All stopping points 
HARDWOODS — WHITE PINE — HEMLOCK are protected with rubber bumpers. Drawers 
can be fully extended and easily removed. No 
mortising is necessary in installation. Cadmium 
plated finish. Sizes, in inches: 12, 14, 15, 16, 
MENOMINEE INDIAN MILLS 17, 18, 19, 20, 21, 22, 23, 24, 25, 26, 27, 28, 


% 7%) 39 ; 
Neopit, Wisconsin 29, 30, 32, 34, 36, and 38. 


DEFEND YOUR TRADE WITH 


Air-dried QUALITY LUMBER Kiln-dried 





keep your EYE 
on: clean, 


tHE NEw K=W supine poor 


SHEAVE WITH NYLON ROLLER 
‘ 


Now K-V brings you the lifetime nylon sheave 
with genuine self-lubricating Oilite bronze bear- 
ings! This sheave glides noiselessly at the touch 
of a finger, is the ultimate in roller sliding door 
equipment. Order No. 594 sheave with No. 465X 


brass track. Other size nylon sheaves available. 


White for a copy of: American Lumber 
Merchandising Plan 


Ask your jobber for K-Venience builders hardware 
for selling Wolmanized 4 Treating Co. 


- or write for complete catalog. 
fee we a 1650 McCormick Bidg., Chicago 4, Ill. 


a profit- Branch Offices: 141 Milk St., Boston 9, Mass. 
builder. 420 Lexington Ave., New York, N.Y. 
rr Plant: Maritime & Tyler Sts., Port Newark,N.J. 


Wolmanized is a registered trademark of 
American Lumber & Treating Company 











and Rapids, Michigan 
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NEW PRODUCTS 
(begins on page 133) 








Wooden Shades 


Functional as well as decora- 
tive, the new Sunweave window 
shades introduced by The Hough 
Shade Corp. offer a moderately 
priced solution to the many diffi- 
cult problems posed by picture 
windows and window walls. Made 
of woven wood the shades are stain 
finished to present a soft, textured 
effect with the grain of the wood 
faintly visible. Colors are neutrals 
or grayed-down tones that blend 
and harmonize; they include al- 
mond (natural) ,nut brown, autumn 
grey, harbor green, Dutch yellow 
and dawn white. Each Sunweave 
Shade will be custom-made to mea- 
sure. 


For more data circle No. 12 on coupon, p. 151 
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Prefinished Wall Panels 


New Marlite Plank and Block, 
introduced by Marsh Wall Prod- 
ucts, Inc., features a new line of 
ten “companion colors.” The new 
Marlite Plank and Block “compan- 
ion colors” include polar white, 
light aqua, dark aqua, parchment, 
sunlight yellow, mist gray, smoke 
gray, foam green, sage green and 
dusty pink, plus wood patterns 
which include natural walnut, sil- 
ver walnut, striped mahogany and 
golden mahogany in 16” planks 
and blocks. 


For more data circle No. 15 on coupon, p. 151 
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Ventilating Fans 


A new line of ventilating fans 
designed for wall and ceiling in- 
stallations, feature a one-piece 
grille mounted with neophrene rub- 
ber grommet and single-threaded 
nose piece. All are available with 
a gleaming, baked-on white enamel 
grille that permits maximum pas- 
sage of air. A chrome grille is op- 
tional at slight extra cost. Carrying 
the Miami-Carey brand name, the 
new models include 8” and 10” 
through-wall ventilators and a 10” 
combination wall-and-ceiling fan. 
The display pictured above is 
offered free with any order for one 
hundred pounds of fans. Miami- 
Cabinet Division, The Philip Carey 
Manufacturing Co. 


For more data circle No. 14 on coupon, p. 151 


Right-Angle Drive 


The new Millers Falls Company 
Right-Angle Drive multiplies the 
usefulness of %” electric drills. 
With this new attachment it is 
easy to work in corners, between 
studs and in many spots which 
would normally be impossible to 
reach. The No. 21380 fits all %” 
drills with spindles %” long or 
longer and with %”—24 internal 
or external threading. The gear 
ratio is direct—one to one. The re- 
versible hardwood handle is ma- 
hogany-finished. The drive body is 
finished in hammertone gray 
enamel. 


For more data circle No. 15 on coupon, p. 151 


The Porter-Cable Machine Com- 
pany introduces a_ stationary 
multi-tool bench from which var- 
ious units can be detached to serve 
as portable tools. The basis of the 
model 5013 Porta-Shop is an all- 
steel work bench designed to con- 
vert any portable electric tool into 
a stationary machine. The table is 
45” long by 24” wide. A higher sec- 
tion of the bench accommodates 
any one of eight Porter-Cable elec- 
tric hand saws to make a table saw. 
The table is equipped with an ac- 
curate sliding miter gauge which 
can be adjusted to hold the work at 
any angle. A vertical drill press, 
supporting a %” drill is mounted 
at one corner of the bench. It is 
adjustable for height and swings 
in an are to any position desired. 
Also on the table is a stationary 
abrasive-belt horizontal bench 
sander, the Porter-Cable Combo- 
tool, and shaper-jointer equipped 
with a 20,000 RPM power unit 
that employs a selection of cutters 
to produce molded edges on wood. 


For more data circle Ne. 16 on coupon, p. 151 
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Solution to 
What’s YOUR Answer? 


Stop! Read questions on page 134 


1. Around $400, See page 9 for the 
dealers’ slant on Ike’s housing pro- 
gram. 

2. Kwikset Sales and Service Co. 
which features its “400” line on page 3. 

3. The “report from Washington.” 
Page 25. 

4. Macklanburg-Duncan Co. whose 
ad is on pages 14-15. 

5. They guarantee CUSTOMERS 
work. Don’t miss reading about the 
merchandising techniques used by this 
chain which is in direct competition 
with lumberyards. Story starts on 
page 56. 

6. National Lead Co., makers of 
Dutch Boy paints. Ad is on pages 52- 
53. 


7. They test their own paints on an 
unusual outdoor rack so they can fur- 
nish customers accurate performance 
information. See page 88. 

8. The Ruberoid Co. on pages 84-85. 

9. Three wooden file boxes; a stack 
of 5”x8” cards; and 30 minutes work 
per day. Page 92 gives you the facts 
on how to set up this relatively simple 
perpetual inventory system. 

10. Gulf Nails, made by the Gulf 
Steel and Wire Co. Ad appears on page 
127. 
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Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Spruce, Norway Pine, Jack Pine 


Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 


Straight or Mixed Cars 


@ Common Boards 
@ Barn and Drop Siding 
@ Sheathing 
@ Factory & Flask Lumber 
@ Knotty Pine Paneling 


KILN DRYING FACILITIES 


RAINY LAKE LUMBER CO. LTD. 


Sales Office: 


1026 Chicago Title & Trust Bidg. 
CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Lid., Rainy Lake, Ont. 











Because every home every- 
where is exposed to the menace of 
moisture, the ingenious Midget Louver 
is an easy (and profitable) product to 
sell. Installed at roof overhangs, gables, 
eaves, sidewalls, unexcavated areas or 
wherever there are danger spots, 
Midget Louvers provide proper venti- 
lation—permanently protecting against 
the damage of condensation. Moisture 
blistering of paint is virtually elimi- 
nated; the efficiency of insulation is 
maintained; rot is prevented, because 
dry wood does not decay. These rust- 
proof all-aluminum ventilating units 
are quickly installed by anyone; just 
drill a hole and push in place. They 
protect for life, without attention. 
Write for full details. 


Midget Louvers are made in 7 sizes (1” to 
6”)— with and without rain deflectors. 
All ore screened to keep out insects. 
The aluminem louver is the original lou- 
ver. Don't accept “second best’’ substitutes! 
We're telling and selling your customers 
on Midget Louvers in all these notional 
magazines: Popular Mechanics, Popular Sci- 
ence, Better Homes and Gardens, American 
Home, House and Garden, House Beautiful. 


“A House That Breathes is « Better House” 


MIDGET LOUVER CO. 


6 WALL STREET ® NORWALK, CONN 
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’ GAMBLE 
AM? IN 7... Be sure 


—Increase your sales with 
MULTIPLEX MERCHANDISERS 


The sure way to increase sales is the Multiplex Way. 
The swinging, steel-framed panels of these outstanding 
merchandisers provide an attractive way to show 
samples of lumber, wallboard, roofing, siding, flooring, 
molding, tile and many other hardware and building 
specialty items. Arrange these panel fixtures in your 
planning center, or sales room—right up front where 
customers can examine and make their own selection 
and watch how your sales increase. Door Merchan- 
disers, too, are available. They have steel pivot 
brackets that fit top and bottom of doors and mount 
into heavy steel pivot bars. All Multiplex Merchan- 
disers reach you complete, ready for immediate instal- 
lation. Install them now and watch your sales grow. 


Mail coupon below for complete information, or if you 
prefer, our representative will be glad to work with 
you in planning your department. This service costs 
you nothing. 


MAIL THIS COUPON TODAY 


M UL PLEX DISPLAY FIXTURE CO. 


907-917 North 10th Street ° 





St. Louis 1, Missouri 
Please send your Display Equipment Catalog 

NAME 

COMPANY 

ADDRESS 

CITY AND STATE 
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New Adhesive 

Tuff-Bond No. 8, a contact bond 
adhesive for installing plastic 
laminates, has been added to its 
line of general adhesives by Good- 
loe E. Moore, Inc. Tuff-Bond No. 8 
is a neoprene base contact bond 
adhesive of light syrup viscosity 
that is said to insure a positive 
bond between plastic laminates and 
metal, wood, or Masonite. 


For more data cirele No. 17 on coupon, p. 151 


Leather Hand Pad 

The GS Safti-Mitt Handpads, 
Style 1201, have a new adjustable 
tie string which keeps pad on and 
makes removal easy. They are 
made of heavy genuine horsehide 
for long wear. The use of GS Hand- 
pads is said to open the way to 
faster and safer work. Fit any size 
hand. At $1.00 pair or $10.40 per 
dozen pairs, they provide economi- 
cal protection. General Scientific 
Equipment Co. 


For more data circle No. 18 on coupen, p. 151 


———A—> 


~ 


oe 


Modern Cabinet Hardware 

Western Lock Manufacturing 
Company has added a line of mod- 
ern cabinet hardware created to 
match the 500 concave series of 
Weslock residential locksets. The 
line consists of a concave cabinet 
pull with 83-inch center and three 
concave knobs with matching 
concave backplates in the follow- 
ing sizes; 1%” knob with 1%” 
backplate; 1%” with 2” backplate; 
and 2” knob with 2%” backplate. 
Cabinet pull and knobs are avail- 
able in choice of brass, bronze and 
chrome finishes. 


For more data circle No. 19 on coupon, p. 151 
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Midget Louver 

A six-inch louver is now being 
marketed by Midget Louver Co. 
The new louver is the seventh ad- 
dition to the Midget Louver line, 
which now offers all sizes from 1” 
through 6”, with or without deflec- 
tor. All are made exclusively and 
completely of rustproof aluminum. 
All are screened to keep insects 
out. 


For more data circle No. 20 on coupon, p. 151 
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Do-It-Yourself Copper 

Copper armored Sisalkraft, in 
addition to its uses for concealed 
flashing which provides home 
builders with the advantages of 
pure copper, is getting into the 
do-it-yourself market as a decora- 
tive item for wall covering in dens, 
living rooms, etc. Also, this tough, 
permanent material is useful as 
shadow box covering, for garden 
cold frame structures and other 
protective uses. American Sisal- 
kraft Corp. 


For more data cirele No. 21 on coupon, p. 151 


Patio Brush 

The new Patio Brush by Empire 
Brushes, Inc., sweeps up leaves, 
grass clippings, snow, litter of all 
kinds. White Emprene plastic 
bristles are not affected by acid, 
alkalis or detergents, won’t mat or 
mildew. Colors are red, blue, and 
yellow. 


For more data circle No. 22 on coupon, p. 151 
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Catch Installation Tool 

Tiempo takes the effort out of 
friction catch installation. This 
tool is designed to accommodate 
practically all standard friction 
catches and works equally well on 
flush or lipped (cupboard or cabi- 
net) doors, states the manufactur- 
er. In one operation screw holes 
are located and punched in align- 
ment for both parts of the catch. 
Made of stainless steel and for- 
mica, its construction is designed 
for long life. Badco Sales. 


For more data circle No. 23 on coupon, p. 151 


Aluminum Siding 

Tripl-Tite is name of a new alu- 
minum siding that utilizes gravity 
to assure proper positioning and 
interlocking of each panel. After 
the bottom course is_ installed 
level, the additional panels can be 
applied simply by placing the bot- 
tom interlock section of the upper 
panel into the top interlock section 
of the lower panel. Made of high- 
est quality Alodine-treated alumi- 
num, this new siding is finished in 
baked-on enamels in a variety of 
colors. National Metal Products 
Co. 


For more data circle No. 24 on coupon, p. 151 


Stroco Bonder 

Stroub Products Co., Inc., intro- 
duces Stroco Bonder. This new 
product is an additive for the An- 
chor Masonry Surfacer. By the 
addition of Stroco Bonder to An- 
chor Masonry Surfacer, a hard 
durable coating can be applied 
over the previously painted mason- 
ry surface by first wire-brushing 
off the loose or flaking surfaces. 
This means a one-coat job, states 
the manufacturer. Stroco Bonder 
falls in the category of aqueous 
polymer emulsion. This polymer 
specially modified is entirely com- 
patible with Anchor Masonry Sur- 
facer and when mixed with it im- 
parts greater hardness, increased 
washability, stronger bond, great- 
er resistance to weathering. 


For more data circle No. 25 on coupon, p. 151 
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Manufacturers of Band Sawn 


NORTH CAROLINA PINE 
SOUTHERN HARDWOODS 
CYPRESS 
® 

End-Matched PINE, OAK, - 
MAPLE AND GUM FLOORING 


Modern Moore Kilns — Planing Mill Facilities 


Se @ 
BRotsers 


jGHTS 


OME OF THE OUTSTANDING CPEEATIONS OF THE SOUTH 


» IMMEDIATE 
DELIVERY 


Stock and 
Sell 
BESSLER 
Disappearing 
Stairways 




















. The ORIGINAL disappearia 
stairway — made for over 4 
years. 

. A real stairway—not a ladder. 

. Seven well-engineered models 
—for every need. 

. Satety-designed in every de- 
tail for your protection. 

. Suitable for the finest homes— 
old and new. 


le Poeates from above end be- 
~. 
. Full width treads—SAFE fer 
everyone. 


. ALL steps are of equal heignt 
. Treads and strin are made 
4 oe tou. % 
. Full door width pote am 
ple access for large ob; . 
+ Full ten fF ‘ 
2. Aevurates erent ‘ 7 “in 
ssures eas 
ascending and ‘seseondl . 
war #. SAFE wrested test. 
é' . Repairs liable 
New Catalog! guick otis “Ter nil o> ~ 
Wlustrates and describes o 4. a 
. Doors » 
complete line of seven Bess- oanel gf Pg Fy ERAS * 
ler Disappecring Stairway flush type only. 
. Tailor-made for aif heights—ne short or tong 
. Hundreds of thousands in constant dally 


. ‘WwepiaTe DELIVERY! 
. Meets all building codes. 
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LUMBER INVENTORY 
(begins on page 94) 





officials feel the system would 
work almost as well in yards 
where lumber is not packaged for 
storage. Of course, it would take 
a little more time. 

Several piles of the same stock, 
like 8-foot 2x4’s, may be in differ- 
ent locations in the yard. As Zook 
comes to the separate stacks he 
writes the number of pieces in 
each stack in the upper left-hand 
corner of the square reserved for 
8-foot 2x4’s. When he gets back 
to the office, he adds these figures 
and writes the grand total in red 
pencil in the center of the square. 


Accurate Picture of Stock 


The system gives an accurate 
on-the-spot picture of lumber on’ 
hand. Re-ordering can be attended 
to as it becomes necessary. When- 
ever Zook orders, he writes the 
number of pieces on order in green 
pencil in the lower right-hand cor- 
ner of the square reserved for the 
item. 

Zook feels there is no necessity 
to subtract from the inventory as 
sales are made. “The week-by- 
week check turns up changes in 
plenty of time for reordering,” 
he says. 


The inventory board is kept in 
the same location in the oftice 
where all employes can use it. By 
checking the board, salesmen and 
office workers can tell customers 
what’s available at a moment’s 
notice. Frantic dashes into the 
yard to see what’s in stock 
usually while the customer cools 
his heels on the telephone — be- 
come a thing of the past. 





FARMERS NEEDS 


begins on page 98 





T. Viemont, Viemont Lumber Co., 
Mackinaw; Richard Velde, Velde Lum- 
ber Co., Pekin; Charles Vosburgh, 
Robertson’s, Inc., National Stock 
Yards; James K. Waddell, Boone & 
Waddell, Niantic; Joe Weishaupt, Jr., 
Viemont Lumber Co., Mackinaw; Gene 
T. Westlund, Rock River Lumber & 
Grain Co., Prophetstown; Ray Wilkey, 
Peoples Coal & Lumber Co., Piper 
City, and Gene C. Wisegarver, Shur- 
teff & Co., Barrington. 





(The NEXT ARTICLE in this 
series will report new construction 
methods for the farm, products 
and application: clear span 
trusses, laminated arches and use 
of glue; also metal connection and 
fasteners; and pole frames, native 
lumber, treated materials. Watch 
for it in the February 22 issue. 


Can We Help You? 


Our main reason for publishing 
American Lumberman is to help you 
operate your business more efficient- 
ly—in short, to increase your profits 
and reduce your operating expenses. 


We have a number of valuable 
sales aids, some free and some avail- 
able at a nominal charge, to help you 
do just this. Please send your orders 

to American Lumberman, 139 North 
Clark Street, Chicago 2, Ml. 


“New Profits in Tool Rentals” 


Many dealers are making extra 
profits with a tool rental depart- 
ment. Other dealers are considering 
tools for rental. Both groups face the 
same problems: 


How to select tools to rent; how to 
set rental fees; how to keep tool 
rental records; how to make money 
with accessories; how to advertise 
tools; when to sell used tools. 


You will find the answers to these 
questions in a valuable reprint ar- 
ticle from American Lumberman en- 
titled, “New Profits in Tool Rentals.” 
Just send 10¢ to American Lumber- 
man, 139 North Clark St., Chicago 2, 
Iil., and we’ll mail your copy at once. 


Free Fence Booklet 


An attractively-illustrated 16-page 
booklet entitled, “Let’s Build a Wood 
Fence,” is available for consumer dis- 
tribution. 





LUV Ek 


QUALITY AND SERVICE FROM A LEADING MANUFACTURER AND DISTRIBUTOR 


WESTERN WOODS 


Fir —Hemlock— Cedar 


SOUTHERN WOODS 
Yellow Pine—A.D. & K.D. 


Spruce — Ponderosa Pine 
Poles — Piling 
Sales Office—600 North Capitol Way 
Olympia, Washington 


Finish — Boards — Dimension 
Oak Flooring —Poles— Piling 
Sales Office —Southern Finance Building 
Augusta, Georgia 


“@) (iP) GEORGIA — PACIFIC 
PLYWO0 0D COMPANY 








Jeffreys-MeElrath 
Ve ta Vonall tis lomese)10-¥. bh ae 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA 


@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 
Daily Capacity 300,000 feet 


Factory Locations 
Ga. 
seme be 


TANNEWITZ 2°°"*" 


‘ 
‘ for Swing Saws 





Macon, Ga. - Fopevtie, Ve. 
Chase City, Va. Raleigh, . &. 
Oxford, N. C 
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Reduce Delivery Costs 
and Speed up Deliveries 
with 


ROLL-OFF 
TRUCK BODY 


Load or Unload a Load 
or Half Load at a Time 
Complete Beds Hy ae KD 


Easy Assembly & Mounting 
Write, wire or phone tor Cotaleg ond Prices 


The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 





HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE e BIRCH e BEECH e OAK 
STRIP e BLOCK 
and 
HERRINGBONE 
FLOORING 


Hardwood Flooring Mill-Drilled For Nailing 
— A New Service 





. 
GRADED SAWDUST 
e 
High Grade Northern Hardwoods 
” 
Custom Kiln Drying 
+ 


Members: M.F.M. A. N.H.L A. WN. H&M. A. 


OCONTO, WISCONSIN 











BuiLpDING Propucts MERCHANDISER 


bela umber 


PONDEROSA PINE 
PANELING 
MOULDINGS 

CUT STOCK 


* * * 


FIR AND LARCH 
WHITE FIR 
DIMENSION & BOARDS 


Blue Mountain Mills’ large timber 
holdings in John Day Valley are in 
the center of one of the country’s 
finest stands of Ponderosa Pine and 
associated species. Our facilities and 
care in the manufacture of this raw 
material give you lumber and lumber 
products of outstanding quality and 
salability. 


100% KILN DRIED 


Courteous, efficient handling of all in- 
quiries and orders. Write, wire or phone— 


(To obtain more data on advertised products see page 151) 





Packaged Sash Cord 


Colorful hexagon cartons con- 
tain coils of Spot, Phoenix, Aetna, 
and Sachem sash cords in sizes 6, 
7 and 8 and are packed 1,500 feet, 
1,200 feet and 1,000 feet respec- 
tively. Besides stimulating sales, 
these new cartons keep the cord 
clean and make it simple to dis- 
play. Also there is a tally sheet 
on each carton that can be used 
to show the quantity of cord re- 
maining. Samson Cordage Works. 


For more data circle No. 26 on coupon, p. 151 


“Mr. Blister" Display 


“Mr. Blister,” the electric paint 
remover, is now packed in attrac- 
tive individual display boxes for 
fast counter set-up (merely by 
lifting cover). Blue, white and 
black design provides eye appeal 
at a distance . . . for better point- 
of-sale effect. Removal of multi- 
ple coats of paint by heat and put- 
ty knife is said to be fast, safe 
and clean. Wallpaper steamed and 
removed with knife. . . putty also. 
The B & L Tool and Machine Co. 


For more data circle No. 27 on coupon, p. 151 


Display Case 


Macklanburg-Duncan’s On-Gard 
Coil Weather Strip No. 550 display 
case embodies a full-size label on 
both sides as well as the front, and 
is printed in yellow and black. 
The dispenser openings are at the 
bottom on the front of the case. 
This allows the strip to be meas- 
ured out or replaced without re- 
moving roll. Nails in individual 
boxes for each 20 feet are con- 
tained in a compartment on top. 
The case is available free with an 
order for five 100-foot rolls of 
bronze or stainless steel On-Gard 
Weather Strip, and will hold 
widths of 9/16”, %”, %”, 1”, 1%” 
and 1%” strip. Macklanburg-Dun- 
can Co. 


For more data circle Ne. 28 on coupon, p. 151 








PROFITS for YOU! ee : 
== 2 AMILLION 


IN USE 
Eliminates ROPES, 
PULLEYS, WEIGHTS, 
and SPRING BOLTS 


English Type 
RAIL and HURDLE 


FENCE 


ALL TYPES N 


YOU SELL FENCE 
We Carry Inventory 
wanes etomest™ 


West Virginia 


winoow 


CONTROL 
| SPRINGS 








NAILS 
SCREWS 
RATTLES 
Replaces Worn-out SASH CORD 
SPECIAL HARD 
SPRING BRONZE 
See your JOBBER T 
LEIDGEN SPECIALTY CO. 


For Estates or smaller Homesites. 


FOR LONG LIFE 


Entire fence (posts and rails) 
treated with nationally known 


PENTA PRESERVATIVE 
WRITE FOR CATALOG ANS omens 


30c per pair 


























Oconomowoc, Wis. 











classified 
advertising ... 


. is the quick, economical way to find what 
you're looking for. Check the classified pages each 
and every issue—you’ll find column after column 
offering real business opportunities. 


SUGAR G&G WESTERN 
PINE AGENCY, INC. 


| MONTGOMERY ST 
SAN FRANCISCO CALIFORNIA 


i te): ee 
Pin cE hs 


California Ponderesa Pirie 
Mouldings and Cut Stock 


D...ttos L 


. and it’s a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice business for sale! Bvery other 
Monday copies reach some 25,000 interested per- 
sons in American Lumberman’s nationwide distri- 
bution. Check the classified pages for rates in this 
issue. 
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Chain Door Fasteners 


Baldwin chain door fasteners 
now come packaged in counter car- 
ton. The carton contains twelve 
fasteners, each individually pack- 
aged with all necessary screws in- 
cluded, yet takes up only 5” by 7” 
of counter space. Baldwin chain 
door fasteners are made of solid 
forged brass with welded chains. 
They come in both standard or nar- 
row styles in a wide variety of 
finishes. Baldwin Mfg. Corp. 


For more data circle No. 29 on coupon, p. 151 


Bostwick Display 


The Bostwick Steel Lath Com- 
pany introduces a new display for 
its Truss-Wing Corner Bead. The 
display features a piece of arched 
Truss-Wing mounted on a green 
base. A green and white disc bear- 


ing “Bostwick Truss-Wing Corner 
Bead” on one side and “Bostwick 
All Purpose Corner Bead” on the 
other is suspended from the center 
of the arch. The complete unit 
measures 12” x 3” x 9%”. 


For more data circle No. 30 on coupon, p. 151 


Packaged Screws 
“Pick-a-Pack” Wood Screws are 
shipped, prepriced, on metal dis- 


play racks in a complete range of 
sizes. Racks hold two dozen each 
of nine sizes. Refills are available 
in convenient box form. Packages 
are strong plastic bags topped with 
a two color header to show size, 
count and price. Draper and 
Emerick. 


For more data circle No. 31 on coupen, p. 151 


Parks Streamer 


A colorful new streamer 6% by 
22 inches in size, may be used on 
the dealer’s window, door or on 
any shelf edging. It features 
“Paint Supplies” in bold type, re- 
minds the customer of other items 
he may need, such as paint, 
brushes, rollers, etc., and features 
Parks Shellac and Sealer-Primer. 
Parks Co. 


For more data circle Ne. 32 on coupon, p. 151 
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Y-FENCED, 
" GIVES TWICE AS MANY 
DAYS OF GRAZING. 


Show your farm customers how cross fencing stretches grazing days . . . how 
it boosts carrying capacity of every pasture plot—they’ll buy extra fence from 
you to do the job. Show them Continental Flame-Sealed Fence for it gives 
you more to talk about because it is good fence all the way through. Continental 
Fence is made of corrosion-resistant copper steel, zinc coated by the FLAME- 
SEALED process for extra protection against rust. Continental Flame-Sealed 
Fence is a great business builder. Contact your jobber or write Continental 


at Kokomo, Indiana. 


*Trade Mark Reg. U.S. Pat. Off. 


15 Types of Farm Fence, 
PRODUCERS OF — Posts, Gotes, Barb Wire 


BUILDING Propucts MERCHANDISER 


14 Styles of Steol Roofing 
ond Siding, and Fittings 


@) 370): 


Neils, Stoples, Lown 
Fence, Wire Products 
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SAWHORSE BRACKETS 


NO NAILS e NO BOLTS 
NO SCREWS 


ALL-WELDED CONSTRUC 

TION. Use any 2 x 4s for legs 

and crossbar ...set up or knock- 
ed down instantly. 

Each package is a 

colorful counter dis- 

play. 12 Sets to a 

carton. Dealer helps 


FREE, 


Nationally advertised 
~order from your 
wholesaler, or direct if 
he cannot supply you. 


GRAND HAVEN STAMPED PRODUCTS CO. 


GRAND HAVEN, MICK 





V Ready to use. 


v Cannot warp 
or injure tile. 


Vv Fast tack, 
slow setting. 


V Tight, perma- 
nent bond. 


CONSUMERS GLUE CO 


M 


144 (To obtain more data on advertised products see page 151) 





SALES AIDS 
(begins on page 142) 





Steel Rod Assortment 


An __ assort- 
ment of steel 
rods — rounds, 
flats and angles 

in short 
lengths has 
been announced 
by Redi - Bolt, 
Inc. The new 
rods will be 
sold under the 
trade name of 
Redi-Rods and 
are sold in 
standard 36” - 
lengths (plus 
48” and 60” 
lengths for an- 
gle rods). To 
make _ selling 
and = stocking 
easier, the man- 
ufacturer offers 
a sturdy at- 
tractive, wood- : 
en display stand free with a 
standard assortment of 49 pieces. 
The standard Redi-Rod assort- 
ment contains 25 round rods 
(cold-drawn, free-machining steel) 
in seven diameters: 14”, 5/16”, 
34”, 7/16”, %” and 34”, all 36’ 

15 flat rods in three sizes : 

3, 1” and 1144” wide by %’ 
thick, in 36” lengths, and nine 
angle rods in three lengths—36”, 
48” and 60” all cut from 44”x 
1144”x1l,” angle stock. 


For more data circle No. 33 on coupon, p. 151 








WALL PANELS 


begins on page 40 





result when the house is designed 
on four-inch modules to take full 
advantage of the panel system. 

Five house plans were designed 
for the panel system by the coun- 
cil. The houses, each of which con- 
tains three bedrooms, vary from 
960 to 1,120 square feet in floor 
area. Each was designed to make 
the best possible use of floor space 
and outdoor living possibilities. 

Floor plans for each of the 
houses include a basement version 
and a basementless version. All 
houses have been given at least 
three different roof slopes and, in 
two cases, four roof slopes. 

A complete operational kit on 
the Small Homes Council's panel- 
ization system is now available at 
a fixed price. A booklet covering 
the system and house plans en- 
titled “Homes from Pre-Assem- 
bled Wall Panels” is available. 
Write Small Homes Council, Mum- 
ford House, University of Illinois, 
Urbana, Ill. 


February &, 


It's Easy to Improve 
Your Advertising Results 


Below is an excerpt from a letter 
from an advertising agency represent- 
ative following an extended trip, dur- 
ing which he called on his lumber 
accounts and prospective clients. 
Please turn to page 110 for one good 
solution to your advertising problems. 


. .» Most of the dealers I talked 
with seem to be under the impres- 
sion that all they have to do when 
business drops off is to just run 
a few little ads in the papers and 
the customers will come flocking 
in. Brother, those boys are going 
to be in for a big disappointment. 


Frankly, I was quite amazed at 
the generally apathetic attitude of 
the dealer toward advertising. I 
visited many cities where not a 
single yard was doing any news- 
paper advertising; in most cities 
only one or two yards were doing 
any newspaper advertising. 

My guess is that less than 20% 
of the yards are doing any news- 
paper advertising and many of the 
20% are using only spasmodic dis- 
play ads and some few limit their 
efforts to classified. A few are us- 
ing some radio ads and a few use 
outdoor road signs. 


Another thing that amazed me 
was the lack of knowledge about 
some of the basic fundamentals of 
advertising. In two cases, I talked 
to vice-presidents who were sup- 
posedly supervising the advertis- 
ing of more than 20 retail 
branches; they didn’t have the 
faintest idea of how a stereo cast 
was made. I gave each of them a 
detailed explanation for which 
they seemed grateful. 


Most of the yard managers were 
content to let the newspaper boys 
prepare their ads for them. A few 
had someone on their own staff 
who was doing a good advertising 
job. 

So, my conclusion from my trip 
was that there is a vast need for 
good dealer advertising, but the 
problem is how are you going to 
wake up the dealers to their need? 


Do-it-Yourself Kit 


More and more dealers are inter- 
ested in promoting consumer busi- 
ness. Now the trend is toward helping 
homeowners who want to do their 
own work by providing the building 
materials and services they require. 

American Lumberman has deye!- 
oped the only all-purpose Do-It-Your- 
self Kit available for dealer use. It 
contains banners for your windows: 
signs for your trucks; consumer fold- 
ers; suggested direct mail letters; 
newspaper ad mats; radio and tele- 
vision ts and other a’ds. 
Price $7. 
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GOLDBLATT MASON TOOLS 


QUICKER TURNOVER 
MORE PROFITS 
REPEAT CUSTOMERS 


DOUGLAS FIR 





Give YOU 


FINEST QUALITY 
GREATER VALUE 
LONGER WEAR 


Give Your Customers 
one of 


from 





BRICKLAYERS’ AND 


PLASTERING 
STONE MASONS’ JOINTERS 








3’ 


This strong, tough, straight-grained soft- 
BRICK : : 
TROWEL wood is a first choice for any lumber use 
where unusual strength, stiffness, load-bearing 
capacity and nail-holding power are important. 
Popular, too, for paneling and interior trim and 
cabinetwork, 


One of ten fine softwoods from member mills 

of the Western Pine Association. All are manu- 

factured, seasoned and graded to exacting 

Association standards. Lumber dealers, builders, 

architects and wood users have found them 

ORICKLAYERS’ dependable and best for many construction uses. 
THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 


COMPLETE LINE 


SEND TODAY © of DRY WALL TOOLS 


FOR FREE NEW 


1954 CATALOG 


Write for your 1954 copy 
of Goldblatt’s illustrated 
catalog describing the 
largest and most complete 
line of masonry tools and 
supplies. 


/ 


FIRST CHOICE OF THE TROWEL TRADES 


Now, Goldblatt offers a 
complete line of tools and 
equipment specially de- 
signed for Dry Wall appii- 
cators. Everything needed 
to make wallboard installa- 
tion faster and easier. 
Don’t miss this opportunity 
for additional sales and 
profits. 


THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 


Write for free 

illustrated book about 
Douglas Fir. 

Address: 

Western Pine Association, 
Yeon Building, 

Portland 4, Oregon. 


/ 
oldblatt) roo. COMPANY 


1924D Walnut St., Kansas City 8, Mo. 
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EQUIPMENT 


Portable Pumps 


Jacuzzi Bros., Inc., announces a 
new line of self-priming contrac- 
tors’-type centrifugal pumps. Spe- 
cially built to handle muddy or un- 
clear water, the new heavy-duty 
units are designed for water drain- 
age or any other application where 
rapid movement of large volumes 
of water is desired. They are espe- 
cially suited for use by building 
contractors for de-watering exca- 
vations and quarries. The new 
pumps are now available in a wide 
range of horsepower ratings with 
choice of electric motor, gasoline 
engine or heavy-duty transmission 


head for belt drive. For greater 
ease in handling on job sites, the 
pumps may also be ordered com- 
plete with a light weight two-wheel 
hand trailer with ball bearing type 
wheels and semi-pneumatic tires. 


For more data circle No. 34 on coupon, p- 151 


Pallet Truck 

A new Pallet truck is being in- 
troduced by Paliton, Inc. These 
trucks are marketed in 2600 and 
4000 lb. capacities, with fork 
widths of 20%” and 27”. Fork 
lengths are available for various 
specific jobs. Each width is offered 


at the five following varying 
lengths: Under 36”, 36”, 42”, 48” 
and 48” to 60”. In all there are 20 
models from which to choose. 

For more data circle No. 35 on coupon, p. 151 


Dealer Pointer 


“No Smoking” Sign 

An eye-catching “no smoking” 
sign in the warehouse of the Frey 
Brothers Lumber Co., Michigan 
City, Ind., blinks on and off at reg- 
ular intervals as a constant safety 
reminder for employes and custo- 
mers. 

The sign consists of a wooden 
frame with frosted glass on two 
sides. Lettering on the sign is 
red. Three light bulbs inside the 
sign furnish the illumination. 





BARN POLES 


FOR ENDURING 


FARM CONSTRUCTION 
®@ Quality Lodgepole Pine poles 
from our own timberlands are 
straight, strong, uniformly ta- 
pered, Treated poles (penta or 
creosote) can be included with 
mixed cars of treated or un- 





HERE’S LUMBER 


YOU'LL 
SELL 
with 

PRIDE! 





| Arkansas So 


Ozan Pine is one of the softest textured, most easily 
worked woods your builders can use. It dresses smooth, 
takes any finish. You'll find it reliable in every respect 
—QOzan Pine is 100% kiln dried and stored and loaded 
under cover in all standard building items. 


OZAN LUMBER CO. 


Prescott, Arkansas 


treated lumber. 
Write for information. 


J.NEILS 


LUMBER COMPANY 


MILL AND TREATING PLANT 
LIBBY, MONTANA 
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HARDWARE 
7 (MTS 


CHAIN DOOR GUARD 


Ives Chain Door Guards 
are basic equipment in 
thousands of homes, fac- 
tories and commercial 
buildings. Carefully fash- 
ioned in polished Brass 
or Bronze, they're recog- 
nized everywhere as 
finish hardware with... 
the EXTRA QUALITY 
Touch! 


Other Ives Security Items. . . 


[> ® 
“ 
° j 
Window 2 


= Ventilating 
0 Lock 
for the EXTRA QUALITY touch! 


ae a 
as) aa 

















Mortise Door Bolts 


ze. 


THE H. B. IVES COMPANY - NEW HAVEN, CONN. U.S.A. 


ASK YOUR 
WHOLESALER 
7 FOR OUR LUMBER 


‘KILN DRIED, 
YELLOW PINE 


GRADE MARKED 
DOUBLE END TRIMMED 


LUMBER COMPANY and Dressing 
PINE APPLE, Flooring — Siding 
ALABAMA Boards, etc 


3UILDING Propucts MERCHANDISER 





i 3 ae A ‘é 
Ce MA 
in < . Soe 
ESALE DISTRIBUTOR. 


~~ 
Ney 


ee Products 


SPECIALIZING IN 


PONDEROSA PINE 
| DOUGLAS FIR 
i REDWOOD 


‘ 
a ry 


(eo.J.Silhernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RAndolph 6-0540 


(To obtain more data on advertised products see page 151) 





Bilt-Well Awning Windows are de- 
scribed in a brochure just issued for 
Bilt-Well Woodwork, manufactured by 
Carr, Adams & Collier Co. The book- 
let, which pictures the new awning 
windows for multiple use, contains a 
four-page foldout showing specifica- 
tions, installation instructions and how 
to use the awning units as casements 
with or without picture units. Sectional 
details for joining two or more units 
are shown elsewhere in the booklet. 
For more data circle No. 36 on coupon, p. 151 


LITERATURE 


Cedar Creek Bamboo, called an ideal 
product for the home handyman, is 
shown in a new, four-page folder and 
mailing piece by T. S. Crandall, At- 
lanta distributor. Printed in black-and- 
white, it shows lamps, tumblers, plant- 
ers, etc., that can be handily made 
from the product. The folder also de- 
scribes some of the properties of the 
bamboo and how to work with it. 
Under a heading, “Contact Your Deal- 
er Today,” the folder states bamboo 











old 5 aula 


at producing 


quality 


lumber 


It's true that Southern Pine Lumber 
Cempany is one of the most modern, 
progressive manufacturers of big mill 
lumber in the nation, but— 

lt takes engineering and know-how 

to make the quality lumber that has made 
Southern Pine famous— 

And Southern Pine Lumber Company 

is an old hand at producing quality. 
Three generations of know-how are back 
of every stick of lumber Southern 

Pine produces. 

Southern Pine Lumber Company means 
quality. Three generations of quality. 
Can a dealer who stakes his reputation 
on the lumber he handles settle 


: for less? 
ly 
a : 


) SOUTHERN PINE 


LUMBER COMPANY 
= Texas Since 1894 


val = 
Co 
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sizes, lengths and prices. It is printed 
in a size that may be used as an en- 
velope stuffer. 


For more data cirele No. 37 on coupon, p. 151 


“America’s Best Home Plans,” a 
new revised edition, contains 125 var- 
ied styles of home ‘designs, price 50c. 
Contains exterior views and floor 
plans. Complete blue prints, specifica- 
tions, lumber and mill lists available 
for each design at low cost. “All Amer- 
ican Homes,” also has been revised, 
price 50c. Contains 120 different home 
designs. Both exteriors and floor plans 
are illustrated. Tailor-made for build- 
ing constructors who specialize in 
house jobs and for dealers “home plan- 
ning centers.” L. F. Garlinghouse Co. 


For more data circle No. 38 on coupon, p. 151 


Tool Rental Book. Information on 
starting a new business or adding a 
department with tool rentals is avail- 
able from the Allied Rentool Service, 
a subsidiary of the Afton Supply Co. 
The firm’s book, “How to Rent Tools 
Profitably,” describes the system. The 
book sells for $50. 


For more data circle No. 39 on coupon, p. 151 


Two publications on its powder-ac- 
tuated fastening guns are available 
from the Ramset Division of Olin In- 
dustries, Inc. A 12-page bookiet en- 
titled “Another Ramset First” de- 
scribes the new Plus-Power Jobmaster, 
big brother to the standard Jobmaster 
fastening tool. The booklet lists appli- 
cations for the tool, gives tool details, 
fastener information and powder 
charge data. 

A 32-page booklet entitled “Modern 
Fastening Methods” is described as a 
handbook on powder-actuated fasten- 
ing. It gives information on fastening 
wood and steel to concrete and steel 
with the tool. It also describes how to 
determine which of the Ramset tools 
to use for particular jobs. 


For more data circle No. 40 on coupon, p. 151 


“Home Style Trends” is the title of 
a book which features sixty-three dif- 
ferent plans of all frame or mixed 
construction homes, of which the ma- 
jority provide three bedrooms, bath 
and a half or two baths. National Plan 
Service, Inc. 


For more data circle No. 41 on coupon, p. 151 
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ANACONDA 
COPPER 


MINING COMPANY 


Lumber Department 


BONNER 
MONTANA 























“This Van of Padgett-Smith 
Oak Flooring is the finest I’ve 
ever received!” 





“Padgett-Smith Van Service on Oak 
Flooring is tailored to my needs.” 


Why don't you demand the best in service on 
fine oak flooring? Padgett-Smith trailers = 
direct delivery within a 500 to 600 mile radius 
—or regular freight shipment to points beyond. 
Padgett-Smith flooring meets all NOFMA 
standards of manufacture and grade . . . and 
has the plus values that mean builder and 
homeowner preference. For service and sales, 
try P.S. today! 


Representatives in most states. 
Write or phone for details! 


a \ ss 
Papcett-\ MITH FLOORING CO 


Manufacturer 


PHONE 


BUILDING PropucTs MERCHANDISER 





Light 
BUILDERS 
HARDWARE 


>) 


by GRIFFIN 


For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware... 

quality produced by 

Griffin. 


i every DOOR NEEDS THREE! 





-(;RIFFIN- 
anufacturing Company 


ERIE + PENNSYLVANIA 
=O hoe 





New York 7, N 


cf 
HARVEY D. RUSH & SONS WALTER S. JOHNSON 2 SONS” £. H. FARRAR 


4638 Nichols Parkway 


17 


— 
== 
ws 


917 St. Charles Avenue 
Atlante, Georgio 
H. C. GLOVER 
2611 Garrison Bivd. 
Baltimore 16, Maryland 
ROY L. ROGERS 
1620 Garfield Street 
Denver 6, Colorado 
W. C. MEIBAUM & CO. 
6954 Oleatha Avenue 
St. Louis 9, Missouri 


6637 Golf Drive 
Dallos 5, Texas 
TMARLFS L. LEWIS 
2450 17th Street 
San Francisco 10, Callf. 


Kansos City, Missouri 
WILBUR H. DAVIS 
1639 W. Fargo Avenue 
Chicago 26, Iilinois 
GEORGE A. GREGG 
134-6 Wyoming Avenue 
Detroit 21, Michigan 
AUSTIN & EDDY INC. 
115 Broad Street 
Boston, Massachusetts 


ee 
4524 East 60th Street 
Seattle, Washington 
L. G, PULLER, @. 
644 Wellington Rood 
Jackson 6, Mississippi 
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For installing asbestos cement- 
type wallboard use Hassall 
wallboard drive screws. Spe- 
cifically designed with spiral 
threading for better holding 
power. Supplied with nickel- 
plated finish with either cas- 
ing or button heads. Advise 
quantities. Prompt delivery. 


JOHN HASSALL, INC. 


P. O. Box 2161 


A Westb N.Y 
ee 





CASH IN 


RED CEDAR CLOSET LINING 


SEAL- 
PACKAGED 
FAST-MOVING 


Nationally 
stduertised 
BROWN'S 


AUPERCI 


Guaranteed 90% Red Heart- 100% ‘Oil Content 
Our national advertising annually produces thous- 
ands of customer inquiries which are turned over 
to our dealers for follow-up. Here is an active 
market for cedar closet lining. Brown's SUPER- 
CEDAR is a fast-moving, 

profitable item and is 

produced by the Jargest Ns 
and oldest experts in 

the business. Sold only 

through leading jobbers 

and millwork distribu- 

tors. 


Write for Builders Folder and Consumer Booklet 


PRODUCT OF 


GEO. C. BROWN & CO., 


GREENSBORO, N. C 


LARGE 
AROMATIC 


»>T MANUFACTURERS OF 
RED CEDAR IN THE WORLD 
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Abitibi Power & Paper Co., 

Ltd. 70 
Aetna Plywood & Veneer Co... 16 
Air-King Mfg. Corp. 78 
American Cabinet Hardware 

Corp 37 
American Lbr. & Treating Co.. 135 
American Sisalkraft Corp...... 139 
Anaconda Copper Mining Co... 149 
Andersen Corporation 106-107 
Angelus Wrought Iron. 
Appalachian Hardwoods 
Armstrong Cork Co.... 


saldwin-Hill Co. 
gate Co., Inc., J. Herbert. 
Bemis Hardwood Lbr. Co.. 


Berger Mfg. Div., Republic 
Steel Corp. 
Sessler Disappe aring Stair- 
way Co., Th , 
Bileo Co., 
tiack & Dec ke r wie. Co., The .3 


Brown & Co. Inc, 
Brown-Graves Co 

ae MT BBedicceseos 
Buch Mfg. Co 


Bunyan Lbr. Co., Paul.. 


Calder Mfg. Co 


California Sugar & Western 
Pine Agency 
Canadian Forest Products, Ltd. 12 
Carlon Products Corp 
Cherry River Boom & Lbr. Co. 658 
Chicopee Mills, Inc., 
Lumite Div 
*hicopee Mills, Inc., 
Lumite Div 
“hristian Lbr 
‘ark Equipment 
‘olorizer Associates 
‘ongoleum Nairn, 
‘onifer Lbr. Sales.... 
‘onkling Co., The Frank A.... 
‘onsumers Glue Co 
‘ontinental Can Co 
Continental Steel Corp 
Country Gentleman 
Cetew Lite..Ce.. TE Biscccosecss 
Cuprinol Div., Darworth, In 
Curtis Lbr. Co.. 


De Walt, Inc 


Delta Power Tool Div. : 
Rockwell Mfg. Co 


Devoe & Raynolds Co., Inc.. 
Douglas Fir Plywood Agssn.... 
Dunean Lbr. Co., 

Durham Co., Donald . 


Farrin Lbr. Co., The M. B..... 
Ford Div. of Ford Motor Co... 
Fordyce Lbr. Co 


General Plywood Corp 

Geneva Modern Kitchens. ¥ 
Georgia-Pacific Plywood Co... 
Goldblatt Tool Co 


Grand Haven Stamped 
Products Co. 


Grand Traverse Sales Co 
Griffin Mfg 
Gulf Steel & Wire Co 


rn Lbr. Co J 
Haskelite Mfg. Corp 
Hassall, Inc., John... 
Holt Hardwood Co 


Infra Insulation, 
Inland Steel Products Co...... 
Ives Company, H 


Jaeger Machine Co., 


Jeffreys-McElrath Mfg. Co.... 


Keasbey & Mattison Co... 
Kennatrack Corp 


ebruary &, 


Keystone Steel & Wire Co....7 
Knape & Vogt Mfg 
Kwikset Sales & Service Co... 


Leidgen Specialty Co 
Lightsey Brothers 
Lockwood Hardware Mfg. Co.. 


Mack Mfg. Corp. 
Macklanburg-Duncan Co. .... 
Malta Mfg. Co., The 
Marsh Wall Products, Inc., 

Sub. of Masonite Corp 
Masonite Corporation 
McCracken & McCall, 
MeGowin Lbr. Co., 
Menominee Indian Mills....... 
Midget Louver Co., The 
Miracle Adhesives Corp 
Mobile River Saw Mill Co., Inc. 153 
Morrill & Sturgeon Lbr. Co.... 97 
Mowbray & Robinson Lbr 
Mower Lumber Co., The 


National Gypsum Co 
co 8 ee 
Neils Lbr. Co., J... 


Ozan Lbr. Co...... 


Pack River Sales Co 
Padgett-Smith Flooring Co.... 
Patterson-Sargent Co 


Pittsburgh Plate Glass Co. 
(Brush Div.) 


Pittsburgh Plate Glass Co 
(Glass Div.) 


Portable Electric Tools, Inc 


Quaker State Metals Co.. 


Rainy Lake Lbr. Co., 
R-B Co., 

Red Cedar Shingle Bureau.... 
Reichhold Chemicals, 
Reynolds Metals Co 
Reynolds Metals Co 
Robinson, Inc., Edward E 
Roddis Plywood Corp 
Rosboro Lbr. Co 
Roseburg Lbr. Co 
R*O*W Sales Co 
Ruberoid Co., The 


Sargent & Co. 

Silbernagel, Geo. . 

Skil Corporation 

Smith Lbr. Co., The Ralph L.. 

Soderberg Lbr. Co., Inc., 
Carl E. 

Southern Lbr. Co 

Southern Pine Lbr 

Stanley Works, The 

Stewart Iron Works Co., 
Inc., Th 

Strand Garage Door Div., 
Detroit Steel Products Co.. 

Tannewitz Works 


Tarter, Webster & Johnson, 
Inc. 


Trinity White Div., General 
Portland Cement Co 


Twin Harbors Lbr. Co 


.-Mengel Plywoods, Inc....! 
. Plywood Corp...... 
Broek: COTP.<. vec 
. Steel Corp 
seem Sa, at 6 ce aneaeene 38-39 


U 
U. 
U 
U. 
U 


Valentine & CO... .cccccscsscers 
Van Valer Lbr. Co............- 


Wales Lumber Co...........++- 
Weather-Proof Co., 
Wendling-Nathan Co. 

West Coast Lumbermen's Assn 
Western Pine Assn. 

Western Wholesalers 
Western Woods, Inc. 
Weverhaeuser Sales Co 
Wood-Mosaic Co., 

Wood Products Co 


Zegers Incorporated 
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MANUFACTURERS OF QUALITY LUMBER PRODUCTS a 
For Homes and Industries 
NOW AND ALWAYS, BECAUSE 


WE GeO OUR OWN TREES 


yy 
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“WHAT’S NEW!” 
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Advertised Products 


heures 
‘heere Print) Position 
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Information Offered metres Breet Products Co. See adv't PANELING, plywood: Information, 


sales aids; U.S. Plywood Corp. See 
FENCE 


° 4 iron and wire: Catalogs; Stew- adv't pps, 50-81 
In Advertisements art Iron Works Co., Inc, Bee adv't ‘ANELING, pressed wood: Information, 
p. 153 sales aids; Masonite Corp. See adv't 
pe ss - * FENCE, wood: Catalog; Wood Products Dp. 391 
w det d int on Go speci Co, See advy't p. 142 "APER, protective: Samples, literature, 
prodeat or service? Check arocs this easy-to- FLOORING awe erry sales aids; American Sisalkraft Corp. 
use index of literature and dota offered in 4 }, prefinished oak: Descrip See adv’t 139. 
this issue's advertisements: tive literature; E. L. Bruce Co. See — ee 
adv’t p. 23 PIPE, plastic: Catalog; Carlon Products 

ADVERTISING SERVICE: Book; Amer- FURNITURE FRAMES, metal: Promo- Corp. See adv’t p. 113. 

ican Lumberman, See adv't p. 74 tion aids; Angelus Wrought Iron. See PLASTIC LAMINATE: Display unit 
‘ABINETS, kitchen: Descriptive infor adv't p. 115 folder; Continental Can Co. See adv't 

mation; Berger Mfg. Div Republik GLASS, structura Folder; Pittsburgh D. 99 
Steel Kitchens. Bee adv't pps. 76-77 Piate Glass Co. See adv’t p. 21 
‘ABINETS, kitchen: Descriptive infor- HARDWARE, cabinet: Display unit; las Fir Plywood Assn. See adv't p. 75 
mation; Geneva Modern Kitchens. See Ame rican Cabinet Hardware Corp POLES, treated: Information; J. Neils 
adv't p. 132 See adv't p. 37. Lbr. Co. See adv’t p. 146. 
‘ARTOONS, advertising Book; Cc HARDWARE, cabinet: Display unit; POSTS, 
Hager & Sons Hinge Mfg. Co. See Stanley Works. See adv't p. 108 
adv't p. 32 





PLYWOOD, fir: Promotion aids; Doug- 


pressure-creosoted: Book, in- 
formation; U.S. Steel Corp. See adv't 
HARDWARE, locks: Descriptive litera- pps. 35-36. 
‘ASING BEAD: Catalog; Inland Steel ture; Lockwood Mfg. Co. See adv't p. PRESERVATIVE, wood: Display unit: 
Products Co. See adv’t p. 157 54 Cuprinol Div., Darworth, Ine. See 
‘EMENT, rubber tile: Sample; Consum HARDWARE, screen and storm door adv't p. 18 
ers Glue Co, See adv’t p. 144. closer: Display unit; Sargent & Co ROOFING, aluminum: Descriptive in- 
2 Q a od “ Ay 
‘LOSET LINING: Folder, booklet; Geo See adv’t p, 44. formation; Quaker State Metals Co 
Cc, Brown & Co., Inc. See adv't p. 150 HARDWARE, sliding door: Book; Ken- See adv't p. 5 
‘ONCRETH MIXERS: Catalog TMH-3; natrack Corp. See adv’t p. 88. SAWHORSE BRACKETS: Display unit; 
Jaeger Machine Co, See adv't p. 43 HARDWARE, sliding door: Display ee eave en ee Products Co 
it; acklanb - os . See see adv 
(ORNER BEAD: Promotion aids, litera- ~ Fo) aeetieceeamecgeeliaalliat Be) cima, tees a 
ture; Keystone Steel & Wire Co. See r ‘ SCREEN CLOTH: Display unit; Chi- 
adv'’t pps. 72-73 HARDWARE, sliding door, drawers: copee Mills, Inc. See adv’t p. 15! 
DISPLAY UNITS, lumber. flooring, ete.: eee Knape & Vogt Mfg. Co. See SHEATHING: Folder; Upson Co. See 
Catalog; Multiplex Display Fixture ‘ p. 135 adv't pps. 38-39 
Co. See adv’t p. 187 INSULATION, reflective: Samples, in- SHINGLES, roof and siding: Color sys- 
DOORS, folding: Descriptive informa- mg Infra Insulation, Inc. See tem folder, samples, sales aids; Rub- 
tion; New Castle Products, Inc. See ~ D. eroid Co. See adv't pps. 84-85. 
adv’t p. 5! INSULATION, spun wool: Promotion STAIRWAYS, attic: Catalog; Bessler 
DOORS, metal cellar: Literature, pro aids; Baldwin-Hill Co. See adv’t p. 20 Disappearing Stairway Co. See adv't 
motion aids; Bileco Co. See adv't p. 90 LUMBER, douglas fir: Book, Western p. 139 
DOORS, overhead garage: Catalog; Pine Assn. See adv't p. 145 TILE, linoleum: Display unit; Congo- 
Calder Mfg. Co. See adv't p. 104 LUMBER, pressure treated: Merchan- leum-Nairn Inc. See adv’t p. 47. 
- lising booklet; American Lbr & T s as . ¢C l Goldblatt 
DOORS, overhead garage: Booklet of > — te Rogge A : » TOOLS, , masons’ atalog; 10 a 
plans, ideas; Strand Garage Door Div., Treating Co. See adv't p, 135. Tool Co, See adv’t p. 145. 
LUMBER, west coast: Promotion cids; TOOLS, power: Literature, contest in- 
West Coast Lumbermen’s Assn. See formation; Black & Decker Mfg. Co 
advy't p. 64 See adv't pps. 30-31 





LUMBER, west coast hemlock: Descrip- TOOLS, power: Catalog; Delta Power 
tive literature Weyerhaeuser Sales Tool Div., Rockwell Mfg. Co. See 

r Co. See adv't p. 121 adv't p. 17. 

Here's the one that \ NAILS, anchor: Display unit; Miracle 


Ad} iv Corp. 8 dv't p. 132 TOOLS, power: Descriptive information; 
Aqanesives orp. see a 7 » oe. 


DeWalt Inc. See adv’t p. 45. 

, 

WON'T SHRINK PAINT: Color system information; Col- TOOLS, power: Book; Portable Electric 
This modern plastic in orizer Associates, See adv’t p. 109. 


Tools, Inc. See adv’t p. 129. 
PAINT: Color system information; De- \OOLS é ) on: 
powder form makes voe & Raynolds Co. See adv't p. 91. TOOLS, power: Descriptive informats 
lasting repairs in tile, 


Skil Corp. See adv't p. 
PAINT, color system: Pocket edition; - 
wood or plaster, Pays National - ad Co. See adv't pps. 52-53. TOOLS, newer: A ireuiar; Tannewitz 
dealers a bigger profit. PAINT: Sample: Patterson-Sargent Co. Works. See adv't p. 140. 
WILL NOT SHRINK SELLS BETTER because Seo adv't p. 131 TRUCK BODIES, roll-off: Catalog; R-B 
! RKS BETTER PAINT: Promotion aids; Reynolds Co. See adv’t p. 141 
STICKS AND S TAYS mi at Wo K: of Metals Co. See adv't pps. 10-11. 

PAINT: Descriptive information; Val- WHEELBARROWS: Promotion kit; 
entine & Co See adv’t p. 26. : Buch Mfg. Co, See adv't pps. 66-67. 
PAINT BRUSHES Display unit; _Ea- WINDOWS, wood: Descriptive informa- 
—e KE. Ro binson, Inc. See adv't p tion; Andersen Corp. See adv’t pps. 

- 106-107. 











PANELING, plywood: Samples, promo- 

tion aids; Roddis Plywood Corp. See WINDOWS, wood: Catalog; 
Most dealers Ay ; adv'’t pps. 62-63 Graves Co. See adv't p. 117 
“Our sales of Dur- \A . 
ham’s Rock - Hard Rt ow —_—— : — be ‘i 1 Oe 
Water Putty keep DONALD 
doubling, year after DURHAM 
year.” What's more, COMPANY 
Durham's Rock- 


Haine toy UF peetees BRAZILIAN PARANA 


= Product of this Air or Kiln Dried, Rough or Surfaced Two or Four Sides, Random 

— Lap inte pe oregon or Stock Widths, Random Eight to Eighteen Foot or Special Lengths 

larly. Many patching materials may shrink, 

fall out or chip off. Durham's Rock-Hard J . . % 

Water Putty does not shrink. Absolutely Kiln Dried Worked to Pattern Mouldings, 

not. It sticks and stays put. You can saw or : : 

chisel it, paint or polish it to a velvet smooth Paneling, Casing, Base and Jambs 

finish. Easy to use. Keeps indefinitely. So 
mical, Just mix with water as : i a : 

a gg eh po Rh Fenny F ~ CAR OR TRUCK LOADS—Quotations on receipt of your specifications 

4-1b, cans to case. Keep some of each on dis- 

play. Available in 25, 50, 100-Ib, drums for 


industrial users. Order from your jobber. THE FRANK A. CONKLING COMPANY 


The PLASTIC Repair Material Phones: 8-8747 - 5-1191 e Memphis 3, Tennessee 
in POWDER Form 


Brown- 
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:3 tr BRA 

this to be true. Are you getting : : : NG 

your share of this profitable business? Send FLOORI 

Stewart products. In addition to fence, 

there are scores of iron and wire products, BEECH 
| NOFMA Certified 

Write for catalogs today. 

ee ——anee o We presently have large stocks of BEECH and 

Chain - 5 NE * PECAN in all grades, available for prompt shipment. 
ion >> } PECAN FLOORING is particularly 


Dealers everywhere have found 
for literature and familiarize yourself with 
- Oak - PECAN 
and every item fits into the building field. 
Link 
suitable for 
cen el ie INDUSTRIAL CONSTRUCTION, GYMNASIUMS, 


= - SKATING RINKS, and at the same time is a MAG- 
; ex NIFICENT floor for HOMES, 























Picket PECAN. 
Fence 
in many styles 


















































I hina Substantial savings by use of either BEECH or 
beady | 






































t OBTAIN OU > “ES 
OM RR BR OTHER PRODUCTS ~ R PRICES 
THE STEWART IRON WORKS CO., Inc. Settees © Flagpoles 


Steel Folding Gates 
2051 Stewart Block, Cincinnati 1, Ohio Bronze Plaques 


Experts in Metal Fabrications since 1886 Wire Window Guards 


ES Pewaiomonns EST MOBILE RIVER SAW MILL CO., INC. 
—_ FE i OF SS) ; te ea 


PONDEROSA PINE. 


WHITE FIR INCENSE CEDAR 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 

















Manufacturer and Distributor 


S27) PAUL BUNYAN LUMBER CO. 


SUSANVILLE 











CALIFORNIA 











TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
‘ — 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $2.00 





Rates: 
1 Time — 10c per word for 
oe 


if 


ef ; i 


3 Times — Sc per 
Minimum oe Fy 

6 Times — Gc per word for 
Minimum charge 

26 Times —7c per word for eac 
Min’ charge of 


All ads for classified section must 


inn 


Fy 
PF 


ry 
te Fi 


st 
m 


- 


When answerin 
cepy for ads ees them te: 
AMERICAN LUMBERMAN, INC. 


199 N. Clark St., Chicago 2, M. 





HELP WANTED 


WANTED: Estimator and Superintendent for 
Commercial Work. rience neces- 
cary. References required. ve Son 
> lahoma. 








Manager Hardwood Plywood Division, long 
established National Sales Organization. pri- 
pony engaged in marketi Douglas Pir 

doe some Hardwo Plywood. Ex- 
a: leat, “opportunity to build up Hardwood 
volume. additional capital necessary. Re- 
muneration entirely on profit sh basis. 
Must be thoroughly experienced with good 
mill and customer connections and A-1 retfer- 
ence Address Box R-20. American Lumber- 
man, Inc. 


LUMBER SALESMAN 
Needed by manufacturers voprogentaiive with 
large distribu’ warehouse. Knowledge of 
Western softw ne Good opportu- 
nity for man acquainted with industriel trade 
in Chicago area. Address Box R-21, American 
Lumberman, Inc. 


Yard foreman to be in complete wee = 
um ote yard in good Northern 





Som 
tunity for right man. State AA 


Address Box R-23, Americ boumen, Inc. 


Young man, monte or ~ oF: —y + office 
— retail yard in gine! 
Experience desirable but not n 
Envotlens oterniy tes for learning lumber sear 
ness. ployee benefits, salary commensu- 
rate with . State age, qualifications. 


Address Box R-22, American Lumberman, Inc. 


Millwork Plant Superintendent 
og of taking charge of uction of 
ro , Doors, and allied items. Plant employes 
ence State age. epetace and salary 
ments in reply. Address Box P-49, 
Reeves & Lumberman, Inc. 


under 50. 


SALESMAN: For expanding Forest Products 
Sales Agency. Northern Indiana and Chicago 
pane ai Primarily western lumber and ply- 

Commission basis. Prefer younger 
men. ” Address Box P-52, American Lumber- 
man, Inc. 


Wanted: Manager for lumber yard in — 
of 500, within 100 miles of Pecrla. Salary 

commission over $5000.00 a 
ate: experience and ~ thd Radress Box 
P-54, American Lumberman, Inc. 
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STENOGRAPHER 


Large Florida Retail Lumber and Building 
Sapa Eempene Simos te cumiey sinee- 
rapher with experience in dicta , fs 
ing and who is familiar with the 

and Building Material business. A 
Box P-50, American Lumberman, Inc 


WANTED — L LESMAN: 
ll rom 4 
distribu 


ddress 





UMBER SA 
available for Ohio and 
tory. Man to sell carloads and - 
tion yard. Experience preferred but not es- 
sential. Reply fully _ own a he 


2, 
= Box P-48, American Lumberman, inc. 








SITUATIONS WANTED 





Lumberman, enced manufacturing from 


stribution to Industrials, re- 
Address Box P-37, American Lumberman, Inc. 


Aggressive ‘ep flight man of 30, , Semanety 
experienced in retail sales and lumber yard 


Atlanile Coast 


P-43, 





Available March Ist. 96 year old man with 20 
years experience in manufact and whole- 
se most softwoods. Resigned February Ist 
from position as Vice-President and General 
- er of Northeastern Ohio enamel 
han imately 50 million annu 
Best possib poreusaes. Desires position 
wholesale sales field. W. Myers, 5672 Oak 
Drive, North Canton 3 Ohio. 





Shapes or assistant of large retail lumber 
operation. 13 years experience general man 
agement retail and wholesale for large vel- 
ume operations. Past Ss ey records - 
be used as references. = yen ¢ of , 

ried, 1 child. Address Box R-24 eriean 
Lumberman, Inc. 





LUMBER YARD MANAGER desires .— 18 
experience in retail lumber b 

years as manager, can give good refer- 
ence. Available at once. Prefer Missouri, 
Kansas or Oklahoma. Address Box R-25, 
American Lumberman, Inc. 


Sales Manager, age 33, desires cpgertuniy 
with promising firm. Six years experience 
piyweed field selling to trailer ae 
door manufacturers, wholesale jobbers, mill- 
work houses and retail nes. Some experi- 
ence in millwork and lu . Have had credit 
and collection canedaets y3. well. College 
graduate; excellent references; excellent rec- 
ord; single; resident Detroit. Address Box R-26, 
American Lumberman, Inc. 


Sete Egeies. yoy Mn mene f 
esires c to New Enrposionss 
successful. Do-It ——. "Kadress ox R-27, 


d typist (female) 
desires position in retail 1 lumber yard. Six 
tience. Will locate in Northern In- 

uthern higan, or Northwestern 

ao Write Box R-28, rican Lumberman, 
ne. 





Fe a Ah LL. 





MILLWORK 8S -JP’T: Years of experience, large 
volume special millwork; oduvtion man; 
Central States preferred. Address Box P-22, 
American Lumberman. 





SALES REPRESENTATION 





p a manufacture a competitive line of screen 
ds, plus a wide variety of ‘Dulld. 
iy ht Iron sections such as fur- 


oe a complete dealer sales aid program. 


When writing ag — outline your exact ter- 
age carad Twi established, other 
we be oe id in confidence if 
of trades covered and sev- 
pS A Exclusive territory 


——E. 
eral tra 
arrangement. 


We advertise in Ameri Lumb , 
B.S.N. on spaced schedules. Check our 

play ads in this or previous issues for SS Sas 
tional details. 





ANGELUS WROUGHT IRON 
2911 Whittier Blvd., Los Angeles 23, Calif. 





DISTRIBUTORS WANTED 
New line of Grandview Birch paneled kitchen 
cabinets sizes. 


| a — X.. , ae counter tops. Write 
lor 
City) “Street South Roawey 71. 
Grondview Products Co., Ghebusben Kansas 
Grandview, Mo. 











SALES REPRESENTATIVES 
AVAILABLE 





ATTENTION 
BUILDING PRODUCT MANUFACTURERS 


We are sales 
bers se’ 





Wasteogio Salesman, thorou 
d ‘oods, 





hly experienced 
th following in 
New York and 
New Jersey) and Connecticut wants to repre- 
sent essive hard a and/or softwood mill. 
Address Box R-29, b Inc. 





Manufacturers’ Agents calling on all lumber 
and building supply dealers S New York, 
Ponnaylven sae oC. 

Pe v" 

fulldies os oat one builders " on 
commission = tense. FA men 

Address Box R-30, American Lumberman, 


Wholesale Distributor of lumber servicin: 

tail yards within @ radius of 150 miles of New 
York City, looking for additional lines. Ad- 
dress Box R-31, American Lumberman, Inc. 





SALES REPRESENTATION 
WANTED 





on transits. Write Cadillac L 
ber. Sales. “inc.. P. 0. Box Mo. e681 Clave. 


LUMBER & DIMENSION WANTED 


Will take in transit or direct mill cars of Lin 
Spruce, Yellow Pine, etc., on 

Ist class stock only—Butfalo, New Yo —- 
Address Box R-32, American Lumberman, Inc. 








Need direct mill connections for wholesaling 
of 


° . Buiialo, 
New York. Address Box R-33, Lum- 
berman. Inc. 





February 8, 1954, AMERICAN LUMBERMAN & 








BUSINESS ‘ WANTED 


PROMPT SHIPMENT 





Wanted “ ~~ Lumber and Building Mate- 
anaee, send lars 
Scie ‘Contidential. . O. Box Il . Colum- 


bus, 





BUSINESSES FOR SALE 





RETAIL YARD 
Long established, very profitable, Eastern 
ee location. Volume of $225,000 a 
be ge Will lease 
- g living quarters. Liberal 
terms if Goubed. eee Box P-39, Ameri- 
can Lumberman, Inc. 


LUMBER YARD — Buildings only, 
tory or oxi ent. On Penn. R.R 
east of Ca an. Excellent for re- 
tail yard or woodwor factory. Will di- 
vide. Address Box P-53, American Lumber- 
man, Inc. 





no inven- 
. ™20 miles 





Retail lumber and wood products manufac- 
turing in Illinois. Terms. 
Address Box N-53, American Lumberman, Inc. 








FOR SALE 
Old established Lumber Yard in prosperous 
f gq community. Doing good vent. 690 000 
ness, good buildings ot owenet as 
stock—Have other interests. 
P-58, American Lumberman, el 


For Sale: Old established Lumber Yard in 
large industrial city in upstate New York. 

consists of 2 acres of land with 
R.R. siding and 7 buildings in fine condi- 
tion. For full information write Box 1086, 
commenti New York. 


Retail Lumber Business located in the Citrus 

Belt of Florida. Now operatin: ‘hoo ata eset 

with annual sales of over oa 

° c inventory and Bn and lease 
rty. Owners wish to devote time to other 

— ess interest. Address Box R-34, American 

Lumberman, Inc. 


FOR SALE: Lumber and Building Supply, in 
Pueblo, Colorado. Best location eblo. 
Will lease real estate, etc. Sales volume extra 
good. Reason selling nearly a i years in 
lumber business. ddress Brown, 
Lamar, Colorado, Owner. 


Active Sash and Door Business. _ Cites. 
Minn. Good Buildings and Machine 4 
complete for stock and detail millwork. Ww 
sell majority interest, down payment $20,000.00 
Balance terms to qualified manager. Address 
Box R-35, American Lumberman, Inc. 


YARD FOR SALE 


Retail yard located in ne | and grow- 
ing suburb in southern Milwavkee 
county. New modern bu eo railroad 
siding. Priced for quick sale. Write Box R-%., 
American Lumberman, Inc. 


Building Sesiie Sestiane doing $145. 000 tx 
ness last year, 10% net profit. Will sell com- 
lete, real estate, equipment, inven' or will 
ease real estate. Will take about ,000 on 
lease basis or $80,000 complete sale. Located 
in Western Kentucky. Write Box R-37, Ameri- 
can Lumberman, Inc. 





MISCELLANEOUS 
FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





ADVERTISING YARDSTICKS 
Basswood, 2-color. Same price as 1-color. 
Also Paint we Immediate shipment. 


J. DUMONT CO. 
156 Po “Melrose. Ave.. Elgin, Il. 


U S Patent for Window + Giaewestioe. 
Canadian Pat. Pend. for sale. 
Write Josef Meind! 

9 Normandy Ave. 

Buffalo 25, N. Y. 


BUILDING PropucTts MERCHANDISER 


PROMPT SHIPMENT 


BUILDING PAPER 
Racesh Fe Insulation 
Nail Specter } 
wat Boge (Larger Lambert 


Miracle Adhesives & Anchor Nails 


SLIDING DOOR a 


Joist Hangers (in Cartons) 
+ AO Corners 
all Ties — Areawalls 


NICHOLS ALUMINUM NAILS 
Wooster Brushes 
Attic & Roof Louvers 
Miniature Louvers (i5c resale) 


(Selling only to dealers) 


HOSKING PAPER & SUPPLY 
P. ©. Drawer 43 Wilmette, Ml. 





WANTED — RAILS 


RAILS WANTED 
Any weight—any tonnage 
W. H. DYER CO., INC. 
2111-A Railway Exch. Bldg., St. Louis 1, Mo. 








RAILS 
New Relaying 
Always in market to ch d sel 
classes railroad ey a oe Oe ee 
M. K. FRANK 
480 —. i Park Bldg 


New York, WN. Pittsbur :: Pa. 
105, Like St., Reno, Nev. ° . 





STEEL RAILS 
16, 20H, 25H, 30H, 352. 40% and Heavier 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 





USED MACHINERY FOR SALE 





REBUILT 


bo el 
Lift 17 ft Hf 6 in. " 
Buclosed cab. 


Pressed Steel Fork Lift Truck 
city 6,000 Ibs. 


eel Drive 
Yiite Pork Lift Truck 


4 Ibs. 
rie a 
Diesel er 
Four eel Drive 


60-day Parts Guarantee 
HARVARD EQUIPMENT CO., INC. 


295 Cambridge Street 
Alliston 34, Mass. 


We are changing to a 72" carrier and lift 
truck package and offer for sale 3 one year 
old Ross frie carriers Series 70 model 


- capacity. Prices quoted upon 
request. 


These machines are like new and we also 
have plenty of 4°'x4’’x60" bolsters with bolted 
legs to go with the machines at $1.50 each. 


HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Illinois 





ELECTRICAL MACHINERY 

otors and Generators, A.C. and D.C. 

sale at attractive prices. Large stock of N = 

ond Metals auetee an thend’ss oh tues Be 
husks & GO. Fort Warne tad. 
. M UM & CO., Fort Wayne. Ind. 


LUMBER & DIMENSION 
FOR SALE 





QUICK SERVICE TO DEALERS 
CL or LCL shipments 
Hardwood and Softwood 
Archttectural Trim and Woodwork 
Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 
2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 





Kiln —— Douglas Fir Industrial 
Standard sizes through 16/4 
Also 
Extension Ladder Rails 
Cut 


Mouldings Door Stock 
Millwork Blanks Step-Ladder Stock 
Inquiries answered promptly:. 

Al Clements Lumber Co. 


Phone 5-3317 


ATTENTION DEALERS 


TRAVCO QUALITY REDWOOD 


KD CRA Gradestamped 
3 Carloads—Prompt Shipment 
%x8 Aye. Btr. Bungalow Sd’g. MG 


$171.00 MSM Div'd. 1.21 rate 
$171.25 MSM Div’d. 1.23 rate 
$172.00 MSM Div’d. 1.30 rate 


Inquiries invited—mixed cars Pine, White Fir 
with Redwood. 


Price List on Request 


TRAVCO, INC. 
West Coast Forest Products 


26 & E. Santa Clara, San Jose, 27, Calif. 
TWX S8J-54 Cy 5-8055 





Wanted to contact f 
UA We ots, oh Colemwee Tomes of 


Cc. L. Gordy 
Letts, lowa 


BOOKS FOR SALE 








CYCLOPEDIA OF BUILDING TERMS. 64 


we of Cefini illustrations, charts and 
Os S So eee ee 


ae 
dealers in the tion 
Manual an os y Sew business. 
an yu! materials for 
Excellent presentation. Price _ ee, 


LUMBER AND ITS . 
. E USES By 


anguage th: 
-— 9 ge e the properties and uses of the prin 


monulestered A ey a FY 
Price $4.00. 


AMERICAN LUMBERM. 
BUILDING PRODUCTS CHAN 


139 N. Clark St., Chicago 2, Il. 
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ROSEBURG Lumber Co. 


General Offices and Sales Sawmill and Plywood Plant 
ROSEBURG, OREGON DILLARD, OREGON 


PHONE: 3-556! 
AAR a RE a a PET 





BUSINESS TRENDS 


DEPARTMENT STORE SALES on a country-wide 
basis for the first full week of the new year showed 
the relatively good gain of 7%, with improvement of 
more than twice that percentage in some districts. 
Most substantial improvement was in Boston. 


PERSONAL INCOME RAN at an annual rate of 
$285.5 billion in November, off nearly $2 billion from 
the October pace, the Commerce Department said. It 
said the drop was mostly due to declines in factory 
payrolls. The department said, however, that income 
receipts of individuals in the first 11 months of 1953 
set a yearly gait of $285 billion, 6% higher than in 
the like 1952 period. 


FURNITURE DEALERS at the International Home 
Furnishings Market in Chicago placed the smallest 
orders at a winter display since the Korea outbreak. 
Their cautious buying reflected 1953 developments in 
the retail furniture trade. After a terrific spring, 
business fell off last autumn. Though inventories 
currently are in good shape, few dealers care to go 
out on a limb. 


WARNINGS TO WATCH INVENTORIES this year 
were sounded by participants in a poll conducted by 
the New York Credit and Financial Management 
Association. A pronounced majority said that the 
most important single focal point for managerial 
attention this year is control of inventories. 


THAT PREDICTED “SHOT IN THE ARM” for the 
steel industry seems to be materializing. There are 
scattered reports of pickup. Chevrolet Motors is push- 
ing its casting division to new production peaks. Ford 
dealers are still grumbling about high production 
schedules, but continue to sell a lot of new Fords and 
used car dealers think they’ve seen the worst. 


BUSINESS ACTIVITY across the nation toward 
the end of 1953 continued at “high levels,” but the 
pace was slower than at mid-year, the Commerce 
Department reported. It ascribed the slackening 
mainly to reduced purchasing by business concerns 
striving to “improve” inventory positions. 


STEEL OPERATIONS thus far in January have 
held around 75% of capacity. Present indications are 
that this rate may not change materially during the 
rest of the first quarter. Some steel producers re- 
ported slight improvement in their incoming orders 
last week. But, on the whole, it appeared steel-users 
were still trying to reduce inventories of the metal, 
delaying large-scale revival of steel buying. 


RETAIL TRADE CONDITIONS are generally fa- 
vorable. A mid-January survey across the nation 
showed most merchants doing as well or better than 
a year earlier. And in January, 1953, retailers sold 
over $13 billion of goods. That compared with $11.8 
billion in January, 1952—and with a January figure 
of only $9.7 billion as recently as 1950. 


ALUMINUM MAKERS profess confidence, al- 
though business is lagging. An expected snapback in 
shipments hasn’t resulted because customers continue 
the inventory-trimming begun in 1953’s last quarter. 


BRIEFS: A Boston University survey of 4,688 Hub 
women shoppers shows most go downtown to buy 
their coats and fine jewelry, but prefer suburban 
stores for purchases of hosiery, children’s wear and 
cosmetics ... An eight-year compilation shows elec- 
tric utilities win approval of rate increases from state 
commissions in six out of seven cases ... A top steel 
company analyst predicts an industry operating rate 
of an average 80% in 1954... To cut long-distance 
phone bills, Motorola, Inc., places egg-timers on exe- 
cutive desks to remind them to hold calls to three 
minutes. 


(To obtain more data on advertised products see page 151) Advertisers’ Index appears on page 150 








4 
‘ 


MixcoR Czsing Bead 


Provides clean, protective separation 
between plaster and other materials 


| One reason why your customer gets a 
nigwaten tan wil better all-around job — and you get 
more repeat business 


When they remodeled Mader’s Famous Restaurant 

in Milwaukee, Wis., the architects called for plaster to 
abut a metal air-conditioning grill in the ceiling. 
Different co-efficients of expansion and contraction 

had to be accommodated. And that’s where Milcor No. 
66 Casing Bead filled the bill. 


Milcor Casing Bead provided a sharp, permanent 
line of separation between the metal-lath-and-plaster 
Get a better all-around job ceiling and the grill covering the duct-work. 
on door and window openings with Architects, builders, and plastering contractors insist 
Casing Bead on Milcor Casing Bead for other advantages, also: 
(1) The permanence of steel. (2) Ease of installation. 
(3) Perfect mitres and neat joints flush with the 
plaster surface. (4) Resistance to fire and impact. 









Learn more about these Milcor products you 
can sell to a big, profitable market. Write for Milcor 
catalog and latest Milcor Price List. 
*Reg. U. S. Pat. Off 


— . 
<INLAND> STEEL PRODUCTS COMPANY 
ng 


4027 WEST BURNHAM ST. © MILWAUKEE 1, WISCONSIN 
m-1288 
BALTIMORE 5, MD., 5300 Pulaski Highway — BUFFALO 11, N. Y., 64 Rapin St. — 
CHICAGO 9, ILL., 4301 S. Western Bivd.—CINCINNATI 25, OHIO, 3240 Spring Grove Ave. 
—CLEVELAND 14, OHIO, 1541 E. 38th St.—DETROIT 2, MICH., 690 Amsterdam Ave. 
—KANSAS CITY 41, MO., P 0. Box 918—LOS ANGELES 58, CALIF., 4807 E. 49th St. 






— NEW YORK 17, N. Y., 230 Park Ave, — ST LOUIS 10, MO., 4215 Clayton Ave. 


NOW: 


Your one answer to greater-than-ever screen cloth sales 


*Registered Trade-mark 


44 eins: eS 1K > : 
L can sone OUP 
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LUMITE DIVISION 
Chicopee Mills, Inc. 
47 Worth St., N. Y. 13, N. Y. 


This low-cost 


for only *16= 


Takes only 2’ x 3’ of floor space. Cuts, measures, dis 
penses and displays 5 best-selling widths of Lumite 


Saran Screen Cloth: 26 ya) 30 32'° and 36 


+ Put yourself in the screen cloth 
business with one of these 
2 sensational offers: 


1. The Lumite Dispenser Rack for only 
$16.84 (dispenses 24” through 36” widths 
and comes F.O.B. Chicago, Ill.) with the 
minimum purchase of five 100’ rolls of Lumite 
from your wholesaler. This offer includes the 
free ‘’Stand-On” demonstrator that gives 
proof of Lumite’s durability under pressure. 


2. The Lumite Display Rack plus five 50’ 
rolls of Lumite Saran Screen Cloth (replace- 
ments are in 100’ rolls)—all for only $69.15 
F.O.B. Chicago, Ill. Included absolutely free 
is Lumite’s sales-clinching ““Stand-On” dem- 
onstrator, proving amazing strength of 
Lumite Saran Screen Cloth. 














